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Distribution  Systems  for  Financiai 
Products 


By  James  W.  Haugh 

Paiiner 

Peat,  Marwick,  Mitchell  &  Co. 

Chicago,  Illinois 

Today’s  financial  services 

marketplace  is  no  longer  cast  in 
just  the  traditional  mode  of  simple 
checking  and  savings  account 
offerings.  In  fact,  most  financial 
institutions  now  offer  a  full  range  of 
financial  services,  and  they  have 
shifted  their  sales  philosophy  from 
product  sales  to  relationship 
management,  addressing 
customers’  needs  for  different 
financial  services  at  different  times 
in  their  economic  lives. 

Although  tradition  may  seem  to 
be  lacking,  financial  institutions  are 
still  organizing  themselves  for 
marketplace  success  in  traditional 
ways.  For  example,  while  the 
insurance  industry  continues  to 
reach  customers  through  a 
well-developed  agency  system, 
banks  rely  on  advertising  to 
motivate  customers  to  use  bank 
facilities.  The  successful  institution 
will  reach  consumers  by  using  the 
best  of  its  own  traditions  and 
borrowing  what  has  worked  well 
for  others. 

Dan  Gattis,  Peat  Marwick’s 
national  marketing  director  for 
insurance  consulting,  has  good 
advice  for  bankers  on  product 
distribution  in  today’s 
marketplace.  He  offers  some  useful 
comparisons  between  banking  and 
insurance  marketing  approaches 
and  recommends  that  banks  (in 
selected  markets)  adopt  some  of 
the  more  successful  marketing 
strategies  used  by  insurance 
companies. 

Financial  services  products  can 
be  grouped  into  four  categories: 
Cash  management  (checking 
accounts,  ATMs,  EFT  products, 
credit  cards);  savings  or 


accumulation  (savings,  securities, 
real  estate,  tax  shelters,  deferred 
annuities,  mutual  funds,  cash  value 
life  insurance  policies);  debt 
(mortgages,  credit  and  credit  line 
instruments,  installment  loans, 
margin  accounts,  policy  loans);  and 
loss  avoidance  or  risk  management 
(title  insurance,  mortgage 
insurance,  personnel  lines, 
accident  and  health  insurance, 
immediate  annuities,  death 
insurance). 

Typically,  banks  offer  cash 
management,  savings  and  debt 
products;  insurance  providers 
concentrate  on  savings,  debt  and 
loss  avoidance  products. 

Simple  vs.  Complex  Products 

All  of  these  products  can  be 
categorized  as  simple  or  complex. 
Simple  products  are  viewed  as 
commodities  and  include  term  life, 
passbook  savings,  simple  interest 
loans,  auto  insurance,  money 
market  accounts,  checking  services 
and  CDs.  They  are  easy  to 
understand  and  are  bought  on  the 
basis  of  price  and  service.  Selling  is 
passive — ^the  seller  waits  for  the 
customer  to  initiate  the  contact  and 
the  product  is  treated  like  any  other 
consumer  commodity.  Complex 
products — universal  life,  annuities, 
trust  services — require  an  agent 
who  positions  the  product,  explains 
it  and  concludes  the  sale. 

When  complex  products  are 
sold,  tradition  is  more  likely  to 
influence  distribution.  For 
example,  when  an  agent  sells  a 
universal  life  policy,  he  does  so 
within  the  context  of  planning  for 
the  family’s  financial  health,  and 
the  client  relationship  becomes 
more  important  than  the  product. 
The  key  factor  in  selling  a  complex 
product  like  life  insurance  is  the 
face-to-face  contact  between  the 


buyer  and  the  seller.  This  also 
holds  true  for  trust  services,  estate 
planning  and  similar  products  that 
must  be  explained,  interpreted  or 
tailored  to  individual  needs. 

Since  successful  life  insurance 
agents  have  always  had  to  explain, 
interpret  and  tailor  products,  they 
are  now  in  a  position  to  capitalize 
on  this  experience  as  they  become 
financial  planners. 

Selling:  Insurance  vs.  Banking 

The  agency  system  characterizes 
the  insurance  industry’s 
philosophy  of  passive  marketing 
and  active  selling.  Through 
advertising,  insurance  agents  seek 
to  create  a  receptive  environment 
for  contacting  customers.  By 
contrast,  banking  typically  markets 
actively  and  sells  passively.  The 
emphasis  is  on  motivating 
consumers  to  initiate  contact,  not 
the  bank  itself.  In  other  words,  the 
bank  waits  for  the  customer  to 
approach,  while  insurance  agencies 
approach  the  customer. 

While  this  distinction  may  seem 
subtle,  the  choice  of  passive  or 
active  distribution  measurably 
affects  the  selection  of  products, 
customers,  packaging,  advertising 
and  pricing.  For  instance,  while 
banks  contend  that  salaried  agents, 
available  to  anyone  who  comes  to 
the  bank,  allow  for  more 
competitive  pricing,  the  insurance 
system  traditionally  rewards  agents 
for  prospecting,  qualifying,  selling 
and  contracting  buyers,  passing 
such  costs  on  to  the  customer.  But 
this  is  changing  as  insurers  begin  to 
assume  responsibility  for 
prospecting  and  qualifying  leads, 
and  as  they  start  to  integrate 
customer  data  bases  across  product 
lines.  Insurers  now  are  looking  at 
ways  to  decrease  commissions  and 
increase  volume  targets.  For 
example,  one  insurer  has  two 
distinct  agency  systems,  each 
offering  different  products  at 

(Continued  on  page  8) 
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Check  sorter  rejections  caused  by 
airborne  paper  dust  may  be  costing  you  ju 
several  thousand  dollars  every  day. 

ElectriMaid‘^  systems  remove  harmful  ^Etecfiwi# 
paper  dust  from  the  air  and  reduce  the  number  and  the 
cost  of  check  rejections. 

ElectriMaid'^  can  also  cut  your  total  operations  costs  by 
reducing  malfunctions,  maintenance  and  downtime  of 
printing  and  data  processing  equipment,  communications 
systems  and  heating/air  conditioning  systems. 
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’  Electronic  Air  Cleaners 


And  since  it  also  removes  pollen, 
dirt,  tobacco  smoke  and 
bacteria  from  the  air,  employees 
feel  better  and  work  better 


in  a  healthier  environment. 

We’ve  been  manufacturing  products  for  environmental 
systems  for  over  25  years,  so  you  can  count  on  our 
experience  to  help  cut  your  operations  costs.  Polluted  air 
may  be  costing  you  thousands  every  day,  so  contact  us 
for  complete  details  today. 
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That's  not  closing  as  in  closing  your  doors. 

That's  closing  as  in  closing  sales. 

And  if  you're  interested  in  closing  your  sales 
sooner,  we  have  two  things  to  say  to  you. 

ALADDIN™-SalesStar.™ 

Our  Aladdin  microcomputer  system  was  de¬ 
signed  for  platform  and  back  office  automation  so 
it's  very  flexible  and  powerful.  We,  by  the  way,  are 
Bunker  Ramo.  We've  been  working  with  the  bank¬ 
ing  and  financial  businesses  for  57  years. 

SalesStar  Software  is  what  we  call  the  special 
application  that  we  developed  to  turn  your  plat¬ 
form  people  into  better  sellers.  And  better 
cross  sellers. 

Once  you  see  how  easy  SalesStar  is  to  use, 
and  how  much  more  efficient  and  effective  your 
people  are  using  it,  you  may  want  to  call  It  a  few 


things  too.  Like  terrific.  Or  unbelievable.  Maybe 
even  fantastic. 

What  SalesStar  does,  simply,  is  quickly  and 
easily  give  your  branch  sales  people  all  the  infor¬ 
mation  they  need  to  sell  your  CD's,  IRAs,  check¬ 
ing  accounts,  mortgages,  auto  loans,  savings  ac¬ 
counts,  personal  loans,  discount  brokerage,  bank 
credit  cards  and  Keough  funds. 

It  all  appears  right  on  the  screen  in  front  of 
them.  And  it's  all  current  and  up  to  date  because 
you  create  it. 

With  all  that  at  their  fingertips,  your  branch 
sales  people  can  hand  pick  the  right  product  for 
your  customers.  Or  just  enter  all  tne  information 
and  let  SalesStar  find  it. 

And  once  the  sale  is  closed,  SalesStar  does 
all  the  paper  work,  including  sending  the  informa 
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tion  to  your  mainframe.  So  after  you  shake  hands  virtually  In  no  time.  In  one  or  all  of  your  branches, 

your  customers  can  leave  with  something  in  their  No  more  waiting  for  free  programming  time 

hands.  The  documents.  at  the  mainframe.  Or  free  programmers.  Or  wait- 

Which  brings  us  to  perhaps  the  best  news  ing  months  for  a  product  your  competitors  have 

of  all  about  SalesStar.  Thanks  to  our  unique  Trans-  been  selling  for  weeks, 
action  Generator,  you  don't  need  us  to  create  You  can  even  test  the  new  product  waters 

new  financial  products.  Your  people  can  develop  without  taking  the  plunge.  Or  worse,  a  bath, 
them,  unlike  most  of  our  competitor's  systems.  We  could  go  on  and  on  about  SalesStar,  and 

Although  we  will  be  there  if  you  want  us.  How-  we  will  if  you  call  us  at  203-386-2110.  Or  write  to 
ever,  you  will  need  Aladdin  since  SalesStar  will  us  at  Bunker  Ramo  Information  Systems,  35  Nut- 

only  work  on  the  Aladdin  system.  meg  Drive,  Trumbull,  CT  06611.  Or  just  telex  us  at 

What's  more,  you'll  be  happy  to  know  you  221028  BRIOD. 
don't  need  to  know  a  special  programming  Ian-  And  if  you  do  call,  we  ask  that  you  please  do 

guage.  So  any  time  you  want  a  new  product,  or  It  before  5  PM. 

just  want  to  change  an  old  one,  you'll  have  it  After  all,  even  we  have  to  close  sometime. 
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different  commission  structures. 
The  company  assumes  major 
responsibility  for  generating  leads 
and  qualifying  prospects  for 
lower-commission  products.  While 
the  agent  is  still  needed,  the 
product  is  more  cost  competitive. 

Insurance  companies  also  are 
starting  to  realize  the  value  of  the 
agent  as  a  financial  planner  or 
counselor  and  are  training  their 
agents  to  manage  total  customer 
relationships.  While  the  company 
may  not  produce  each  product,  it 
establishes  service  relationships 
and  assures  the  availability  of  the 
agent. 

Banks,  meanwhile,  eilso  are 
becoming  more  sensitive  to  the 
need  for  effective  salespeople;  they 
realize  their  customer  information 
base  can  be  a  powerful  marketing 
tool  if  it  is  available  in  integrated 
data  bases.  This  is  particularly  true 
for  retail  banking,  which  could 
adopt  parts  of  the  insurance  agency 
philosophy  and  capitalize  on 
successful  commercial  outreach 
programs. 

Conclusion 

Simple  financial  products  can 
and  should  be  offered  directly  to 
the  consumer  just  like  any  other 
commodity.  Complex  products, 
however,  require  an  intermediary 
who  actively  seeks  out  and 
contacts  the  customer  or  who  is 
available  to  the  customer  at  the 
point  of  purchase.  Successful 
banks  or  bank  holding  companies 
will  select  distribution  systems  that 
work  best  for  their  own  products 
and  markets.  Some  may  choose  to 
continue  the  traditional  distribution 
system,  but  those  that  wish  to 
make  the  “besf’choices  will  be 
open  to  new  ideas.  The  possibilities 
are  limited  only  by  how  well  a  bank 
understands  its  customers,  what 
they  want  to  buy  and  how  they 
want  to  buy  it.  Once  this  is 
accomplished,  institutions  must  be 
sure  their  people  are  trained  in 
effective  selling  techniques.  ■ 
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Guardianship  Account 

Where  a  bank  allows  a  check  that 
is  made  payable  to  a  guardian  to  be 
deposited  in  the  guardian's 
personal  account  instead  of  a 
guardianship  account,  the  bank  is 
not  a  holder  in  due  course  under 
the  Uniform  Commercial  Code 
because  it  has  notice  that  the 
guardian  is  breaching  his  fiduciary 
duty,  the  Supreme  Court  of 
Washington  ruled. 

Charles  Alcombrack 
(Alcombrack)  was  appointed  as 
guardian  of  his  seven-year-old  son 
who,  in  turn,  was  the  beneficiary  of 
a  life  insurance  policy  in  the 
amount  of  approximately  $3 1 ,000. 
An  insurance  company  issued  a 
check  for  that  sum  payable  to 
“Charles  Alcombrack,  Guardian  of 
the  Estate  of  Chad  Stephen 
Alcombrack,  a  Minor.” 
Alcombrack  took  the  check  and 
opened  a  personal  checking  and  a 
personal  savings  account  at 
Olympic  Bank  (Olympic).  He 
endorsed  the  check  as  guardian  of 
Chad.  Olympic  allowed 
Alcombrack  to  place  the  entire 
amount  in  the  personal  accounts. 
Later,  Alcombrack  used  all  but 
$320  for  his  own  personal  benefit, 
including  ^even  debits  to  the 
account  by  Olympic  exercising  its 
right  of  offset  to  make  payments  on 
or  pay  off  personal  loans  made  by 
Olympic  to  Alcombrack.  J.  E>avid 


Smith  was  then  appointed  as  a  new 
guardian  for  Chad.  Smith  sued 
Alcombrack  and  obtained  a 
judgment.  Thereafter,  Smith 
instituted  this  suit  against  Olympic. 
The  trial  court  ruled  for  Olympic. 

The  appellate  court  concluded 
that  Olympic  was  not  a  holder  in 
due  course  of  the  original  check 
because  it  took  the  check  with 
notice  of  an  adverse  claim  to  the 
instrument.  According  to  the  court, 
a  purchaser  of  an  instrument  has 
notice  of  an  adverse  claim  when  he 
has  knowledge  that  a  fiduciary  has 
negotiated  the  instrument  in 
payment  of  or  as  security  for  his 
own  debt  or  in  any  transaction  for 
his  own  benefit  or  otherwise  in 
breach  of  duty.  The  court 
emphasized  that  Olympic  knew  it 
was  dealing  with  guardianship 
funds  as  the  check  was  payable  to 
Alcombrack  as  guardian  and  he  had 
endorsed  it  in  his  guardianship 
capacity.  The  court  held  Olympic 
liable  to  the  guardian. 

Smith  V.  Olympic  Bank,  Supreme  Court  of 
Washington,  January  10. 1985 
(BAI/05/Au.-$5) 


CoplM  Of  ttw  ofitira  decisions 
described  in  this  column  may  be 
obtained  by  writing  The  Magazine  of 
Bank  Adminlatratlon,  60  Gould  Center, 
Rolling  Meadows,  HI.  60008.  Please 
enclose  your  check,  end  specify  the 
code  number  of  the  opinion  you  wish  to 
order.  (e.g.  BAVa/Mar.-$5) 
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The  Quadrille 


“Will  you  walk  a  little  faster?”  said 
a  whiting  to  a  snail, 

“There's  a  porpoise  close  behind 
us,  and  he’s  treading  on  my  tail. 

See  how  eagerly  the  lobsters  and 
turtles  all  advance! 

They  are  waiting  on  the 
shingle-will  you  come  and  join 
the  dance? 

Will  you,  won’t  you,  will  you,  won’t 
you,  will  you  Join  the  dance? 

Will  you,  won’t  you,  will  you,  won’t 
you,  won’t  you  Join  the  dance? 

These  words,  written  by  Lewis 
Carroll  in  his  most  famous 
work,  Alice’s  Adventures  in 
Wonderland,  have  delighted 
readers  for  more  than  100  years. 


Although  it  was  originally  written 
as  a  children’s  book  by  the  English 
mathematician  in  1865,  today  the 
story  easily  could  be  viewed  in 
another  context,  for  it  seems  to 
relate  how  a  majority  of  U.S. 
financial  institutions  have 
approached  video  banking. 

Interest  in  providing  video 
banking  services  has  had  its  highs 
and  lows  since  Dow  Jones  first 
introduced  its  New  Retrieval 
service  in  1977.  Capital  investment 
in  research  and  development  has 
been  sporadic  as  senior 


By  Marjolijn  van  der  Velde 

Managing  Director 
Retail  Financial  Services  Group 
Bank  Administration  Institute 
Rolling  Meadows,  Illinois 


Lo(A  \dio  isccMiiii^  out  with  a  major  new 
ciedit  sofhivare  announcement  in  April! 


As  a  major  servicer  of  banks  that  range  in  size  from  $15  million  to 
$10  billion,  SecureData  Corporation  is  ready  to  share  the  benefits  of 
16  years  of  innovative  software  development.  SecureData  is  prepared 
to  change  the  world  of  credit  processing  by  marketing  nationwide  its 
most  successful,  time  tested  software  innovations. 

Watch  for  a  major  credit  collection  system  announcement  in  April. 

Visit  us  for  a  live  demonstration  at; 

ABA  National  Oparatlona  &  Automation  Conforanco,  Now  Orloans,  LA 
May  11-14, 1986 

Bank  Card  Conforanco  •  Eaatarn  Roglon,  Nashvlllo,  TN  May  18-21, 1986 

Changing  the  world  of  credit  processing  through  better  software. 

SecureData  Corporation 

National  Software  Sales  Offices  •  1701  Lake  Ave.  •  Glenview.  IL  60025  •  312/657-7120 
Corporate  Headquarters  •  One  Northfield  Plaza  •  P.O.  Box  430  •  Troy,  Ml  48099  •  313/879-8700 


For  more  information,  circle  No.  7  on  Reader  Service  Card 
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management  has  attempted  to 
assign  priorities  to  ATM  sharing, 
regional  and  national  networks, 
and  point-of-sale.  Still,  unresolved 
questions  remain: 

■  Will  consumers  use  it? 

■  Is  video  banking  a  stand-alone 
product  or  is  it  one  of  many 
offerings  that  is  part  of  an 
informational  service? 

■  Are  graphics  necessary? 

■  What  are  the  costs  and  benefits 
of  video  banking?  Should  you  build 
your  own  system,  license  a  known 
product  or  wait  until  your  EFT 
network  offers  video  banking? 

■  How  do  you  price  it? 

In  the  United  States,  industry 
observers  estimate  there  are  65,000 
users  of  some  form  of  video 
banking.  And  those  banks  that  were 
among  the  first  to  enter  the 
market — Bank  of  America  in 
California  and  Chemical  Bank  in 
New  York —  have  the  lion’s  share 
of  active  users,  accounting  for 
approximately  45,000  users.  Other 
major  providers  of  video  banking 
systems  include  Manufacturers 
Hanover  Trust  Co.,  Chase 
Manhatten  Bank  and  Citibank. 

However,  video  banking  is  not 
just  for  large  banks.  Smaller 
financial  institutions  have  also  had 
considerable  success  in  promoting 
consumer  usage  of  the  system. 
Madison  National  Bank  in 
Washington,  D.C.,  for  example, 
was  able  to  triple  its  user  base 
during  1985  and  now  boasts  over 
1 ,700  users. 

Video  banking  continues  to 
attract  new  players.  MAC,  an  EFT 
network  owned  and  operated  by 
Philadelphia  National  Bank, 
recently  purchased  licensing  rights 
for  Manufacturers  Hanover  Trust 
Co.’s  PC-based  video  banking 
product,  “Excel.” 

But  the  most  widely  known 
video  banking  product  in  the 
United  States  is  still  “Pronto.” 

This  product,  developed  by 
Chemical  Bank,  is  now 


Color  your  AIM  Fujitsu 


Through-the-wall, 
off  premise  and 
in  the  lobby 


Our  two  new  color  graphic  ATMs  give  you  complete 
freedom  of  choice  in  your  ATM  placement  strategy. 
The  ACT  6000  is  a  new  through-the-wall,  walk-up 
ATM.  The  ACT  4000,  an  off  premise  or  in  lobby 
ATM,  can  be  configured  as  either  a  cash  dispenser 
or  a  full-function  unit.  And  you  can  choose  front 

or  rear  servicing. 
Both  bring  a  dimension  of  color  to  the  art  of  ATM 
banking.  Color  that  brings  warmth,  clarity,  and 
friendliness  to  your  ATMs. 
These  new  ATMs  continue  Fujitsu’s  incredible 
record  of  reliability... over  20,000  transactions 
between  service  calls  for  more  than  23,000 
Fujitsu  ATMs  installed  worldwide.  Profitable 
automated  banking  is  based  upon  reliability. 
It's  the  one  word  that  says  it  all.  And  now 
you  can  say  it  in  color. 
For  further  information,  call  Maura  Smith  collect  or 
write  Fujitsu  Systems  of  America,  10995  Torreyana 
Rd.,  San  Diego,  CA  92121,  (619)  453-5303. 

FUJITSU  SYSTEMS  OF  AMERICA.  INC. 


FUJITSU 


**1  SELECT  YOUR 
j.  TRAh^ACTION 
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Self  Service  Monitor^" 
sheds  light  on  every  ATM 
in  your  network! 

Self  Service  Monitor  tells  you  -  in 
unmistakeable  terms  -  the  status  of 
every  ATM  in  your  network  every 
minute  of  the  day. 

Color-coded  indicators  give  you 
precise  information... 

No  more  false  alarm  service  calls! 
Management  reporting  lets  you 
pull  averages,  plan  for  high  and  low 
useperiotk... 

Simple  to  learn . . .  easily  accom¬ 
modates  additional  ATMs  brought 
on-line... 


Quick  payback.  Let  Gasper  show  you 
just  how  quick  with  a  free  projection 
based  on  your  institution. 


Gasper 

Corporation 


28  E.  Rahn  Rd.  Suitf.'  1 14 
Da>ton,  OH  45429/(513)  434-3300 


Circle  No.  9,  Reader  Service  Card 
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“Covidea,”  ajoint  venture  of 
Chemical  Bank,  Bank  of  America, 
Time,  Inc.  and  AT&T.  Despite 
these  accomplishments,  however, 
a  majority  of  financial  institutions 
are  still  ambivalent  about  the 
potential  role  of  video  banking. 

‘  ‘  You  can  really  have  no  notion 
how  delightful  it  will  be 
When  they  take  us  up  and  throw  us, 
with  the  lobsters,  out  to  sea!” 

But  the  snail  replied,  “Too  far,  too 
far!”  and  gave  a  look  askance- 
Said  he  thanked  the  whiting  kindly, 
but  he  would  not  join  the  dance. 
Would  not,  could  not,  would  not, 
could  not,  would  not  Join  the 
dance. 

Would  not,  could  not,  would  not, 
could  not,  could  not  Join  the 
dance. 

Usage  of  video  banking  is  still 
below  earlier  predictions.  In  large 
part,  this  is  due  to  sluggish  personal 
computer  sales.  The  personal 
computer,  rather  than  a  specific 
videotex  terminal,  is  now  the 
preferred  terminal  for  videotex 
services  in  the  United  States.  Sales 
of  personal  computers  increased 
twentyfold  between  1980-84.  In 
1985,  however,  the  market  actually 
experienced  a  4%  drop  in  sales,  and 
the  outlook  for  the  rest  of  the 
decade  indicates  stable  sales  at 
best. 

In  1985  we  also  saw  several 
banks  drop  their  video  banking 
product.  Crocker  National  Bank 
ended  their  test  of  Pronto  due  to 
other  EFT  commitments.  First 
Interstate  Bank  of  California  closed 
a  five-year  video  banking  pilot,  and 
Dadeland  Bank  of  Miami 
discontinued  their  video  banking 
service. 

Despite  the  limited  success  of 
video  banking  in  the  United  States, 
this  is  not  indicative  of  how  well 
the  service  is  being  accepted 
worldwide,  particularly  in  Europe. 

“What  matters  it  how  far  we  go?” 
his  scaly  friend  replied. 


There  is  another  shore,  you  know, 
upon  the  other  side. 

The  further  off  from  England  the 
nearer  is  to  France- 
Then  turn  not  pale,  beloved  snail, 
but  come  and  Join  the  dance. 

Will  you,  won’t  you,  will  you,  won’t 
you,  will  you  Join  the  dance? 

Will  you,  won’t  you,  will  you,  won’t 
you,  won’t  you  Join  the  dance? 

Two  countries  who  have  been 
pioneers  in  the  development  of 
videotex  and  video  banking  are 
Great  Britain  and  France. 
Homelink,  the  videotex  service 
launched  by  Great  Britain’s 
Nottingham  Building  Society  at  the 
end  of  1983,  has  been  pleased  with 
consumer  response  to  their  system. 
As  reported  by  the  Retail  Banker 
International,  the  service  provides 
such  traditional  video  banking 
transactions  as  bill  payment, 
transfers  and  statement  activity.  In 
addition,  lotteries,  home  shopping, 
brokerage  services  and  the  Prestel 
informational  pages  are  also 
available  through  the  system. 
Nottingham  has  had  success  in 
selling  their  service  overseas  and 
has  attracted  a  number  of 
subscribers  from  as  far  away  as 
Hong  Kong. 

Elsewhere  in  Great 
Britain,  Abbey  National  Building 
Society  views  the  corporate 
customer  as  the  key  to  success.  By 
developing  a  large  base  of 
corporate  users  and  gaining 
acceptance  of  the  system  by  the 
workers  who  utilize  video  banking. 
Abbey  National  believes  this  will 
transfer  acceptance  of  personal 
use. 

And  let  us  not  forget  the  French. 
While  we  are  constantly  reminded 
that  their  videotex  system  is 
supported  by  the  French 
Telecommunications  Authority,  we 
cannot  dismiss  their 
accomplishments.  Latest  estimates 
released  by  Intelmatique  indicate 
they  will  have  installed  1.6  million 
Minitel  terminals  by  year-end 
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Wve  ^>eiit  45  Years 
Developiiig  Our  Good  Name 
to  Stana  Behind  Yours. 


Travelers  Express  has  been  in  the 
mainstream  of  financial  processing 
services  for  many  years.  In  fact,  we’re 
the  largest  volume  money  order  provider 
in  the  commercial  marketplace... and 
that  didn't  happen  overnight. 

Teamwork  and  state-of-the  art 
equipment  put  us  at  the  head  of  the  class 


for  reliable  and  efficient  processing  of 
money  orders  and  officii  checks. 

Official  Check  and  Money  Order 
services  from  Travelers  Express  relieve 
your  institution  of  paper  inventory  and 
storage  costs,  back  office  reconciliation, 
stop  payments,  photocopies  and  tracing. 
Our  services  also  offer  you  an  oppor¬ 
tunity  to  earn  income  for  your  financial 


institution  through  increased  balances. 

Best  of  all,  we  stand  behind  your 
institution  as  well  as  our  products.  We’re 
not  a  bank  and  don’t  compete  for  your 
customers’  attention. 

For  more  information,  contact 
Terry  Franzen,  Marketing  Manager, 
1-800-328-5678. 


For  more  information,  circio  No.  10  on  Roader  Sorvico  Card 
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1985.  Even  though  a  vast  majority 
of  the  terminals  have  been  given 
away  free,  there  is  an  increasing 
number  of  terminals  that  are  being 
sold  (for  US$250)  or  are  available 
for  rent.  Revenues  on  the  rental 
terminals  already  exceed  $1.5 
million  per  month.  Other 


Intlematique  statistics  include: 

■  Sixty  percent  of  the  terminals 
are  in  consumers’  homes,  40%  are 
in  commercial  locations. 

■  A  majority  of  the  revenues 
generated  is  via  the  “Kiosk” 
service,  available  to  every  Minitel 
in  France.  The  “Kiosk” 
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Do  you  know  how  much  it  costs  you  every  time  your 
collectors  call  a  delinquent  account  and  get  no  answer?  The 
real  costs  of  contacting  delinquent  accounts  is  in  labor.  Salaries, 
benefits  and  training  all  contribute  to  the  cost  of  each  call. 
And  when  no  one  answers  on  the  other  end,  your  costs  go 
even  higher. 

The  TBS  solution  is  to  automate  the  manual  processes  of 
the  collection  call.  Only  when  a  line  is  answered  is  the  call 
transferred  to  one  of  your  collectors.  Busies  and  no  answers 
are  called  back  later  automatically. 


With  TBS  your  collectors  spend  more  time  collecting 
rather  than  dialing.  It’s  almost  as  if  your  delinquent  accounts 
were  calling  in  to  your  collectors.  The  resulting  increase  in 

collections  and  reduction  in 
expenses  will  pay  for  the  TBS 
system  in  a  matter  of  months. 

Call  TBS  today. 


The  Answer  People. 


Mi...  ring  . .  RING. . .  RING. .  RING. . .  RING.  .  internatkdnal 

TBS  INTERNATIONAL,  INC.  1700  Gateway  Boulevard  Richardsort.  Texas  75080  (214)690-9436 


For  more  information,  circle  No.  1 1  on  Reader  Service  Card 
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service — providing  hundreds  of 
information  choices — requires  no 
password  or  subscription.  Users 
simply  pay  for  time  on  the  phone. 

■  More  than  150  banks  serve  as 
information  providers,  for  200,000 
online  users.  Use  of  video  banking 
constitutes  approximately  10%  of 
the  time  spent  on  the  network. 
Credit  Commercial  De  France 
claims  75,000  individual  and  5,200 
corporate  subscribers. 

■  Spain’s  Banco  de  Santander, 
the  country’s  leading  bank, 
recently  purchased  5,000  Minitel 
terminals  for  a  video  banking 
service. 

■  The  French  are  estimating 
they  will  have  8  million  Minitel 
terminals  installed  by  1990. 

While  it  would  be  infeasible  to 
suggest  that  we  wholeheartedly 
embrace  the  British  and  French 
approach  to  videotex,  aspects  of 
their  strategy  are  worth 
considering. 

1)  Terminals  specifically 
designed  for  providing  videotex 
services  were  made  available  to  the 
general  public  free  or  at  minimal 
charge.  By  comparison,  most 
U.S.  videotex  services  rely  on  the 
consumer’s  purchase  of  a  micro 
computer.  Low-cost  videotex 
terminals  might  not  be  available 
until  later  this  year. 

2)  Attracting  the  corporate 
customer  rather  than  the  consumer 
as  initial  users  of  the  system  has 
worked  well  for  Abbey  National. 
This  strategy  is  now  being  pursued 
by  several  U.S.  financial 
institutions. 

3)  Video  banking  is  not  viewed 
as  a  stand-alone  product,  but  rather 
as  a  part  of  a  broader  informational 
service. 

Should  your  bank,  could  your 
bank,  would  your  bank  offer  video 
banking?  Will  you  join  the  dance? 
There  are  no  definitive  answers. 

But  financial  institutions  should 
realize  that  video  banking  will  not 
take  hold  unless  it  is  part  of  a  broad 
information  service,  and  access  is 
not  a  restraining  factor.  ■ 


In  fact,  they  help  make  even 
the  biggest  check  and  dcx:ument 
recording  operations  small 
change.  Because  just  about 
nothing  else  beats  the  economy, 
reliability,  and  image  quality  of 
Canon  Rotary  Filmers. 

From  the  compact  RF  500  to 
the  650-check/min.  multiformat 
RF  800DDS  with  optional  14-digit 
coding,  each  one  gives  you  the 
advantages  of  superior  Canon 
optics  and  document  feed  systems. 
So  you  can  keep  a  sharp  image 
without  costly  overlaps  and  jams. 
And  when  you  want  the  security  of 
immediate  film  processing,  the 
RF  700P  duplex  microfilmer  and 


automatic  processor  can  deliver 
fully  developed  and  dated  film  in 
record  time. 

So  keep  recording  expenses 
in  check  without  gambling  on 
image  quality.  By  banking  on  the 
high-speed  reliability  of  Canon 
Rotary  Filmers.  It’s  quite  a  small 
investment  for  such  a  big  payoff. 
And  your  operations  will  be  bank¬ 
able  in  every  sense  of  the  word. 


For  more  information,  check 
the  Yeliow  Pages  for  your  nearest 
authorized  Canon  dealer.  Or  caii 
toii-free  1-800-453-9000,  and  ask 
for  Canon  Micrographics. 

- - - 1 

Canon  U.S.A.«  Inc.,  Micrographics  Division 
PO  Box  619865,  D/FW  Airport.  Texas  75261 

□  Please  send  me  more  information  on  Canon  s 
full  line  of  Rotary  Filmers 

□  Please  send  me  information  on  the  full  line  of  g 

Canon  micrographics  equipment  g 

□  Please  have  a  salesperson  contact  me  < 


Products  featured:  (clockwise  from  top)  RF  500. 
RF  700P.  and  RF  800DDS  with  SQF  300 


Canon’ 

MICROGRAPHICS 


ROTAFIY  FILMER 


Making  the  very  best  exit  of  a  smal  thing. 
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To  help  check  processing  professionals  keep  pace  with  the  expanding  marketplace  and  to 
assist  them  in  selecting  products  and  services  that  best  suit  their  needs,  Bank  Administra¬ 
tion  offers  its  fourth  annual  edition  of  The  1986  Check  Processing  Directory. 

The  Directory  contains  more  than  150  exclusive  listings  that  include  product  descriptions, 
addresses,  phone  numbers  and  contacts  from  over  90  companies.  Each  listing  is  accompanied 
by  a  reader  service  number  so  that  further  product/service  information  can  be  easily  obtained 
and  as  an  advertiser  bonus,  suppliers  of  check  processing  products  and  services  who  have 
related  advertisements  in  this  edition  are  listed  in  color. 

In  addition  to  the  Directory,  Bank  Administration  Institute  offers  an  annual  check  processing 
conference  to  help  you  keep  pace  with  technology,  price  competitively  and  remain  profitable.  For 
further  information  contact  William  Fisher,  Principal  Research  Manager,  31 2/228-6200. 

The  Institute  also  offers  several  publications  concerning  this  field,  six  of  which  are  described 
on  page  45  of  the  Directory.  For  further  information  on  the  Institute's  check  related  publications, 
write  to  Bank  Administration  Institute,  Attention  Bank  Publishing,  60  Gould  Center,  Rolling 
Meadows,  IL  60008  for  a  free  copy  of  its  publications  catalog. 


CHECK  HANOUNQ 
EQUIPMENT 


Allyn  Bank  Equipment  Co. 

2616  Peterson  Ave. 

Chicago,  IL  60659 
Contact:  Paul  Berns 
312/274-3731 

MICR  trays,  proof  transit  cases,  courier  cases, 
MICR  trucks,  check  sorter  racks  and  bulk  filing 
check  storage  and  vibrating  joggers. 

OrdeNo.  121 


Amano  America,  Inc. 

6  Madison  Rd. 

Fairfield,  NJ  07006 
Contact:  Mark  Homma 
201/277-8256 

Time  and  date  stamp  for  validating  checks. 
CirdeNo.  122 


American  Banking  Systems,  Inc. 

602  E.  Whaley 
Longview,  TX  75601 
Contact:  Leora  Williams 
214/753-8819 

Statement  Rendering  Concept  I,  an  integrated 
work  station  with  highspeed  document  counter,  for 
insertion  of  personal  and  commercial  statements. 
Handles  up  to  1 00  items  per  account. 

OrdeNo.  123 


Autosig  Systems,  Inc. 

P.O.  Box  165050 
Irving,  TX  75016 
Contact:  Robert  Hardman 
214/258-8033 

Auto  Sig  II  electronic  signature  verification,  includ¬ 
ing  the  batch  work  station  for  back  office  and  bulk 
file  applications. 

The  Batch  Signature  Verification  Work  Station 
providing  electronic  signature  verification  for  back 
office  and  bulk  filing  applications.  Can  verify  from 
750  to  1 ,000  signatures  per  hour. 

Microsig  electronic  signature  verification  for  the 
IBM-PC. 

CirdeNo.  124 


BankMark,  Inc. 

108  N.  Hickory  Ave. 

Arlington  Heights,  IL  60004 
Contact:  Allen  Mossier 
312/394-1122  or 
800/332-1231 

Versa-file  for  bulk  storage  of  checks  holds  nearly 
1.100”  of  checks  in  a  unit  54'  H  X  6(7  W  X  24’  0. 
Can  be  mobile  or  stationary;  shelves  level  or 
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Auroae  COM  em  rom  BANK 


WHAT  YOim NlBfBf  FOR  YEARS... 


If  the  Auto  Sig  II  Batch  Signature 
Verification  Work  Station  had  been 
available  years  ago,  it  would  be  a 
standard  in  your  bank  today. 

In  fact,  you  probably  would  have 
installed  such  a  system  when  you 
bought  your  first  reader/sorter. 

Volume  signature  verifica 
tion  is  now  available.  With 
the  new  Auto  Sig  II  Batch 
Work  Station,  an  opera 
tor  can  easily  verify 
1,000  checks  per  hour. 

And  beyond  signature 
verification,  options 
such  as  a  MICR 
encoder  and  endorser 
are  also  available  to 
make  the  Batch 
Work  Station  an 
efficient  tool  in  your 
operations  area. 

So  you  can  truly 
lower  your  outsort 
limit  to  a  level  that 
will  raise  the  standards 
of  your  institutiou. 


Think  about  it.  Signature 
verification  has  always  been  the 
missing  link  in  your  check  processing 
system.  It  no  longer  has  to  be. 

The  Batch  Work  Station  is  only 
one  part  of  the  Auto  Sig  II  System. 
The  Auto  Sig  II  System  offers  you 
flexibility  in  a  signature  verification 
system.  It  can  operate  as  a  stand 
gdone  computer  system  £is 
well  as  communicate  with 
existing  terminals  in 
your  bank. 

See  why  major 
financial  institutions 
worldwide  are  adopting 
the  new  standard. 

When  the  proof  is  “ 
in  the  name,  look  to 
Autosig.  Call  or  write 


\iit()sii;  vS\  stems  liK  I  siO  North  Ik  ll  l  ine  Koatl  1^0  Box  l(>5()St)  Irving, 'lexas  "St)  16  2  1  i  2S,S  SO.s.s 

For  more  information,  circle  No.  13  on  Reader  Service  Card 
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^ap-around  design 
puts  everything  within 
operator’s  reach. 


Document  correction 
station  allows  for 
operator  viewing 
and  correlations. 


Unique  high-speed  path  for 
pre-encoded  documents  in¬ 
creases  sorting  speed,  saves 


Put  your  checks  on  the 
fast  track  with  IBM. 


The  faster  you  process  checks,  the  more  funds 
\ou  have  available.  And  with  the  IBM  3694  Check 
Processing  System,  you  now  have  a  faster  way  to 
process  checks  in-house. 

Faster,  because  with  its  full-function  track,  the 
3694  eliminates  several  intermediate  manual 
operations.  It  can  prove/encode,  capture  data, 
number  items,  microfilm,  sort  and  create  master 
andpocket  lists. 

Faster,  because  the  3694  can  process  pre¬ 
encoded  six-inch  documents  at  the  rate  of  400  per 
minute.  With  this  alternate  fast  track,  the 
3694  dramatically  increases  throughput 
during  incleanng  capture  and  fine 
sorting  applications. 

N.  Faster,  because  of  advanced 

sorting  techniques  and  because 
sort  patterns  are  changed  at 
the  keyboard  instead  of 
/  X  being  reprogrammed  at 

^  the  host  computer. 

^  /  £.  /  And  to  improve  your  audit 

w  /  ife/  Slid  return  item 

/  processing,  the  3694  automati- 

/  assigns  a  sequence  number 

/  which  is  printed  directly  on  the 

/  siiid  stored  in  the  data  base. 

The  depositor’s  account  number  is 
printed  on  the  check,  which  is 
M then  microfilmed  both  front  and  back. 
f The  3694  is  just  one  part  of  the  IBM 
^ family  of  finance  products.  Products 
backea  by  IBM  experience,  service  and 
support. 

r  lb  find  out  how  to  put  your  checks  on  the 


Automatic  docu¬ 
ment  feeder  sends 
checks  to  either  full* 
function  path  (blue 
arrows)  or  high¬ 
speed  sorter  path 
(red  arrows). 


Master-list  printer,  with 
64-character  set,  prints 
up  to  three  40-character 
lines  per  second. 


For  mero  information,  circio  No.  14  on  Roocior  Sorvico  Card 


slanted.  Checks  can  be  stored  in  plastic  trays  or 
BankMark  check  storage  cartons  for  destruction 
without  transferring.  For  traditional  check  filing, 
BankMark  offers  vinyl  and  Polycleer  check  file 
guides  to  fit  all  popular  systems.  Also  custom 
guides,  and  three-compartment  turtle  skin  case  of 
rugged  construction  for  check  transport. 

OrdeNo.  125 

Block  and  Co.,  Inc. 

1111  S.  Wheeling  Rd. 

Wheeling,  IL  60090 
Contact:  Barbara  Cole 
312/537-7200 

MICR  statement  retention  trays,  correction  seals 
and  encoding  eraser  fluid  and  translucent  check 
document  carriers. 

drdeNo.  139 

Brandt,  Inc. 

705  S.  12th  St. 

Watertown,  Wl  53094 
Contact:  Cherl  Cieslak 
414/261-1780 

The  Brandt  Model  872  counts  and  endorses 
checks  at  a  rate  of  1,500  DPM.  Unit  handles  docu¬ 
ments  as  small  as  2"  x  4"  and  as  large  as  4"  x  8.5". 
With  endorser  option,  a  special  “dry  ink  roll"  pro¬ 
duces  sharp,  consistent  images  for  endorsing  arxf 
cancelling  checks. 

The  Brandt  Model  866W  counts  checks  as  large 
cis  4"  X  8.5"  at  a  rate  of  1,500  DPM  and  weighs  24 
lbs. 

GrdeNo.  126 


Check  Savers,  Inc. 

P.O.  Box  31 804 
Dallas,  TX  75231 
Contact:  T.  C.  Hooker,  Jr. 

800/527-1215 

Twenty-five,  40  or  50  tray  capacity  bulk  file 
cabinets,  with  or  without  locking  dcKXS.  Proper  size 
corrugated  or  plastic  trays  available  for  cabinets. 

GrdeNo.  127 


Convoy,  Inc. 

P.O.  Box  8589 
Canton,  OH  44711 
Contact:  R.  R.  Miller 
216/453-8163 

Filing  equipment  for  check  retention.  Permanently 
rigid  Convoy  chemboard  check  files  for  retention  of 
active,  semi-active  and  inactive  checks.  Files  come 
in  two  sizes. 

GrdeNo.  128 

Delco  Associates,  Inc. 

55  Old  Field  Point  Rd. 

P.O.  Box  423 
Greenwich,  CT  06836 
Contact:  R.  D’Elia 
203/661-5101 

Rotary  Delcofiles,  manual  and  motorized  for  multi¬ 
ple  access  to  records.  Can  be  used  to  file  car¬ 
tridges  of  microfilm  and  microfiche,  for  credit  card 
and  checking  account  transactions  arvl  for  filing 
loan  application  folders  and  check  packets,  com¬ 
plete  with  work  stations,  if  required. 

GrdeNo.  129 


LeFebure 

(A  div.  of  KIdde,  Inc.) 

308-29thSLN.E. 

Cedar  Rapids,  lA  52406 
Contact:  Harold  Elchlepp 
319/366-2771 

Check  files  (manual,  insulated  and  noninsulated) 
and  mobile  storage  units.  Check  file  guides  made 
of  mylar,  rigid  vinyl  and  pressboard  in  various 
sizes,  styles  and  pocket  arrangements.  Also  check 
filing  forms,  trays  and  accessories. 

GrdeNo.  130 

Michael  Business  Machines  Corp. 

145  W.  45th  St 
New  York,  NY  10036 
Contact:  S.  Greenwald 
212/997-1700 

Pushbutton  Jogging  with  instant  alignment.  In¬ 
cludes  console  instrument  panel,  reset  counter 
with  microswitch,  twin-cycle  counting,  all-steel 
construction,  keylock  on  motor  and  shaft,  tractor- 
fed  loading,  automatic  check  refolding  and  remov¬ 
able  signature  slugs. 

GrdeNo.  131 

National  Bankers  Supply  Corp. 

7590  Chrysler 
Detroit,  Ml  48211 
Contact:  Ed  Zurawski 
800/632-NBSCor 

800/344-NBSC  or  313/871-1884  (In  Ml) 

Check  or  document  joggers  in  one,  two,  four,  eight 
and  12-bin  capacities.  Equipped  with  a  rheostat 
control  enabling  flexibility  in  ^justing  degree  of  vi¬ 
bration. 

Electromagnetic  vibrating  joggers  C2tn  be  oper¬ 
ated  continuously  without  overheating.  Models 


V^NGS 


TENS 


Si 

S' 

FOR  CHECK 

PROCESSING 

FILING 


Sorter  racks  and 
transports  accom¬ 
modate  multiple 
trays,  and  are 
available  in  a  wide 
variety  of  models 
and  capacities 


Signa  molded  trays 
are  built  for  durability 
and  versablity.  Are 
self-stacking,  and 
have  mulb-pocket 
sorbng  flexibility 
Available  in  a  range  of 
tones  for  color-coding 
categories.  Are  op- 
bonally  available  with 
keylocking  covers 


Signa  loggers  include  a 
variety  of  fixed  bin  models 
to  expedite  document 
handling 


m  Tambour  Lok'*"  cab-  Postmaster  Mobile  - 

inets  can  accommo-  Shelving  provides 

I  I  »  date  check  trays.  6x4  compact,  high-density 

card /microfiche  trays  storage  plus  mobility 

[  I  J  or  5x3  trays.  Roll-up  Enfire  storage  module 

door  provides  access  can  be  moved  from 

i  without  projecbng  into  processing  or  storage 

f  J  aisle  space  with  minimal  tray 

S  ^igna 

.  <^tcyfjech,inc, 

6490  PROMLER  N.W.  NORTH  CANTON,  OH  44720  (216)  499-1102 


For  more  information,  circio  No.  1 5  on  Reader  Service  Card 
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THE  m  AGCUMTE  SYSTEM 
THff  WONT  BOG  YOU  DOWN. 


Since  your  bank  handles  a  high  volume  of 
checks,  a  Brandt  document  encoder  can 
save  you  time  and  money.  Here’s  why: 

Simplicity  —  full-size  keyboard  with  easy- 
to-read  dot  matrix  display;  operates  just  like 
an  adding  machine  or  bkch  encoder  to 
save  cost  and  space  of  two  machines. 

Accuracy  —  exclusive  optical  homing 

feature  automatically  positions  each  check 
quickly  and  accurat^y;  reduces  reject  rate. 


Reliability  —  self-diagnostic  system  and 
modular  design  assure  quick  servicing  and 
minimum  downtime. 

To  find  out  how  your  bank  can  save  time, 
labor  and  money  every  time  you  encode  a 
check,  contact: 


BRANDT 


BRANDT.  INC.  P.O.  Box  200,  Watertown,  Wl  53094  (414)261-1780 

For  moro  information,  circio  No.  1 6  on  Roador  Sorvico  Card 


feature  hardwood  maple  racks  mounted  at  45-de¬ 
gree  angles.  Each  bin  measures  4”  high  by  4-3/8" 
wide  by  10"  long. 


GrdeNo.  132 


The  Novak  Co.,  Inc. 

55  Old  Field  Point  Rd. 

P.O.Box  423 
Greenwich,  CT  06836 
Contact:  R.  D’Elia 
203/661-5101 

Multllane  conveyors  and  single  lane  conveyors 
moving  office  paper  automatically  from  person  to 
person  without  wasted  energy  or  cost  of  lost  time  of 
workers. 

Flat  bed  conveyors  for  moving  bundles  of  checks 
to  operators  for  processing,  then  transporting  fin¬ 
ished  work  to  the  next  operation. 


sorter.  One  check  tray  for  each  sorter  pocket.  Al¬ 
lows  sorter  operator  to  unload  from  sorter  pocket 
directly  into  bulk  storage  trays.  Trays  can  then  be 
stored  In  SUI  space  saving  bulk  storage  units. 
Storage  units  require  only  6  sq.  ft.  of  floor  space  to 
store  224,000  items. 

Bulk  filing  storage  units  requiring  6  sq.  ft.  of  floor 
space  to  store  56  SUI  check  trays.  The  56  trays 
can  store  in  excess  of  224,000  ch^s. 

Unloading  stands  that  will  match  up  one  tray  for 
each  pocket  on  check  sorter,  eliminating  hand 
mis- sorts. 


OrdeNo.  136 


Gfde  No.  133 


Ramsey  Co.  of  Philadelphia 
106  S.  7th  St. 

Philadelphia,  PA  19106 
Contact:  Robert  Honer 
215/627-0879 

Provides  check  trays,  trucks,  carrying  cases  and 
joggers.  Also  bulk  filing  cabinets  in  40  and  50  tray 
capacities.  T ray  racks  for  major  sorters  stocked. 

GrdeNo.  134 


Signs  Stor-Tech,  Inc. 

6490  Promler  Ave.  N.W. 

North  Canton,  OH  44720 
Contact:  E.  W.  Howley 
216/499-1102 

Bulk  file  cabinets  and  shelving  systems,  molded 
plastic  check  trays,  statement  trays  and  card  trays. 
Check  files,  check  and  tctpe  trucks  and  input/output 
racks  for  proof/encoding  machines.  Sorter  racks, 
tape,  disk,  binder  storage  cabinets  (open  shelf  and 
with  doors).  Joggers  and  transit  shipping  cases. 

GrdeNo.  135 


United  Business  Equipment  Corp. 

97  Stone  St. 

Buffalo,  NY  14212 
Contact:  P.  Braunschweig 
716/893-2722 

The  Bulk/File  System  for  efficient  storage  of  pro¬ 
cessed  checks.  Consists  of  high  qualify  cabinetry 
with  locking  tambour-style  covers.  Cabinet  options 
include  signature  card  storage  shelves  and  a  full 
suspension  shelf  that  facilitates  transfer  of  checks 
from  processing  to  storage  stage. 

The  In-Filing  option  supporting  a  gradual  con¬ 
version  from  traditional  chock  filing  to  bulk  filing. 
Applying  this  option,  a  bank  may  continue  to  in-file 
checks  by  account  using  equipment  that  will  ulti¬ 
mately  be  used  for  bulk  filing. 

Bulk/Trays  to  facilitate  handling  of  checks  during 
processing.  Features  an  integral  label  holder  that 
accommodates  a  standard  Index  card,  a  choice  of 
either  a  plastic  slide  or  spring  metal  compressor 
plate  and  bult-in  handles.  Several  trays  may  be 
neatly  stacked  for  storage.  Five  year  breakage 
guarantee. 


GrdeNo.  137 


Systems  Unlimited,  Inc. 

2223  S.  Dixie  Ave. 

Suite  #2 

Dayton,  OH  45409 
Contact:  Elmer  Ogg 
513/294-2673 

Markets  and  designs  unloading  systems  that 
match  check  tray  pocket  for  pocket  with  reader/ 


White  Office  Systems,  Inc. 

50  Boright  Ave. 

Kenilworth,  NJ  07033 
Contact:  Cindy  Draper 
201/273-8888 

The  Aisle  Saver,  a  high  density  mobile  storage 
system  available  in  manual,  mechanical  assist  or 
electrical  designs. 

The  PowerFile  2000,  an  automated  rotating  file 
for  microfilm,  microfiche  and/or  check  filing.  Media 
can  be  mixed  in  the  same  machine.  One  touch  of 
level  selector  rotates  desired  material  to  a  conve- 


m 


G&B  products 

international 

corporation 


MAIN  OFFICE 
1024  Shary  Ct. 
Concord,  CA  94518 
(415)  825-6250 


Check  processing  ink  rollers  and  imprinting  dies 

Two  (2)  speciedized  products  which  must  be  excellent  qual¬ 
ity.  You  can  count  on  G&B’s  reputation  for  guaranteed 
fine  quality,  fast  service  and  substantial  cost  savings  from 
OEM  list  prices. 


YOU"  OFFICE  NAME 
PAY  ANY  BANK  PEG 
YOUA  BANK  NAME 


Ink  rollers  continuous  even  ink  flow  for  clean,  sharp 
impressions.  Long  life  and  uniform  clarity,  that's  G&B 
ink  rollers.  In  stock,  immediate  delivery. 


Imprinting/Endorsing  rubber  dies  G&B  manufactures 
endorsing/imprinting  dies  in  only  five  (5)  days.  You  simply 
can't  buy  a  finer  quality  imprinting  die  at  a  lower  price. 


PAID 


YOUR  OTFICE  t « 

ABA  »  cm  mn  ABA  « 


CHECK  I^ROCESSING  INK  ROLLERS  AND  IMPRINTING  DIES  FOR 


ips|  pther  e<i^jjicpt|rrpriuf^c|ui^ 


For  more  information,  circle  No.  17  on  Reader  Service  Card 
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nient  work  shelf  for  fast  access.  Multiple  safety 
features  included. 

GrdeNo.  138 


Burroughs  Corp. 

1150  University  Ave. 

Rochester,  NY  14607 
Contact:  J.  Mannara 
716/271-3400 

Continuous  form  check  signors  with  bursters/ 
decollators,  on-premise  check  imprinting  units  for 
names/addresses  and  MICR  account  codes  at 
bottom  of  check.  Also  amount  line  protectors,  dis- 
bursers  that  protect  and  sign  in  one  unit,  electronic 
amount  line  protector  with  calculator  and  C/F  sig¬ 
ners. 

GrdeNo.  144 


The  Cenex  Co.,  Inc. 

3705  S.  Jason 
Englewood,  CO  801 10 
Contact:  Bob  Tierney 
303/761-8680 

Electronic  check  writers,  check  signers  and  check 
disbursers  with  10  key  entry,  digital  display  and 
transaction  recording.  Continuous  form  check  writ¬ 
ers  interface  with  computers  for  amount  protection 
and  signature  control.  Model  100  Series,  an  elec¬ 
tronic  writer-signer  for  amount  protection  and  sig¬ 
nature  control  of  operator-generated  checks. 
Model  200,  a  low  cost  electronic  amount  protector 
with  accumulation.  Model  3000,  a  continuous  form 
protector-signer  for  computer  interface. 

Grde  No.  145 


G&B  Products  International  Corp. 

(Bank  Products  Div.) 

1024  Shary  a. 

Concord,  CA  94518 
Contact:  Ted  Swiech  or 
Gary  D.  Munyon 
415/825-6250 

Endorsing/imprinting  dies  and  ink  rollers  for  check 
imprinting  equipment. 

GrdeNo.  146 


Hall-Welter  Co.,  Me. 

46  ML  Hope  Ave. 

Rochester,  NY  14620 
Contact:  John  F.  Spencer 
716/546-8920 

SPEEDRITE  multi-currency  check  writer  and 
SPEEDRITE  U.S.  currency  check  writer.  Both  are 
manually  operated,  fluid  inking  and  lever  set. 

CHEXSIGNO,  a  manually  operated,  fluid  inking 
check  signer. 

GrdeNo.  147 


Martin  Yale  Industries,  Me. 

500  N.  Spaulding  Ave. 

Chicago,  IL  60624 
Contact:  Eari  Olsen 
312/826-4444 

Low-cost,  high-speed  CheefcSigner/Imprinter.  The 
Model  930A  lock  and  key  nonresettable  counter 
and  removable  signature  plates  ensure  against 
unauthorized  operation.  An  optional  tri-color  sig¬ 
nature  attachment,  guaranteed  for  a  minimum  of 
50,000  impressions,  makes  signatures  “tamper¬ 
proof  by  printing  th^  M  segmerrts  of  three  differ¬ 
ent  colors.  No  liquid  or  paste  ink  is  used.  The 
CheckSigner  loads  quickly  and  signs  checks,  let¬ 
ters,  continuous  form  printouts  and  other  starxiard 
forms  from  5'  to  16"  wide  and  3"  or  7*  depths. 


THIHKING  DULK  RUNG? 


THE  CHECK  HANDLING  SPECIALISTS  CAN  ANSWER  YOUR  QUESTIONS. 


DULK7Rle  REDUCES 
OPERATING  COSTS. 

If  you're  ready  fo  convert 
from  In-Filing  fo  o  central¬ 
ized  botch  filing  operation 
-  Qsk  for  BULK/File.  You'll 
save  time,  money  and  floor 
space  for  the  temporary 
storage  of  posted  checl^. 
Affrocfive,  compact  and 
modular  fo  fit  any  floor 
plan,  BULK/File  will  help 
you  reach  your  higher  pro¬ 
duction  and  cost-effective 
goals.  Clerks  con  reference 
checks  right  of  the  file.  A 
woisf-height  pullout  work- 
shelf  is  optional  for  more 
convenient  referencing. 

An  optional  full  suspension 
shelf  may  be  added  to 
store  signature  cords  for 
easy  sample  comparisons. 
Our  In-Filing  option 
smooths  the  conversion 
to  bulk  filing. 


Five  and  eleven  shelf  models 
with  doors. 


shelf  model  without  door. 

CUT  OVERHEAD. 
REDUCE 

CHECK  HANDLING. 

Available  in  three  models, 
BULK/File  also  provides 
security  with  locking  fombour 
doors.  All  ore  of  durable 
steel  construction,  and  ore 
Qvoiloblein  13  end 
panel  colors.  -  ■ 


PLASTIC  TRAYS 
FOR  CHECK  HANDLING. 

BULKVTroy  provides  o 
durable,  easy  handling 
home  for  posted  items.  You 
get  more  filing  inches  due 
to  Q  space  saving  pressure 
plate.  They're  stackable, 
resist  impact  crocking,  hove 
integral  label  holders  and 
Q  front  and  bock  lip  for 
easy  handling. 

BULKAroy  or  corrugated 
transfer  boxes  ore  available 
with  or  without  BULK/File 
cobinefs.  Ask  about  the 
complete  line  including 


transit  coses, 


rocks, 

and  related 
check  handling 
products. 


Coll  fodoy  or  send  for 
descriptive  literature. 


UNITED  BUSINESS 
EQUIPMENT  CORP. 
97  Stone  Street 
Duffolo,  N.Y.  14212 
716/893-2722 


t 


Seme  of  America 
banks  are  ^tdng 


The  best  time  to  get  help  is 
before  you  need  it. 

Which  is  why  more  and 
more  profitable  banks  today  are 
getting  Federal  assistance. 

Not  fi-om  Washington.  But 
rather  fiiom  Memphis.  The 
home  of  First  Express  Overnight 
Check  Clearing. 

It’s  a  question  of  profit.  And 
loss.  When  traditional  check  clear¬ 
ing  services  take  two  or  even  three 
d^  to  clear  your  checks,  you’re 
losing  valuable  investment  time. 

First  Express  combines  the 
rapid  check  clearing  capability  of 
First  Tennessee  Baric  with  the 
overnight  air  network  of  Federal 
Express!  Which  means  your  funds 
are  available  fester. 

Just  complete  a  few  simple 
forms.  We  do  the  sorting.  We  do 
the  listing.  We  provide  the  supplies. 

First  Express  accepts  arw 
volume  of  checks.  You  choose  tne 
cash  letter  services  you  need  horn 
a  range  including  mixed,  group. 


daytime,  high  dollar  group  sort, 
reject  and  weekend.  And  pay  only 
forthoseyouuse. 

Wnat’s  more,  since  Federal 
Express  flies  practicallv  ar^where 
overnight,  you  can  be  located 
practic^y  anywhere  and  still  use 
First  Express. 

And  therds  just  one  phone 
number  to  remernber  for  complete 
customer  service. 

For  more  information  or  to 
arrange  a  trial,  write  First  Express 
Sales,  First  Tennessee  Bank,  Box 
84,  Ivfomphis,Tennessee  38101.  Or 
caU  901-523-5565. 

Conservatively  speaking, 
we  figure  many  institutions  could 
increase  profits  over  $100,000  an¬ 
nually  with  First  Express. 

And  you  aren’t  going  to 
need  assistance  fiiom  anybody  to 
appreciate  that. 

HRSTEXPRESS 

Overnight  Check  Clearing 

A  division  of  First  limnnsee  Nanonal  Corporation  C 1986  First  Tennessee  Bank  Member  FDIC 
•Registered  service  mark  of  Federal  Express  Corporation  •Rrgisteicd  service  mark  of  Fust  lennessee  Bank  NA 


For  more  information,  circle  No.  1 9  on  Reader  Service  Card 
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with  stock  weights  up  to  125  lbs.,  last  check-auto¬ 
matic  shutoff  and  jogging  switch  for  positioning  first 
check. 

Circle  No.  148 


Maverick  Microsystems  internationai,  inc. 

91 7-1 34th  St.  S.W. 

Everett,  WA  98204 
Contact:  Diana  Leung 
206/743-6659 

The  ME-300  check  endorser  provides  infomnation 
needed  for  accurate  payment  processing.  Includes 
date,  consecutive  number  and  bank  identification. 
Cap^e  of  standalone  operation  or  used  with  any 
of  the  MICR  1  encoders  to  automate  endorsement 
processes. 

Ci'do  No.  149 

The  Standard  Register  Co. 

P.O.  80x1167 
Dayton,  OH  45401 
Contact:  J.  R.  Mitchell 
513/443-1000 

Imprinters  for  repetitive  document  imprinting  such 
as  check  signing.  Can  be  used  in  tandem  with 
fornis  bursters. 

Circle  No.  150 


Swingline,  Inc. 

32-00  Skillman  Ave. 

Long  Island  City,NY11101 
Contact:  John  Sheridan 
718/729-9600 

6380  Check  Signer.  Standalone  tabletop  check 
signer  that  signs  or  imprints  messages  on  continu¬ 
ous  computer  generated  checks.  Can  sign  3"  or  T 
checks  by  removal  or  adjustment  of  the  signature 
plates.  Will  sign  up  to  250  CPM.  Contains  remov¬ 
able  signature  plates,  locking  shafts,  tamperproof 
screws  and  continuous  lockable  counter. 

Circle  No.  151 


Uarco,  Inc. 

W.  County  Line  Rd. 

Barrington,  IL  60010 
Contact:  E.  H.  SamoskI 
312/381-7000 

Imprinters  for  signing  continuous  checks,  and 
bursters  for  check  separation. 

GrcleNo.  152 


Allyn  Bank  Equipment  Co. 

2616  Peterson  Ave. 

Chicago,  IL  60659 
Contact:  Paul  Bems 
312/274-3731 

Mylar  and  vinyl  check  guides.  Custom  sizes  avail¬ 
able  to  fit  all  storage  systems. 

GrcleNo.  156 


BankMark,  Inc. 

1 08  N.  Hickory  Ave. 

Arlington  Heights,  IL  60004 
Contact:  Allen  Mossier 
312/394-1 122  or 
800/332-1231 

Two  piece  corrugated  board  check  storage  cartons 
measuring  22"  x  9"  x  4"  that  can  hold  200  lbs.  of 
materials.  Excellent  for  temporary  or  permanent 
storage.  Checks  can  be  destroyed  without  remov¬ 
ing  them  from  ctirtons. 

Check  file  guides  in  both  vinyl  and  Polydeer 
Custom  guides,  plus  50  standard  models  to  fit 


equipment  from  all  major  check  file  manufacturers. 
GrcleNo.  157 


Bee  Chemical  Co. 

500  State  SL 

Chicago  Heights,  IL  60411 
Contact:  Chuck  Days 
312/758-0500 

Encodall  ZR  MICR  ribbons  for  proof  encoding,  re¬ 
mittance  processing,  reject  repair  and  check/ 
forms/document  MICR  printing.  MICR  ribbons  for 
most  types  of  MICR  encoding  devices.  Meets 
specifications  of  equipment  manufacturers  and 
meets  or  exceeds  ABA,  ANSI  and  international 
MICR  standards.  Nationwide  distribution  system. 

GrcleNo.  158 


Billcon  International,  Inc. 

3045  Kashiwa  SL 
Torrance,  CA  90505 
Contact:  Eric  Ratley 
213/530-6540 

Check  counting  and  endorsing  machines  (models 
H-180E,  H-230E,  H-230KE,  H-230PKE  and  com¬ 
pany's  new  machine,  R-200E)  that  can  count, 
stack  and  endorse  checks  and  stocks. 

GrcleNo.  164 

Eastern  Specialties  Co.  (ESCO) 

287  Northfield  Rd. 

Northfield,  IL  60093 
Contact:  John  Vogt 
312/446-8780 

Fan-folded  and  roll  paper  items,  fabric  and  MICR 
ribbons,  endorser  ink  rolls,  MICR  erase  arxl  error 
correction  labels,  batch  headers  and  separators  for 
NCR,  Burroughs  and  IBM  proof  encoding  equip¬ 
ment.  Also  thermal  fan-folded  paper  and  thermal 
rolls  tor  new  NCR  proof  models  7770  and  7720. 

GrcleNo.  159 


National  Bankers  Supply  Corp. 

7590  Chrysler 
Detroit,  Ml  48211 
Contact:  Ed  Zurawski 
800/632-NBSCor 

800/344-NBSC  or  31 3/871 -1884  (in  Ml) 

Check  storage  boxes  featuring  easy-fold  lids, 
triple-end  panels,  double  side  walls,  double  locking 
bottoms,  die-cut  hand  holes  and  printed  contents/ 
destruction  panels.  Assembly  instructions  printed 
on  each  carton  coinciding  with  consecutively  num¬ 
bered  panels.  Tape  or  staples  are  not  needed  for 
assembly.  Stacks  to  15'  ceiling. 

Self-sealing,  pressure-sensitive  resealable 
adhesive  batch  bands  on  strong  #70  brown  kraft. 
Bands  keep  batches  “brick  tight”  without  tearir^ 
through  documents.  Three  standard  sizes  avail¬ 
able:  1  -3/4"  wide  X 1 0",  1 5"  or  25". 

GrcleNo.  160 


Porelon,  Inc. 

1480  Gould  Dr. 

Cookeville,  TN 

Contact:  David  Fronnfelker 

615/432-4134 

NCR  proof  encoder  impact  endorser  ink  rollers, 
pocket  lister  ink  rollers  and  cartridge  ribbons. 

GrcleNo.  161 


Preferred  Computer  Trading  Corp. 

70-20 108th  SL 

Suite  10S 

P.O.  Box  877 

Forest  Hills,  NY  11375 

Contact:  Robert  D.  Freund 

718/261-6300 

Supplier  of  printer  ribbons  for  computer  printer, 
proof,  encoder,  teller,  ATMs,  persortal  computer, 
word  processor,  terminal,  typewriter,  calculator, 
etc.  Ribbons  are  nylon,  mylar,  single  strike,  multi 
strike  and  MICR.  OCR  ink  available  on  nylm  rib¬ 
bons  at  no  additional  charge.  Complete  line  of 
spool,  cartridge  and  wide  printer  ribbons.  Featured 
products  include:  Compatible  inked  roller  for  Bur¬ 


roughs  Series  “S”  encoder  with  programmable  en¬ 
dorser,  endorsing  inked  roller  for  IBM  3610,  3611 
and  3612  and  printer  ribbon  cartridge  for 
DataSA/^B  5808.  Supplier  of  paper  for  ATM,  en¬ 
coder,  proof  and  teller  —  roll  and  fanfold  —  single 
and  multi-ply.  Company  also  offers  Memorex  flexi¬ 
ble  diskettes  and  computer  tape,  CDC  disk  packs 
and  other  magnetic  m^ia. 

GrcleNo.  162 


The  Standard  Register  Co. 

P.O.  Box  1167 
Dayton,  OH  45401 
Contact:  J.  R.  Mitchell 
513/443-1000 

High-speed  forms  bursters  and  separators  for  han¬ 
dling  continuous  form  multiple  copy  documents. 

THERMABOND  document  heat  sealing  system 
that  signs,  folds,  seals  and  bursts  check  forms  in 
one  operation  to  provide  mailable  sealed  docu¬ 
ments. 


GrcleNo.  163 


CHECKS  AND 
MICR  FORMS 


Burroughs  Corp. 

1150  University  Ave. 

Rochester,  NY  14607 
Contact:  J.  Mannara 
716/271-3400 

Checks  with  or  without  MICR  printing. 

GrcleNo.  168 


Curtis  1000,  Inc. 

1000  Curtis  Dr. 

Smyrna,  GA  30080 
Contact:  Bob  Brown 
404/436-6155 

Custom  snap-apart  and  continuous  checks  and 
MICR  forms. 

GrcleNo.  169 


Deluxe  Check  Printers,  hic. 

P.O.  Box  64399 
SL  Paul,  MN  55146 
Contact:  Wayne  Hansen 
612/483-7111 

MICR-encoded  personal  and  business  checks, 
computer  checks,  One-Write  check  systems,  stan¬ 
dard  and  custom  forms.  Effective  marketing  mate¬ 
rials  and  innovative  sales  training  programs  ac¬ 
company  quality  products  and  responsive  services. 
Sixty  production  facilities  strategically  located 
coast  to  coast. 

GrcleNo.  170 


Deluxe  Ona-Writa  Systems 

(A  div.  of  Deluxe  Ch^  Printers,  Inc.) 

1080  W.  County  Rd.F 
St  Paul,  MN  55112 
Contact:  Steve  Kahat 
612/483-7111 

Accounting,  management  and  rceipting  pegboard 
systems.  Accuracy  and  time  savings  realized 
through  these  single  entry  bookkeeping  systems. 
NCR  components  and  carbon  transfers  data  to  re¬ 
quired  records.  Traditional  Deluxe  MICR  quality 
and  three-day  tumarourxl  sttmdard. 

GrcleNo.  171 


Georgia-Pacific 
(La  Monte  Dhr.) 

17  Forester  Ave. 

Warwick,  NY  10990 
Contact:  William  Bachelor 
914/988-2011 
Safety  paper  for  checks. 

GrcleNo.  172 
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Why  Carol  looks  blank. 


Bank  application  blanks. 

Repetitive  paperwork  for  every  loan,  saving 
and  checking  service  offered. 

Customers  get  confused.  Personnel  lose 
interest.  And  the  cost  for  all  this 
paper  is  compounding. 

Real  problems  like  these  are  solved 
every  day  by  Standard  Register.  We 
custom  designed  a  forms  management 
system  for  a  major  eastern  bank,  to 


reduce  repetitive  paperwork. 

Now  one  application  form  does  the  work  of 
five,  saving  time,  money,  and  the  customer’s 
good  will.  And  employees  perform  more  effi¬ 
ciently  since  the  new  form  is  easier 
to  process. 

We  can  help  you,  too. 

Call  Standaid  Register  today  at 
513-443-1000.  Or  write  P.O.  Box 
1167,  Dayton,  Ohio  45401. 


iLStandard  Blaster 


Simplifying  papen^^ork  for  business. 


@  1986  The  Sondard  Register  Company  Dayton.  Ohio 
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John  H.  Harland  Co. 

2939  Miller  Rd. 

Decatur,  GA  30035 
Contact:  Sam  Harrison 
404/981-9460 

Personal  and  business  checks,  deposit  tickets, 
internal  bank  forms,  computer-generated  coupons 
and  checks  for  small  computers. 

OrcleNo.  173 


Kansas  Bank  Note  Co.,  Inc. 

P.O.  Box  360 
Fredonla,KS  66736 
Contact:  William  Falstad 
316/378-2146 

Noncontinuous  MICR-encoded  forms,  including 
checks,  money  orders,  teller  tickets,  installment 
loan  books  and  internal  processing  forms. 

OrcleNo.  174 


Kerrtucky  Lithographing  Co. 

1011  W.MainSL 
Louisville,  KY  40202 
Contact:  Dick  Kingsley 
502/587-1334 

Tamperproof  MICR  documents.  Products  include: 
Personal  desk  and  business  checks,  deposit  tic¬ 
kets,  coupon  books,  computer-generated  direct 
mail  letters  that  Include  live  MICR  encoded  checks 
and  cash  tickets,  batch  headers,  official  checks, 
etc.  Other  products  Include  envelopes,  monthly 
checking  statements  and  other  bank  related  forms. 

Circle  No.  175 


Rand  McNally  and  Co. 

(Financial  Systems  Div.) 

8255  N.  Central  Park  Ave. 

Skokie,  IL  60076 
Contact:  Judy  Hagan  or 
John  Goudy 
312/673-9100 

Computer-generated  laser  personalized  payment 
documents  and  specialty  checkbooks.  Specialized 
equipment  and  programs  allow  for  degrees  of  per¬ 
sonalization.  Provides  documents  that  meet  the 
quality  requirements  of  any  OCR.  MICR  or  bar 
code  processing  system.  Consultants  work  with 
customers  to  develop  specialty  checking  packages 
and  MICR  encoded  direct  mail  products. 
Checkbooks  for  credit  card  cash  advances,  money 
market  accounts,  lines  of  credit  and  chec^  credit 
accounts. 

arcleNo.  176 

Rocky  Mountain  Bank  Note 
P.O.  Box  17727 
Denver,  CO  80217 
Contact:  Larry  A.  Dietz 
303/233-8080 

MICR-encoded  forms  and  documents  Including 
personal  and  business  checks,  official  bank  checks 
and  money  orders,  bookkeeping  and  transaction 
processing  forms,  computer-printed  loan  coupon 
books  and  payment  systems.  High  security  docu¬ 
ments. 

Circle  No.  177 


Rudco  Check  Printers 
30  W.  Century  Rd. 

Paramus,  NJ  07652 
Contact:  John  A.  Vento 
201/261-2200 

MICR-encoded  checks  and  related  documents  for 
personal/business  applications  that  include  com¬ 
puter  checks,  pegboard  systems,  coupon  books, 
financial  forms,  plus  money  market,  home  equity 
and  other  small  quantity  check  ptackages. 

OrcleNo.  178 


Safeguard  Business  Systems,  Inc. 
455  Maryland  Dr. 

Fort  Washington,  PA  19034 
Contact:  John  Vehlewald 
215/641-5000 

One- Write  Accounting  Systems. 

OrcleNo.  179 


The  Standard  Register  Co. 

P.O.  Box  1167 
Dayton,  OH  45401 
Contact:  J.  L.  Mitchell 
513/443-1000 

Continuous  and  unit  set  checks  and  MICR  forms. 
Orcle  No.  182 


Uarco,  Inc. 

West  County  Line  Rd. 

Barrington,  IL  60010 
Contact:  J.  C.  Bllllmack 
312/381-7000 

Continuous,  unit  set  and  Data-Mailer  checks  with 
MICR  consecutive  numbering.  Special  Copy- 
Guard  background  protects  checks  from  counter¬ 
feiting  on  color  copiers. 

OrcleNo.  180 


United  States  Check  Book  Co. 

P.O.  Box  3644 
Omaha,  NE  68103 
Contact:  Edward  S.  Batchelder 
402/345-3162 

Printer  of  MICR  encoded  checks,  cash  tickets, 
debit  and  credit  slips,  batch  tickets  and  savings  de¬ 
posit  and  withdrawal  slips. 

OrcleNo.  181 


American  Banking  Systems,  Inc. 

602  E.  Whaley 
Longview,  TX  75601 
Contact:  Leora  Williams 
214/753-8819 

Offers  information  on  purchasing  and  selling  finan¬ 
cial  equipment. 

OrcleNo.  186 


Arthur  Andersen  &  Co. 

5600  Interfirst  PI. 

P.O.  Box  650026 
Dallas,  TX  75265 
Contact:  J.  Scott  Cook,  Jr. 

214/741-8300 

Evaluates,  selects,  designs  and  implements  check 
processing  systems.  Experienced  in  procedural  re¬ 
views  concerning  float  management,  controls  re¬ 
views,  receiving  and  collection  pattern  analysis, 
implementation  of  check  processing  systems,  float 
management  systems,  bulk  filing  and  retrieval 
systems. 

OrcleNo.  187 


Charles  Brooks  Assoc. 

723  S.  Sharon  AmKy  Rd. 

Charlotte,  NC  28211 
Contact:  Jerry  M.  Cox 
704/365HX)28 

Specializes  in  strengthening  operations  manage¬ 
ment,  increasing  productivity,  reducing  total 
operating  costs,  improving  process  and  quality 
control,  reducing  waste  and  rework,  raising 
machine  efficiency,  iowering  labor  turnover  and 
strengthening  morale.  Also  specialized  training 
programs  for  proof,  adjustments,  data  errtry  and 
ATMS. 

Orcle  No.  188 


Compu-Trol,  Inc. 

(Item  Technologies  Div.) 

11400  Rockville  Pike 
Suite  750 

Rockville,  MD  20852 
Contact:  Joe  M.  Loughry 
301/468-5536 

Specializes  in  applying  emerging  technoiogies  to 
assist  clients  in  improving  utilization,  productivity 
and  work  quality  within  their  item  and  remittance 
processing  operations.  Focuses  on  practical  and 
cost-effective  ways  to  heip  operations  teams  do  a 
better  job  and  motivate  personnel  to  increase 
productivity.  Custom  systems  can  be  designed  to 
complement  and  reinforce  other  improvement  pro¬ 
grams  such  as  skills  training,  environment  up¬ 
grades  and  incentive  pay  progreims. 

OrcleNo.  190 


Deloitte  Haskins  and  Sells 
44  Montgomery  St. 

San  Francisco,  CA  94104 
Contact:  Steven  A.  Savia 
415/393-4345 

Consulting  services  include:  Item  processing/ 
capacity  pianning,  remote  item  processing, 
so^are  and  hardware  selection  assistance,  bulk 
filing  systems,  forms  analysis,  flow  charting 
analysis,  disaster  recovery  sy^ems  design,  incen¬ 
tive  plans,  end-point  analysis  and  other  cash  man¬ 
agement  issues. 

OrcleNo.  312 


Ernst  &  Whinney 
2000  City  Cerrter  Sq. 

Kansas  City,  MO  64105 
Contact:  Dave  Shafer 
816/474-8050 

The  Cash  Management  Diagnostic  Review,  a 
proven  method  of  quickly  identifying  opportunity  for 
enhancements  in  the  internal  cash  management 
and  item  processing  systems  of  commercial  banks. 
Results  in  a  number  of  realistic  opportunities  for 
profitability  improvement.  Conducted  by  a  team  of 
experience  professionals  who  achieve  hands-on 
familiarity  with  all  relevant  asjsects  of  operations 
and  do  so  without  disrupting  normal  activities. 

OrcleNo.  191 

Infotrax  Control  Systems,  Inc. 

625  Digital  Dr. 

Suite  100 
Plano,  TX  75075 
Contact:  Dan  Neill 
214/964-7486 

Conducts  studies  of  actual  flow  and  control  of  items 
through  the  item  processing,  cash  vault,  securities 
vault  and  return  item  areas.  Recommendation,  in¬ 
stallation,  training  and  maintenance  of  hardware 
and  software  for  process  control  solutions. 

OrcleNo.  192 


J.  D.  Carreker  and  Assoc.,  Inc. 

5550  LBJ  Frwy. 

Sune700 
Dallas,  TX  75240 
Contact:  Ann  Cain 
214/458-1981 

Management  consulting  services  including 
strategic  planning,  depository  services  profitability 
analysis,  float  reduction  and  control,  p^ormance 
measurement  and  reporting,  operations  consolida¬ 
tion  and  design,  organizational  analysis,  cash 
management  sen/ices  planning,  clearing  house 
and  payments  systems  design.  Also,  peer  group 
analysis  services  for  operations  and  executive 
management. 

OrcleNo.  189 


Peat,  Marwick,  MKchell  &  Co. 

225  Peachtree  St  N.E. 

Suite  2100 
Atlanta,  GA  30043 
Contact:  Nick  Cato 
404/577-3240 

Identifies  opportunities  for  reducing  float  levels  and 
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**Eamin9s 
Improvement 
Prosramr 
The  name  says  it  alL 

You  can  judge  for  yourself  if  we’re  right  to  call  it  our  “Earnings  Improvement  Program” 
by  one  simple  fact;  it’s  already  saved  financial  institutions  like  yours  over  $100  million  during 
the  past  two  years. 

How?  The  professionals  of  Deloitte  Haskins  &  Sells  review  and  analyze  each  institution’s 
business  processes.  We  identify  potential  earnings.  We  help  improve  productivity  and 
profitability.  And  we  supply  original  micro-based  software  that  turns  new  methods  into 
workable  operations. 

Our  Earnings  Improvement  Program  is  designed  to  focus  on  three  areas: 

□  Float  and  Cash  Management— We  look  at  your  major  cash  cycles  to  help  accelerate 
fund  collection  and  reduce  non-earning  assets. 

□  Non-Interest  Income— We  examine  fees  and  collections  to  identify  profit  opportunities 
through  pricing,  collection  reporting,  and  controls. 

□  Customer  Service  Delivery— We  help  you  to  improve  the  delivery  and  productivity  of 
branch  products  and  services. 

And  once  we  complete  our  extensive  analysis,  we  deliver  a  practical  plan  for  implemen¬ 
tation:  just  what  you  need  to  know  to  realize  significant  earnings  improvement. 

Shouldn’t  you  look  into  our  Program?  Call  toll  free,  1-800-824-2265  or  fill  out  the  attached 
coupon.  If  you  prefer,  you  can  also  contact  your  local  DH&S  office. 

Some  of  the  next  $100  million  in  earnings  improvement  could  be  yours. 


r  Please  send  me  more  information  on  the  Earnings  Improvement  Program. 


Name 

Title  Company 

Address 


n 


City 


State 


Zip 


l_ 


Telephone 

Mail  to:  Mr.  Steven  A.  Savia 

National  Product  Manager 
Deloitte  Haskins  &  Sells 
44  Montgomery  St.. 

San  Francisco,  CA  94104-4602. 


Deloitte 

HasMns+Sells 


_l 


Cises  OeMte  Huiutw  &  Sails 


For  moro  information,  cirelo  No.  21  on  Roader  Sorvico  Card 
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other  nonearning  assets  on  a  bankwide  basis.  Im¬ 
plements  identified  cost  justified  opportunities. 

C/rc/e  No.  193 


Rand  McNally  and  Co. 

(Financial  Systems  Oiv.) 

8255  N.  Central  Park  Ave. 

Skokie,  IL  60076 
Contact:  Judy  Hagan  or 
John  Goudy 
312/673-9100 

Combines  solid  marketing  skills  with  high  quality 
production  systems  to  deliver  effective  direct  mar¬ 
keting  programs.  Sales  consultants  specialize  in  fi¬ 
nancial  services  marketing,  and  assist  customers 
in  developing  marketing  solutions.  Introduced  new 
products  such  as  CHECKLOAN,  a  marketing  tool 
that  increases  a  financial  institution's  bankcard 
outstandings  and  profits.  Specializes  in  MICR- 
encoded  direct  mail  products,  which  serve  to  oper¬ 
ate  within  both  operational  and  marketing  environ¬ 
ments. 

Orcle  No.  194 


COURIER 

SERVICES 


Data  Air  Courier,  Inc. 

5505  Milton  Prkwy 
Rosemont,  IL  60018 
Contact:  Gene  Aasen 
800/323-6808  or 
312/671-3656 

Transporter  of  cetncelled  checks  and  other  time 
critical  non-negotiable  items  via  commercial  air¬ 
lines  or  charter  aircraft. 

C/rc/e  No.  200 


The  United  States  Cargo  and  Courier  Service 

P.O.  80x1169 

Columbus,  OH  43216 

Contact:  Richard  Flanagan  or 

Ralph  Richter 

614/491-8608 

Ground  and  air  time  critical  transportation  systems 
for  city  interbranch  and  statewide/regional  opera¬ 
tions.  Provides  system  design  with  or  without 
transportation  services. 

Circle  No.  201 


DISASTER 

RECOVERY 

SYSTEMS 


Comdisco  Disaster  Recovery  Systems,  Inc. 

6400  Shafer  CL 

RosemonLIL60018 

Contact:  J.  Mannion 

312/698-3000 

Provides  practical  disaster  recovery  programs  for 
the  banking  community.  Dedicated  facilities,  lo¬ 
cated  throughout  the  U.S.,  are  equipped  with  in¬ 
stalled  and  fully  operational  IBM  CPUs,  peripherals 
and  MICR  R/S  equipment  for  check  processing  re¬ 
quirements.  Program  features  low-cost  subscrip¬ 
tion,  notification  and  usage  fees. 

Circle  No.  209 


Sungard  Services 
1285  Drummer  Ln. 

Wayne,  PA  19087 
Contact:  Tom  Ullman 
215/341-8722 

ExpressCheck,  providing  total  check  processing 
disaster  recovery  backup.  The  core  of  the  Ex¬ 
pressCheck  offering  consists  of  multiple  IBM 
3890-B6  document  processors.  This  feature  also 
provides  options  for  proof  encoding  and  check 
transportation  as  well  as  use  of  a  nationwide  check 
clearing  system. 

Circle  No.  206 


Transtector  Systems,  Inc. 

P.O.  80X1299 
Hayden  Lake,  ID  83854 
Contact:  Dan  8unger 
800/635-2537 

Transient  overvoltage  protection  equipment  em¬ 
ploying  a  patented,  solid-state  design  (silicon  ava¬ 
lanche).  Product  line  for  all  equipment  protection 
needs. 


Circle  No.  207 


VIPS,  Inc. 

54  Scott  Adam  Rd. 

Hum  Valley,  MD  21 030 
Contact:  Sherri  Nowicki 
301/667-8477 

The  Survival  Check  System,  a  utility  check  proces¬ 
sing  system,  allowing  banks  to  process  their 
checks  on  another  bank’s  check  processing 
equipment  under  emergency  conditions.  System  is 
portable,  allowing  movement  of  the  check  proces¬ 
sing  function  to  a  variety  of  operating  environments 
without  need  for  modification  or  recompilation. 
Processing  is  contrd'ed  via  a  file  containing  pa¬ 
rameters,  sort  patterns  and  edit  criteria.  Provides  a 
variety  of  output  options,  including  automated 
clearing  house  and  DOSCHECK/CPCS  compatible 
fomiats. 


Circle  No.  208 


MICROFILMING 
AND  IMAGE 
PROCESSING 
EQUIPMENT 


American  Ranking  Systems,  Inc. 

602  E.  Whaley 
Longview,  TX  75601 
Comact:  Laora  Williams 
214/753-8819 

Kodak  microfilmers  and  3M  reader/printers.  Local 
service  bureau  can  be  provided. 

Circle  No.  213 


SancTec,  Inc. 

4435  Spring  Valley 
Dallas,  TX  75244 
Contact:  Michael  Harden 
214/450-7700 

IMPAC  (Image  Processing  2md  /Vrchival  Control) 
System  captures  and  digitizes  images  of  docu¬ 
ments  for  storage  on  computer  disks.  These  data 
images  can  be  retrieved  from  disk  for  display  and 
manipulation  on  CRTs.  Hard  copies  of  images  can 
be  printed  on  a  laser  printer.  Typical  IMPAC  Sys¬ 
tem  consists  of  one  or  more  document  transports, 
each  equipped  with  image  capture  capability,  an 
MICR  encoder,  an  OCR  reader,  an  audit  trail 
printer,  a  microfilm  unit  arxl  up  to  36  output  stac¬ 


kers.  Also  included  in  configuration  are  two  or  more 
675-megabyte  disk  drives  for  storing  images;  four 
or  more  image  display/data  entry  terminais  for  re¬ 
trieving  images  from  disk  storage;  a  laser  printer  for 
printing  hard  copies  of  images  and  a  central  com¬ 
puter  for  controlling  entire  system.  Typical  appli¬ 
cations  include  wholesale  and  retail  lock  box, 
proof-of-deposit,  sales  draft  and  check  truncation. 

C/rc/e  No.  214 


Sell  and  Howell  Co.  MPD 
6800  McConnick  Rd. 

Chicago,  IL  60645 
Contact:  E.  Riley 
312/675-7600 

Microfilm:  Cameras,  film,  processors,  readers, 
reader/printers,  automated  retrieval. 

Image  processing  equipment  adding  security, 
productivity  and  efficiency  to  bank  operations. 
Classic  recorders  offer  features  and  specialized 
options  to  expedite  checks  and  documents.  Classic 
camera/processor  enables  filming  and  processing 
at  one  convenient  workstation.  The  5000, 5500  and 
5600  bond  paper  reader/printers  allow  fast  and 
precise  retrieval  and  distribution  of  filmed  docu¬ 
ment  images. 

C/rc/e  A/0.275 


Eastman  Kodak  Co. 

343  State  St. 

Rochester,  NY  14650 
Contact:  Rocco  YervasI 
716/724-3878 

A  series  of  microfilmers  and  reader/printers  avail¬ 
able  for  managing  check-image  information.  Mi¬ 
crofilmers  such  as  the  compact,  fast,  Recordak 
Reliant  450  Microfilmer  up  to  the  Kodak  Reliant 
Intelligent  Microfilmer  2000  with  custom- 
programmed  requirements.  Retrieval  of  check- 
image  information  can  be  accomplished  on  termi¬ 
nals  such  as  the  Kodak  IMT-50,  IMT-150,  IMT-200 
and  IMT-250  Microimage  Terminals.  The  new 
Kodak  IMT-350  Microimage  Terminal  with  plain- 
paper  printing  and  the  image-length  selection  fea¬ 
ture  can  produce  check  images  for  less  than  2 
cents  a  copy  on  pre-printed  letterhead  or  forms. 

The  Kod^  KAR  Information  Systems  can  speed 
up  check  adjustment  for  increased  efficiency  and 
productivity.  The  KAR-2200,  KAR-4400  and  KAR- 
8800  for  low,  medium  and  high  volume  input/ 
retrieval  requirements. 

Circle  No.  216 


Fuji  Photo  Film  USA,  Inc. 

(MIcrographIc  Div.) 

350  Fifth  Ave. 

New  York,  NY  101 18 
Contact:  Mike  Oris 
212/736-3335 

Check  microfilming  cameras  and  processors, 
reader/printers  and  microfilm  processors. 

Circle  No.  236 

VIPS,  Inc. 

54  Scott  Adam  Rd. 

Hunt  Valley,  MD  21030 
Contact:  Sherri  NowIckI 
301/667-8477 

The  Microfilm  Retrieval  System,  an  electronic 
back-office  system  servicing  customer  requests  on 
demand.  Reduces  check  handNng  to  a  one-time 
process.  Has  multi-bank,  multi-brtmch  capabiNty. 
Processing  is  controlled  via  Kodak  IMT-150  mi¬ 
cro-image  terminals  that  are  interfaced  with  the 
mainframe  computer  through  a  CRT  termined.  Ac¬ 
tual  retrieval  in  the  microfilm  library  takes  about  38 
seconds. 

Orc/e  A/0.277 
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RUIANNOUIKES 
A  REVOmnONARY 
IDEA  IK  COM  HIM. 


COMPEimON. 


Having  one  source  for  film  can  be  the  source  of  a  few  problems.  Like  the  time  you  were  down  to  two  rolls  but  you  couldn’t  get 
a  delivery  for  at  least  30  days.  Or  when  the  quality  didn’t  turn  out  to  be  what  you  expeaed,  but  you  had  no  where  else  to  turn. 
That  was  all  in  the  past. 

Now  Fuji  offers  the  alternative.  The  Fuji  CF  Series.  Fuji  CF-100  drops-in  for  use  in  NCR  and  Bell  and  Howell  recorder- 
processors.  Fuji  CF-200  drops  in  for  use  in  the  DatagraphD^  AutoCOM™ 
recorder-processor. 

And  like  Fuji  COM  SE,  the  industry  standard,  Fuji  CF-100  and  CF-200  have 
extremely  wide  latitude,  high  contrast  and  high  resolution. 

What’s  nrjore,  if  you’re  already  using  Fuji  film,  you  can  now  order  all  your  film 
and  chemistry  from  the  same  place. 

Now  the  choice  of  COM  film  is  yours.  And  we  think  it’s  a  simple  one.  Fuji. 

For  more  information  call  1-800-328-0016,  Operator  124.  In  Minnesota  call 
1-800-642-6303.  Or  mail  us  the  coupon. 

WITH  SALES  OmCES  AND  DiSTIUBtTION  CENTERS  IN  LOS  ANGELES.  ATLANTA.  DALLAS.  CHICAGO  AND  NEW  JERSEY! 

Fuji  Photo  Him  USA,  Inc. 

Mictographic  Division 

350  Fifth  Avenue.  NY.  10118 _ 

WE  THINK  BKj  when  IT  COMES  TO  THINKING  SMALL 

For  moro  information,  circio  No.  22  on  Roador  Sorvico  Cord 


I  Fuji  Photo  Film  USA.,  Inc./Micrographic  Division/  i 
PO.  Box  3064/Cedar  Rapids,  Iowa  52406 
I  Dear  Fuji:  • 

I  I  like  what  I’ve  .seen  so  far.  Show  me  more.  I 


C1986  Fuji  Ph«o  Film.  USA.  3S0  Fifth  Awnue.  NX  NY  10II8 


NICR  PRINTING 
EQUIPMENT 


Brandt,  Inc. 

705  S.  12th  St. 

Watertown,  Wl 
Contact:  Cheri  Cieslak 
414/261-1780 

The  Brandt  Model  2791  MICR-encoder,  a  point- 
of-entry,  manual  feed  encoder,  can  stand  indepen¬ 
dently  or  be  equipped  to  Interface  to  one  of 
Brandt's  central  control  units  to  enhance  the  cash 
settlement  system.  The  desired  amount  to  be  en¬ 
coded  is  entered  via  data  entry  keys  on  encoder. 
Available  with  an  electronic  printer  to  record 
amounts  being  encoded.  All  values  encoded  are 
automatically  transferred  to  provide  a  total,  subtotal 
and  grand  total. 

Circle  No.  218 


Burroughs  Corp. 

1150  University  Ave. 

Rochester,  NY  14607 
Contact:  J.  Mannara 
716/271-3400 

Encoders  for  encoding  exception  items  at  teller 
window. 


Circle  No.  219 


Maverick  Microsystems  International,  Inc. 

91 7-1 34th  St  S.W. 

Everett,  WA  98204 
Contact:  Diana  Leung 
206/743-6659 

Compact  and  lightweight  MICR  1  line  of  check  en¬ 
coders.  MICR  1  encoders  feature  full  field  encoding 
in  a  single  pass,  the  ability  to  handle  multiple  ac¬ 
count  formats,  progrstmmable  function  keys  and  an 
economical  snap-in  ribbon.  All  MICR  1  models  are 
easy  to  opererte,  can  be  used  alone  and  can  inter¬ 
face  with  a  variety  of  configurations. 

Circle  No.  220 


Rotaprint  Co. 

Six  Demarest  PI. 

Waldwlck,NJ  07463 
Contact:  G.  Elgaard 
201/444-1301 

Offset  printing  equipment  with  inline  MICR  num¬ 
bering  for  both  sheetfed  and  continuous  format 
checks. 

arcleNo.221 


Troy 

(A  div.  of  Data  Card  Corp.) 

2331  S.  Pullman  SL 
Santa  Ana,  CA  92705 
Contact:  Anne  Burgess 
714/250-3280 

Financial  document  printing  equipment  that  prints 
MICR,  {ilphanumeric  and  OCR  data.  Products  in¬ 
clude  the  CFO,  a  medium  to  high  volume,  stan¬ 
dalone  system  that  prints  data  in  one  pass;  the 
T1525,  a  high  volume  standalone  tandem  system 
and  the  ROI,  a  tabletop  printer  for  lower  volume 
users. 


arcleNo.222 


Comititment 

Jo 

.Excellence 


Porta  Courrt"’  System  Coin  Trays 


Kable”  Security  Pens 


Millions  in  use 
coast  to  coast. 


The  Pen  that 
Never 

"Walks  Away' 


Mac 

> 

jnetic  Changeable  ' 

t 

>esk/Wall  Signs 

Smart  and  Madern 


if  Quality 

,  Bank  anq  Cashier  Products 


Write  or  Phone  for 

FREE  CATALOG 

CALL  TOLL  FREE 

1  •800-323-7556 

In  Illinois  Call:  1-800-942-6088 


AND  COMPANY,  INC. 
1111  S.  Wheeling  Road 
Wheeling.  IL  60090 


Circle  No.  23,  Reader  Service  Card 


Allyn  Bank  Equipment  Co. 

261 6  Peterson  Ave. 

Chicago,  IL  60659 
Contact:  Paul  Bems 
312/274-3731 

MICR  ink  eraser  and  check  correction  labels. 
arcleNo.223 


American  Banking  Systems,  Inc. 

602  E.  Whaley 
Longview,  TX  75601 
Contact:  Leora  Williams 
214/753-8819 

Reconditioned  and  guaranteed  NCR  and  Bur¬ 
roughs  equipment  —  Mini-VIPS,  VIPS,  proof- 
single,  multi-pocket  and  tabletop  encoders.  Paper 
and  ribbon  supplies. 

arcleNo.224 


Atlantic/Force 
1333-60thSt 
Brooklyn,  NY  11 219 
Contact:  R.  van  Pentz 
718/871-6666 

Codatest-SST,  MICR  signal  strength  tester  for  both 
E13B  and  CMC-7.  Provides  a  quick,  accurate  ref¬ 
erence  of  character  quality  at  a  glance.  Displays 
entire  code  line  at  one  time. 

arcleNo.237 


Block  and  Co.,  Inc. 

1111  S.  Wheeling  Rd. 

Wheeling,  IL  60090 
Contact:  Barbara  Cole 
312/537-7200 

Check  and  note  files,  caution  and  stop  payment 
signals,  vinyl  check  file  guides,  check  posting  trays, 
counter  chMk  separators  and  MICR  ribbons. 

arc/e /Vo.  238 


Caere  Corp. 

100  Cooper  CL 
Los  Angeles,  CA  95030 
Contact:  Terry  G.  Livermore 
408/395-7000 

Reader  to  optically  read  and  accurately  enter  the 
E13B  (MICR)  characters  on  checks  by  manually 
swiping  them  through  the  Caere  slot  reader.  Used 
at  teller  window  and  in  back  offices  of  smaller  in¬ 
stitutions.  Connects  to  teller  machines  and  most 
microcomputers. 

arcleNo.226 


Clearwave  Electronics,  Inc. 

8701  Buffalo  Ave. 

Niagara  Falls,  NY  14304 
Contact:  H.  Murphy 
716/283-7335 

Magnetic  ink  testers,  position  and  dimension 
gauge  for  MICR  document  printing,  MICR  caHbra- 
tion  documents,  X20  optical  comparator  with  20 
power  magnification,  8x  handheld  comparator 
Model  1027-27  with  MICR  grid,  8x  hartdheld  com¬ 
parator  Model  1027-80  with  broken  outline  E13B 
font  and  Micromeasure,  a  digit  readout  scope  for 
measuring  character  embossment  on  checks. 

Quick  Check  II  OCR  bar  code  tester  with  printer, 
082A  and  PCMIl  optical  character  testers. 

arcleNo.227 
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VUit  th0  Datas»iT  Booth  at... 

BAl  Check  Pioeamng  Contnnce.  March  l8llmj2I.Las^*gas 
ABA  National  OpMOtions  and  Aulomatkx>  Conlemnce.  May  1 1  tmj  lA  New  Orleans 
BAUATM  9  Elecironic  DeUvery  Systems  Conlerence.  Notmmber  16  thru  19.  Las  Angeles 


for  more  information,  circle  No.  24  on  Roodor  Service  Cord 
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Micr-Shield 


M.I.C.R.  de-encoding  fluid 

The  lowest  cost  per 
clean  correction 

Micr-Shield  guarantees  1,000 
corrections  (or  more)  per  bottle 
or  your  money  back.  For  clean 
corrections  each  and  every  time, 
it  becomes  “no  contest!’ 

For  twenty  years  now,  Micr-Shield’s 
‘Blue  Label’’  encoding  corrector  has 
been  the  leader.  Delivering  clean, 
clear  corrections  via  a  con¬ 
trolled  dispensing  system.  No 
applicator  head  gum-ups  or  dirty¬ 
ing.  Unlike  labels,  won’t  add 
thickness  or  cause  “piggybacks!’ 

No  opaque  cover-ups  or  obliter¬ 
ated  signatures.  There’s  an 
indefinite  shelf-life.  If  you’ve 
made  one  mistake,  don’t  make 
another— choose  Micr-Shield. 


MICH 


MICR-SHIELD '  COMPANY 

f  O.*o«  6495,  Pho«nix,  Arizon. 

S.  WWM  354,6938  Art.  Cod* 


Featuring  a  full  line  of  correction 
and  reject  re-entry  products. 


Write  for  free  sample  and  info 
or  call  collect:  (602)  254-6938 
P.O.  Box  6495,  Dept.  A-1 ,  Phoenix,  AZ  85005 


For  moro  information,  circle  No.  25  on  Roador  Service  Card 
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Control  Papers  Co.,  Inc. 

615  Westfield  Ave.  W. 

Roselle  Park,  NJ  07204 
Contact:  Jon  DIplock 
800/245-2900  or 
201/245-2900  (In  NJ) 

MICR  ribbons,  fan  folded  lister  paper,  document 
carriers,  correction  labels  and  fluid,  cartridge  rib¬ 
bons  and  endorser  ink  rolls  in  stock  for  prompt 
shipment  throughout  U.S.  OEM  equivalent  or 
superior. 

arete  No.  22B 


Curtis  1000,  Inc. 

1000  Curtis  Dr. 

Smyrna,  GA  30080 
Centact:  Bob  Brown 
404/436-6155 

Check  carriers  and  correction  labels. 

C/rc/e  No.  229 

Dataserv  Equipment,  Inc. 

509  Second  Ave.  S. 

Hopkins,  MN  55343 
Contact:  Bill  Ranard 
800/328-6729 

Sale,  lease  and  purchase/leascback  of  new  and 
used  IBM  equipment.  A  lessor  and  remarketer  of 
IBM  3890  check  processing  equipment.  Supplier  of 
rebuilt  1419  sorters. 

C/rc/e  No.  303 


Faublon  &  Assoc.,  Inc. 

8601  Dunvvoody  PI. 

Suite  334 
Atlanta,  GA  30338 
Contact:  Erv  Faublon 
800/328-2466 

NCR  exception  item  encoders  and  tabletop  encod¬ 
ers. 

arete  No.  230 

l&l  Systems 
503  S.  Rockford  Dr. 

Tempe,  AZ  85281 

Contact:  Dale  H.  Greenwood 

602/968-6075 

Quality  control  Instruments  to  check  the  MICR  sig¬ 
nal  strength  of  printed  characters. 

Embossment  to  check  printed  characters. 

arete  No.  31 5 

Item  Processing  Systems 
P.O.  Box  462168 
Garland,  TX  75046 
Contact:  Dan  Wood 
800/527-4830  or 
214/234-5511 

Extension  labels  to  rehabilitate  MICR  rejects  leav¬ 
ing  both  sides  of  items  open  for  microfilming  and 
endorsements. 

Also  23  styles  of  document  carriers  in  stock  for 
immediate  shipment. 

Correction  labels  and  encoding  eraser  fluid. 
Batch  wrap  and  plastic  bags  (drawstrings  or  rolls) 
to  hold  items. 

arete  No.  231 


MICR  Shield  Co. 

4011  N.  Black  Cwiyon  Hwy. 

Phoenix,  AZ  8501 5 
Contact:  Bill  Buros 
602/254-6938 

MICR  correction  and  reject  re-entry  suppties  in¬ 
cluding  "Blue"  Label  MICR  Ink  Remover,  correc¬ 
tion  labels,  document  carriers  and  exterxled  dear 
bands. 

arete  No.  232 

National  Bankers  Supply  Corp. 

7590  Chrysler 
Detroit.  Ml  48211 
Contact:  Ed  ZurawskI 
e00/632-NBSCor 

800/344-NBSC  or  313/871-1884  (In  Ml) 

Document  carriers  for  computer  banking  needs. 
Manufactured  from  high-quality  papers  ensure 


MICR  and  OCR  readability.  Material  and  style 
choices  to  fulfill  every  correction  requirement,  in¬ 
cluding  reject/re-entry,  account  numbers,  amount 
and/or  tran  code  field  correction,  nxjtiiated  docu¬ 
ment  reconstruction  as  well  as  processing  utiity 
bills,  etc. 

MICR  correction  labels.  Super  thin,  foil-backed 
paper  minimizes  excess  bulk  in  correction  areas  of 
documents.  Easy-to-use  dispenser  box  aliows 
proof  operators  speedy  access  to  "One  Label  At  A 
Time."  About  2,000  labels  to  a  box. 

MICR  correction  fluid.  Quick-dry  formula  Flow 
control  valve  eliminates  spilling  and  minimizes 
evaporation.  Availabie  in  2  oz.  unbreakable  bottles. 

C/rc/e  No.  233 

Preferred  Computer  Trading  Corp. 

70-20  108th  St. 

Suite  1 0S 

P.O.  Box  877 

Forest  Hills,  NY  11 375 

Contact:  Robert  D.  Freund 

718/261-6300 

Supplier  of  printer  ribbons  for  computer  printer, 
proof,  encoder,  teller,  ATM,  personal  computer, 
wont  processor,  terminal,  typewriter,  calculator, 
etc.  Ribbons  are  nylon,  mylar,  single  strike,  multi 
strike  and  MICR.  OCR  ink  available  on  nylon  rib¬ 
bons  at  no  additional  charge.  Complete  line  of 
spool,  cartridge  and  wide  printer  ribbons.  Featured 
products  include;  Compatible  inked  roller  for  Bur¬ 
roughs  Series  "S"  encoder  with  programmabie  en¬ 
dorser,  endorsing  inked  roiler  for  IBM  3610,  3611 
and  3612  and  printer  ribbon  cartridge  for 
DataSAAB  5808.  Supplier  of  paper  for  ATM,  en¬ 
coder,  proof  and  toller  —  roll  and  fanfold  —  single 
and  multi-ply.  Company  also  offers  Memorex  flexi¬ 
ble  diskettes,  computer  tape,  CDC  disk  packs  and 
other  brands  of  magnetic  media. 

arete  No.  234 

UCCELCorp. 

(Applications  Software  Div.) 

UCCEL  Tower,  Exchange  Pk. 

Dallas,  TX  75235 
Contact:  Barbara  Henry 
214/353-7100 

Super  MICR  manager,  complete,  common  entry, 
full  POD  item  processing  system  for  capture  con¬ 
trol  and  distribution  of  all  MICR  documents.  Fea¬ 
tures  multi-institutional  capabilities.  Supports  IBM 
1419  and  3890  reader/sorters  in  mixed  configura¬ 
tions.  Processing  options  easily  defined.  Custom 
code  offered.  Online  recondlisrtion,  high-speed  re¬ 
ject  re-entry,  operator  friendly  online  reject  re¬ 
entry,  and  non-MICR  transaction  capture  part  of 
package.  Comprehensive  float  management  and 
reporting,  cash  letter  printing  on  dem^md,  multiple 
release  capabilities,  online  account  inquiry  and 
outstanding  documentation  with  solid  imF>lementa- 
tion  procedures. 

Proof  Deposit  Plus  Manager  provides  item  cap¬ 
ture  processing  for  the  IBM  1419  and  3890 
reader/sorters.  Custom  code  not  required.  The 
processing  options  and  sort  patterns  are  generated 
by  the  system  based  upon  user  parameters.  Fea¬ 
tures  minimal  core  usage  with  basic  common  entry, 
full  proof  of  deposit  capabilities. 

arete  No.  243 

Worldwide  Financial  Suppilea,  Inc. 

901  N.  kitamational  Prkwy 
Richardaon,  TX  75083 
Contact:  Debbie  McMordle  or 
Marjorie  Lazuka 
214/890-3491 

Document  carriers,  substitute  document  forms, 
deposit  receipts,  correction  labels,  encoding  eraser 
fluid,  check  strips  and  other  products  to  repair  and 
process  MK7R  reject  items. 

arete  No.  235 


PROOF  MACHINES 

AND  EQUIPMENT 

~ 


Check  Savers,  kic. 

P.O.  Box  31 804 
Dallas,  TX  75231 
Contact:  T.  C.  Hooker,  Jr. 

214/272-7533  or 
800/527-1215 

Several  styles  of  proof  msKhine  racks  to  improve 
efficiency  and  reduce  operator  fatigue.  Racks  will 
hold  one  or  two  trays.  Tray  racks  are  adjustable 
and  slope  to  place  items  into  better  view.  Some 
racks  are  attached  to  the  machine;  others  are  free 
standing. 

C/rc/e  No.  240 

Compu-Trol,  Inc. 

(Hem  Technologies  Div.) 

11400  Rockville  Pike 
SuHe750 

Rockville,  MD  20852 
Contact:  Joe  M.  Loughry 
301/468-5536 

Sentry  consisting  of  small  microprocessors  that 
attach  to  remittance  processing  machines.  Units 
automatically  collect  Item  counts,  productive  vs. 
corrective  minutes  and  downtime.  Optionally,  the 
units  may  be  used  to  record  the  sources  and 
causes  of  errors  as  they  are  identified.  System 
continuously  measures  performance  against  stan¬ 
dards  and  alerts  personnel  to  exceptions. 

arete  No.  241 


REDUCE 

MICR 

REJECTS 

Quality  Assurance 
Equipment 
SIGNA  MEASURE  n 

Character  Recognition 
Automatic  Go- No  Go 
Measurement 
MICR  Signal  Strength 

MICRO  MEASURE 

Digital  Measurement 


Embossment  Depth 


513  S.  Rockford  Dr. 

Tempe,  AZ  85281 
(602)  968^5 

Circl*  No.  26,  Raodor  Sorvico  Cord 
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Maverick  Microsystems  internationai,  inc. 
917-134thSLS.W. 

Everett,  WA  98204 
Contact:  Mark  R.  Ceccareiii 
206/743-66S9or 
800/426-8048 

MiCR-1  electronic  check  encoder,  a  compact  tab¬ 
letop  encoder  featuring  a  cartridge  ribbon  and  a 
user-friendly  display.  Available  with  a  journal 
printer  and  custom  application  programs.  Sold  and 
serviced  nationwide  through  a  network  of  banking 
equipment  dealers. 

arcleNo.242 

NCR  Corp. 

1700  S.  Patterson  Blvd. 

Dayton,  OH  45479 

Contact:  Item  Processing  Systems 

513/445-6293 

The  7720-0101,  7720-0201  and  7720-0701  are 
single  pocket  low  volume  tabletop  encoders  for 
specific  functionality.  The  7720-0101  is  an  excep¬ 
tion  item  encoder  featuring  increased  throughput, 
indicators  with  alphanumeric  display,  bent  docu¬ 
ment  detection,  low  noise  and  low  cost  of  own¬ 
ership.  The  7720-0201  is  a  proof  encoder  for  de¬ 
centralized  proof  operations.  Features  include  in¬ 
creased  throughput,  a  CRT  display  for  operator 
messages  and  application  flexibility.  The  encoder 
will  be  upgradeable  to  a  complete  online  item  pro¬ 
cessing  system.  The  7720-0701  is  a  retail  proof 
encoder  that  prepares  checks  for  deposit.  Features 
include  high  throughput,  self-hosting  programming, 
alphanumeric  display,  bent  document  detection 
and  low  cost  of  ownership. 

The  7760-1100  single  pocket  proof  and  encode 
workstation  offers  all-field  encoding,  system  status 
indicators,  battery  back-up,  programmable  totals, 
check  digit  schemes,  input  buffers  and  quiet  oper¬ 
ation.  Throughput  rates  are  up  to  2,000  items  per 
hour. 

The  NCR  7770-1001,  designed  for  off-line  oper¬ 
ation  is  capable  of  processing  75  documents  a  mi¬ 
nute.  It  can  have  from  four  to  20  pockets  in  incre¬ 
ments  of  four.  Superceding  the  7750-2200,  it  offers 
fetster  throughput,  a  multi-position  CRT,  a  more 
convenient  hand-drop  area,  self-hosting  pro¬ 
grammability,  low-noise  thermal  printers  and  up- 
gradeability  to  an  online  system  with  data  capture 
and  communications. 

C;rc/e  No.  304 
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BancTec,  Inc. 

4435  Spring  Valley  Rd. 

Dallas,  TX  75244 
Contact:  Nolan  Klier 
214/450-7700 

BancTec  offers  the  2000  Series  of  reader/sorters,  a 
plug-compatible  alternative  for  IBM’s  3890  or  a  re¬ 
placement  for  IBM’s  1419.  The  2000  Series 
reader/sorters  are  designed  for  different  proces¬ 
sing  volumes.  The  2695  and  2795  can  be  config¬ 
ured  to  emulate  an  IBM  3890  or  1419  with  com¬ 
plete  compatabillty  to  the  mainframe  computer. 

arete  No.  247 

Dataserv  Equipment,  Inc. 

509  Second  Ave.  S. 

Hopkins,  MN  55343 
Contact:  Bill  Ranard 
800/328-6729 

Specializes  in  the  sale,  lease  and  purchase/ 
leaseback  of  new  and  used  IBM  equipment.  A 
large  lessor  and  remarketer  of  IBM  3890  check 
processing  equipment.  Supplier  of  rebuilt  1419 
sorters. 

arete  No.  305 

Faubion  &  Associates,  Inc. 

8601  Dunwoody  PI. 

Suite  334 
Atlanta,  GA  30338 
Contact:  Erv  Faubion 
800/328-2466 
Check  sorters. 

arete  No.  248 


IBM  Corp. 

P.O.  Box  10 
Princeton,  NJ  08540 
Contact:  Ron  Branch 
609/734-8688 

The  3890  document  processor  for  check  proces¬ 
sing  locations  with  medium  or  high  volumes,  can 
read  MICR  data  from  card  and  paper  documents 
into  30XX,  43XX  or  S/370  processors.  Optional 
features  include  item  numbering,  endorsing,  mi¬ 
crofilm,  document  coding  feature  and  S/370  at¬ 
tachment.  Models  A  and  B  read  at  a  minimum  rate 
of  2,400  6’  documents  per  minute  and  are  avail¬ 
able  with  six  to  36  stackers  in  increments  of  six. 
Models  E  and  F  read  at  a  minimum  rate  of  1 ,680  6” 
documents  per  minute.  Availabie  with  a  minimum 
of  12  stackers  expandable  to  36  stackers  in  incre¬ 
ments  of  six.  Models  E  and  F  include  as  standard, 
the  microfilming  and  S/370  attachment  features 
(optional  special  features  on  A  and  B  models). 
Models  E  and  F  are  field  upgradable  to  models  A 
and  B.  All  3890  models  supported  by  the  CPCS 
program  product  and  the  O^OOScheck  program 
offering  in  the  OS/VS  environments  and  by  the 
DOScheck  program  product  in  the  DOS/VSE  envi¬ 
ronment. 

The  1255  magnetic  character  reader  uses  the 
singie-gap  MICR  reading  technique,  providing 
MICR  capabilities  for  medium-volume  check  pro¬ 
cessing  operations.  Available  as  a  standalone 
sorter  or  with  an  appropriate  attachment  feature. 
Can  read  MICR  data  into  most  models  of  IBM 
30XX,  S/370,  43XX,  S/36  and  S/34.  The  model  3 
range  can  read  up  to  750  6”  documents  per  minute 
into  1 2  stackers.  The  1 255  reads  ail  fields  and  sorts 
on  any  field.  Stacker  selection  is  urxier  program 
control  when  operating  online  to  a  computer  sys¬ 
tem.  Check  processing  application  support  for  the 
1255  and  the  30XX,  S/370,  43XX,  S/36  or  S/34 
host  is  provided  by  a  variety  of  IBM  Mcensed  pro¬ 
grams. 

The  3694  document  processor  for  fineuicial  in¬ 
stitutions  with  medium  to  low  volume  central  or  re¬ 
mote  sites.  Avaiiable  in  four  models  (2A,  2B,  2C 
and  2D)  ranging  from  six  to  36  stackers.  Each  can 
consist  of  an  operator  console,  master  list  printer, 
MICR  read  station,  optional  microfilm  feature, 
internal  and  diskette  storage,  encoder,  item 
number  printer,  endorser  and  distribution  stackers. 
These  features,  together  with  a  meinual  feed  sta¬ 
tion  and  a  document  correction  station,  comprise  a 
full-function  path  for  proof/encoding  processing. 
Each  3694  is  equipped  with  an  automatic  feed  and 
high-speed  sorter  path  for  performing  other  item 
processing  functions  such  as  inclearings  capture 
and  document  sorting  at  a  speed  of  up  to  400,  6' 
documents  per  minute.  All  models  can  be  equipped 
with  a  host  processor  communications  feature  and 
a  second  diskette  drive.  Check  processing  applica¬ 
tion  support  for  the  3694  provided  by  the  CHX/ 
3694  program  offering  at  the  3694  workstation, 
CHX/GS  at  the  S/34,  S/36  or  S/38  host  and 
CHXA/S  at  the  S/370, 4300  or  30XX  host. 

arete  No.  249 

NCR  Corp. 

1700  S.  Patterson  Blvd. 

Dayton,  OH  45479 

Contact:  Rem  Processing  Systems 

513/445-6293 

The  6780  MICR  reader/sorter  is  moduiar  in  design 
with  a  base  configuration  of  14  pockets  with  10- 
pocket  modules  available  for  24  and  34-pocket 
models.  Features  include  dual  MICR/CXDR  readers, 
easy-to-use  control  panel,  online/offline  operation, 
zero  kill  option,  pocket  pairing,  continuous  sort, 
roll-on  endorser,  ink  jet  endorser  and  inline  mi- 
crofilmer.  Rated  speed  is  up  to  1 ,400  DPM  for  6’ 
documents  or  65,000  to  68,000  mixed  items  per 
hour. 

The  6755  MICR  reader/sorter  is  an  operator- 
oriented  system  that  facilitates  the  processing  of 
MICR  encoded  documents.  Features  include 
offline  or  online  operation,  compact,  ergonomic  de¬ 
sign,  conveniently  located  control  panel,  operating 
ease,  completely  accessible  document  track  and 
compattoility  with  NCR  VIPS,  Mini  VIPS  or  combi¬ 
nation  system.  Rated  speed  is  750  DPM  (S’  docu¬ 
ments)  or  36,405  mixed  items  per  hour. 

The  NCR  VIPS  product  is  a  reader/sorter-based 


Ts. . ... 


good  people  and  good  equipment,  you  will  still 

have  reject  &  correction  problems.  Check  Savers  check  processing 

products  enable  both  people  and  machines  to  perform  more  efficiently.  Check  Savers  products 
are  performance  proven,  readily  available  and  they  are  economical  too.  Put  these  problem 
solver  products  to  work  in  your  operation  today.  ■  Document  Carriers,  in  a  variety  of  styies 

•  Correction  Labels  •  Correction  Fluid  •  Encoding  Eraser  •  Micr  Encoding  Ribbons  •  Check 

Trays  •  Batch  Bands  •  Plastic  Batch  Transfer  Bags  c  a\/cdc'  Hur 

•  Batch  Transfer  Carrying  Cases  •  Bulk  Filing  _  —  CHECK  SAVEHb,  INC. 

Equipment  •  Proof  Machine  Paper  •  Batch  po  box  31804.  Dallas,  tex  75231 

Headers  •  Batch  Separators  Check  the  I  1  janm  w  1916 

Reader  Service  Card  or  phone  or  write  today  ^Texi  A800)^W651 


For  more  information,  circle  No.  27  on  Reader  Service  Card 
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Introducing  the  new  ME-300.  A  clean,  reliable  and  efficient 
alternative  to  hand  endorsing. 

The  ME-SOO  provides  the  necessary  information  needed  for 
assuring  accurate  payment  processing.  This  includes  date,  con¬ 
secutive  number  and  bank  identification. 

The  ME-300  is  capable  of  "stand-alone"  operation  or  may  be  used 
with  any  of  the  MICR  1  encoders  to  automate  your  endorsement 
processes. 

See  the  full  line  of  MICR  1  check  encoding  equipment  at  the  Bank 
Administration  Institute  Check  Processing  Conference  booth  number  810. 

Maverick  Microsystems  International,  Inc. 

Dealer  Inquiry  Invited 

P.O.  Box  840  Everett,  Wa.  98206  1-800-426-8048  or  in  Washington  State  743-6659 

For  mom*  information,  circio  No.  28  on  Roador  Sorvico  Card 


system  using  the  8500  series  mainframe.  The 
system  offers  more  processing  power  and  flexibility 
than  the  NCR  Mini-VIPS  system.  The  VIPS  appli¬ 
cations  include  MARS  for  microfilm  retrieval  and 
batch  statistical  in  addition  to  online  reject  re-entry 
and  balancing,  online  fine  sort  and  exception  item 
pull/cycle  sort.  The  system  uses  the  6780  reader/ 
sorter  which  processes  1 ,400  DPM  or  65,000  to 
68,000  per  day.  The  NCR  VIPS  system  is  targeted 
towards  users  with  volumes  up  to  100,000  items  a 
day. 

The  NCR  Mini-VIPS  product  is  a  MICR-based 
reader/sorter  system.  Modular  in  design,  the  user 
has  flexibility  in  configuring  a  system.  The  reader/ 
sorter  used  can  be  a  750  DPM  6755  or  a  1,400 
DPM  6780.  The  6780  configuration  offers  a  mi- 
crofilmer  and  ink  jet  endorser.  Applications  avail¬ 
able  include  online  reject  re-entry  and  balancing, 
online  fine  sort  and  exception  item  pull/cyde  sort 
and  communications  for  remote  sites.  The  NCR 
Mini-VIPS  system  is  targeted  towards  users  with 
volumes  between  40,000  and  60,000  items  a  day. 

Circle  No.  306 

Universal  Business  Equipment  Co.,  Inc. 

523  S.  Plymouth  Ct. 

Chicago,  IL  60605 
Contact:  Stan  Si  Hen 
312/427-4878 

Purchase,  sell  and  brokerage  previously  owned 
check  processing  equipment,  including  NCR 
MIN-VIPS  Systems  with  check  sorter  and  IBM 
Systems  34  and  36  with  check  sorter. 

Circle  No.  250 


REMITTANCE 
PROCESSING 
EQUIPMENT 
AND  SERVICES 


Agissar  Corp. 

Pequot  Ave. 

P.O.  Box  416 
Southport,  CT  06490 
Contact:  Patricia  J.  Gerry 
203/255-4321 

Remittance  Extractor  System  (R/X)  with  optional 
sorter  for  applications  requiring  high-speed  extrac¬ 
tion.  The  R/X  is  a  three-sided  envelope  opener  that 
separates  the  internal  contents  from  the  sides  of 
the  envelope  and  presents  them  to  the  operator  for 
ease  of  extraction,  without  waiting  for  the  next  en¬ 
velope.  Optional  sorter  outsorts  extra  thick  mail  so 
that  clean  mail  can  be  run  first.  Extraction  speeds 
up  to  3,CXX)/hour  achievable  depending  on  sorts 
required. 

Circle  No.  259 

BancTec,  Inc. 

4435  Spring  Valley  Rd. 

Dallas,  TX  75244 
Contact:  Nolan  Kller 
214/450-7700 

The  4000  Series,  a  multi-application  system,  for 
banks  or  commercial  businesses  with  medium-  to 
high-volume  processing  requirements.  It  proces¬ 
ses  remittance  payments,  sales  drafts,  wholesale 


lockbox  and  reject  repair  and  re-entry  with  online 
interfaces  available  for  CPCS,  DOSCHECK  and 
UCCEL  SuperMICR.  The  system  consists  of  a 
4200  workstation  (a  sophisticated  OCR/MICR  pro¬ 
cessor)  and  the  4910  system  controller.  The  4200 
offers  font  recognition,  three  to  36  pockets,  inline 
microfilmer,  ink  jet  printer  eind  endorser.  The  4200 
is  based  on  a  parameter-driven  COBOL  system 
that  allows  for  ease  of  programming. 

Circle  No.  254 

Caere  Corp. 

100  Cooper  Ct. 

Los  Gatos,  CA  95030 
Contact:  Terry  G.  Livermore 
408/395-7000 

OCR  reader  to  read  optically  and  to  enter  accu¬ 
rately  the  E13B  (MICR)  characters  on  checks  by 
manually  swiping  them  through  the  Caere  slot 
reader.  Used  at  teller  window  and  back  offices  of 
smaller  institutions.  Connects  to  teller  machines 
and  most  microcomputers. 

Circle  No.  255 

Computer-Link  Corp. 

Lopez  Rd. 

Wellington,  MA  01887 
Contact:  Paul  Landry 
617/657-8820 

SORC/800  one-step  remittance  processing  work 
station.  SORC/DMS  data  management  system 
(supporting  several  SORC/800s). 

arcleNo.256 

Control  Papers  Co.,  Inc. 

61 5  Westfield  Ave.  W. 

Roselle  Park,  NJ  07204 
Contact:  Jon  Diplock 
800/245-2900  or 
201/245-2900  (In  NJ) 

Lock  box:  Specialized  papers  3.5'  x  460'  or  1 ,000' 
for  check  copying. 

arcleNo.257 

Mail-Ex  Corp. 

Pequot  Ave. 

P.O.  Box  416 
Southport,  CT  06490 
Contact:  Patricia  J.  Gerry 
203/255-4321 

Remittance  Extractor  System  (R/X)  with  optional 
sorter,  for  applications  requiring  high-spe^  ex¬ 
traction.  A  three-sided  envelope  opener,  the  R/X 
presents  contents  to  operator  without  waiting  for 
next  envelope.  Extraction  speeds  up  to  3.000/hour 
achievable  depending  on  sorts  required. 

Also  available  are  the  Single  Cut  that  handles 
bulky  and  difficult  mail,  the  Payment  Processor 
series,  two-sided  envelope  openers  and  extractors 
and  the  new  Collating  Insertion  Desk  C.I.D. 

arcleNo.260 

NCR  Corp. 

1700  S.  Patterson  Blvd. 

Dayton,  OH  45479 

Contact:  Item  Processing  Systems 

513/445-8293 

The  NCR  7750  remittance  processing  system  ac- 
comrTKXtates  OCR  and  MICR  documents  for  pro¬ 
cessing  payments.  Features  include  dual  readers, 
OCR/MICR  capture,  superior  MICR  read  capabil¬ 
ity,  computer-based  techniques,  daily  updating  and 
regular  posting,  up-to-date  accounts  and  multi¬ 
level  audit  trails.  Throughput  can  be  up  to  1 ,500 
transactions  per  hour. 

arcleNo.307 

Omatlon  p* 

253  Polaris  Ave. 

Mountain  View,  CA  94043 
Contact:  Ed  Krupotich 
415/966-1396 

Envelopener,  automatic  high-speed  remittance 
mail  opening  machine,  opens  up  to  36,000  en¬ 
velopes  per  hour  without  cutting  contents.  Pro¬ 
duces  feathered  envelope  edges  to  prevent  paper 


MAIL  PROCESSING 
MADE  EASY 

Reliable,  cost-effective 
mail  processing  equipment 
from  Omation. 


THE 

ENVELOPENER 


THE  VERIFIER 

It  inspects  emptied  envelopes  to 
make  sure  they  are  empty!  No 
more  accidently  discarded  checks 
or  other  vakraM  documeois. 


ROTARY  MAIL  OPENER 

Perfect  for  smaN-to-medkim  volumes  of  mail 
varying  in  weight  and  size.  Ideally  suited  for  large 
and  bulky  envelopes. 


VERIFIER-ENVELOPENER  COMBINATION 

You  can  sort  and  open  mail  in  one  fast,  easy  efficient 
operation,  and  also  verify  emptied  envelopes.  The 
separable  machines  may  also  be  used  independently 

Sain  and  aervica  throughout  tho  U.S.  and  abroad. 


o 


rn2,tlOn  Corporation 

253  Polatis  Avenue,  Mountain  View,  Caifomia  94043 
Telephone  (415)  966-1396 
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Time  Deposit  System 


Give  Your  Customers  What 
They  Wuit:  Convenience, 
^)eed  and  Information 

With  DISC  TDS  available  on-line 
at  your  branches,  your  customers 
handle  their  time  deposit  and  re¬ 
tirement  account  transactions  at 
the  kxration  that  suits  them  best 
Self-pn)mpting  screens  speed  new 
acajunt  and  transaction  pnxress- 
ing  so  customers  are  serviced 
quickly.  A  typical  Certificate  of 
Deposit  purchase  is  completed  in 
less  than  10  minutes.  Platform 
personnel  will  have  more  time  to 
service  more  customers. 

When  customers  ask  critical  “what- 
if’  redemption,  withdrawal  and 
payout  questions,  DISC  TDS  on¬ 
line  information  inquiry  and  retrie¬ 
val  give  the  answers  on  the  spot. 
Customers  will  appreciate  the 
clear,  aincise  statements  they  get 
with  DISC  TDS,  t(X). 

DISC  TDS  is  Efficient 
and  Accurate 

DISC  TDS  offers  real-time,  on-line 
features  with  significant  payback 
for  your  operations  staff.  On-line 
editing  ensures  higher  accuracy 
that  sl^hes  paperwork  and  errors. 
All  scheduled  reptxting  is  handled 
automatically.  Generate  critical 
management  information  in  min¬ 
utes.  And  DISC  TDS  guarantees 
compliance  with  all  regulatory 
reporting  requirements. 

1314  Bedford  Avenue,  Baltimore,  MD  21208  ( 301 )  486-0410 


GET 


The  Problem 

Finding  a  state-of-the-art  time 
deposit  system  that  satisfies  your 
strategic  marketing  and  opera¬ 
tional  requirements  and  supports 
IRA/Keogh  and  self-direaed  prod¬ 
ucts. ..  all  for  less  than  1100,000. 


The  Proven  Solution 

Install  the  DISC  Time  Deposit  Sys¬ 
tem  (TDS),  the  proven  real-time, 
txi-Bne  system.  DISC  TDS  provides 
more  functionality  and  data  secu¬ 
rity  than  the  most  expiensive  de¬ 
posit  systems,  but  at  a  fraction  of 
theajst. 

Step  Ahead  of  Your 
Competition 

Prospering  in  a  deregulated  com¬ 
petitive  environment  means  mov¬ 
ing  fast.  Instantly  create  new  time 
deposit  products  or  modify  exist¬ 
ing  ones  with  DISC  TDS.  You  always 
wiU  be  offering  the  most  aimpeti- 
tive  and  complete  range  of  invest¬ 
ment  choices.  And  on-line  product 
information  helps  customers 
choose  investment  opportunities. 
Productivity  and  sales  increase  as 
hours  of  paper  work  are  reduced 
to  fast,  simple  on-line  data  entry. 


Total  IRA  Deposits 


IRA  deposits  are  growing  by 
$50  billion  per  year 

'American  Banker  "Research Technology 

Increase  Your  Share  of 
the  Booming  Retirement 
Account  Maritet 

Increasing  your  retirement  ac- 
raunts  requires  a  powerful,  flexi¬ 
ble  time  deposit  system  that 
handles  the  special  needs  of  IRA/ 
Keogh/SEP/401(k)  and  self- 
direaed  acaiunts.  Acaiunt  pRx:es- 
sing,  &t)m  the  castixlial  agreements 
through  to  sequencing  of  di.stri 
butions,  is  completel>'  automated. 
So  is  all  customer  and  regulatory 
reporting.  At  maturity,  menu-driven 
screens  simplify  immediate  rein¬ 
vestment  or  withdrawal  as  w’ell  as 
calculate  penalties  and  net  with¬ 
drawal  amounts  for  early  ckise-outs. 
Comprehensive  Security 
You  can  use  DISC  TDS  without 
security  worries.  DISC  TDS  is  a 
time  deposit  system  with  aimpre 
hensive  bank-level  controls.  A 
centralized  control  group  deter¬ 
mines  data  security  pnxredures. 
Rx  example,  access  can  be  restria- 
ed  by  bank,  site,  operator  and 
field  Security  features  include  em¬ 
bedded  on-Bne  .security  keys  and 
passwords,  a  file  re.stricting  ter¬ 
minal  access  and  transactions,  and 
automatic  file  back-ups. 

Call  us  today  to  get  more  informa¬ 
tion  on  DISC  TDS.  And  ask  about 
the  other  DISC  .systems,  including 
DISC  ARP  (Aca)unt  Reamciliation 
Package),  DISC  Due-Rec  (Total 
Due- From  Account  Management 
System),  DISC  IRS  (Combined 
Interest  Reporting  System),  and 
DISC  RRS  (Retirement  Reporting 
System). 


THE 

FINANCIAL 

SOFTWARE 

COMPANY 

An  ACS  Company 


For  more  information,  circle  No.  30  on  Reader  Service  Card 


It’s  no  secret  that  other  application  systems  designed  for  the 
backroom  look  alot  like  ours.  However,  you  should  consider 
carefully  the  organization  behind  the  system(s)  before  you  buy. 

At  Backroom  Systems  Group,  nearly  all  of  our  top 
management,  research  and  development  personnel, 
programmers,  system  installers  and  consultants  have  worked  in 
the  backroom.  This  experience  gives  Backroom  first-hand 
knowledge  of  the  problems  that  are  unique  to  the  operations 
department  We  are  an  operations  company  committed  to 
leadership  in  the  backroom. 

Our  systems  work  independently,  in  a  shared  network 
environment  or  interactively  with  mainframes  and  document 
processing  systems.  Backroom  pioneered  the  Parallel 
Applications  Network,  PANet  (TM),  which  allows  our  systems  to 
operate  independently  of  the  bank’s  mainframe  or  to  interact  with 


it  We  have  eliminated  the  backroom’s  dependerKy  on  the 
priorities  of  an  already  over-burdened  Data  ProcMSing 
department 

Backroom  Systems  Group  has  a  family  of  systems,  aK 
developed  by  backroom  penormet,  custom  denned  to  meet  the 
needs  of  your  operations  department  Call  Gordy  Go-Backs 
today  to  learn  more  about  our  RETURN  ITEHiS 
CONTROL  SYSTEM  f  RICSI.  LARGE  ITEMS 
MONiTORIMQ  SYSTEM  (UMSL  RESEARCH  AND 
ADJUSTMENT  CONTROL  SYSTEM  (RACSL 
AUTOMATED  PROOF  CORRECTIONS  SYSTEM  (ARCS) 
and  AUTOMATIC  HOST  DATA  EXCHANGE  ( AHDE). 

At  Backroom  Systems  Group,  our  years  of  backroom 
experience  uniquely  qualifies  us  to  say,  “WE  KNOW  THE 
BACKROOM!” 


Backroom 

Systems 

Group 


A  Division  Of  Vertical  Technologies  Inc.  602SA  Stitt  Street  P.O.  Box  216  Monroe,  N.C.  28110 

For  more  information,  circio  No.  31  on  Reader  Service  Card 


704/289-5474 


T 


cuts.  Options  include  electronic  counting,  batch 
counting  and  batching  and  dating.  Compact,  easy 
to  use  and  mobile.  Plugs  into  any  standard  electri¬ 
cal  outlet. 

Envelope  Verifier  automatically  inspects  emptied 
envelopes  electronically  at  high-spe^  to  prevent 
discarding  of  important  documents.  A  thickness 
measurement  technique  is  used,  making  it  immune 
to  envelope  opacity,  printing,  color,  paper  type,  etc. 
Coupled  to  an  Omation  Envelopener,  the  Verifier 
can  sort  mail  during  opening,  for  example, 
separating  envelopes  with  correspondence,  credit 
cards  or  multiple  items  from  “standard”  check  and 
coupon  mail.  Both  machines  also  used  to  process 
ATM  deposits. 

Grcle  No.  258 

Scan-Optics 
22  Prestige  Pk. 

East  Hartford,  CT  06108 
Contact:  J.  G.  Morgan 
203/289-6001 

RemitPro  9000,  with  the  capability  to  perform  all 
remittance  payment  functions  from  receipt  of  stub/ 
check  to  bank  deposit.  The  system  can  be  config¬ 
ured  as  a  single  workstation  or  in  a  multistation 
network.  Options  include  microfilm,  auto  feed,  mul¬ 
tifont  read-head  and  four,  eight  and  12-pocket 
stackers.  RemitPro  is  controlled  by  the  Intel  8088 
CPU  using  C-DOS  operating  system.  Application 
software  is  written  in  standard  COBOL. 

Grcle  No.  308 


SOFTWARE 

(CHECK 

PROCESSING 

APPLICATIONS) 


American  Fiduciary  Services  Co. 

P.O.  Box  6237 
Leawood,  KS  66206 
Contact:  Doyle  Smith 
913/381-3965 

AFS/TMS  IBM  mainframe  linked  to  IBM-PC. 
Transit  management  and  customer  account  transit 
analysis  systems.  Reports  transit  cofK»ntrations 
and  changing  patterns.  S*.  .<id  customer  deposit 
reports  for  account  management  and  control. 
Sterns  use  all-items  file  (ICRE  or  equivalent). 
Runs  on  IBM  mainframe.  Includes  all  software  for 
download,  analysis  and  reporting  on  IBM-PC. 

Grcle  No.  264 


Backroom  Systems  Group 

(A  div.  of  Vertical  Technologies,  Inc.) 

P.O.  80x216 
Monroe,  NC  281 10 
Contact:  Jim  Young 
704/289-5474 

Researches,  develops,  markets  and  supports  ap¬ 
plication  software  for  financial  institutions.  Current 
systems  include:  Return  Items  Control  System 
(RICS),  Large  Items  Monitoring  System  (LIMS), 
Automated  Proof  Corrections  System  (APCS)  and 
Research  and  Adjustments  Control  System 
(RACS).  Firm  solves  specific  problems  in  the 
"backroom”  of  banks  through  the  use  of  mi¬ 
crocomputers  arxl  mainframes  working  together. 
Custorrter  support  includes  installation,  training 
and  ongoing  support. 

Grcle  No.  265 


Bankline,  Inc. 

11225  N.  28th  Dr. 

Suite  C207 
Phoenix,  AZ  85029 
Contact:  Tom  Heisler 
602/993-5815 

Check  processing  system  offered  as  a  standalone 
product  or  as  part  of  a  complete  turnkey  community 
bcinking  system. 

Grcle  No.  266 

Check  Consultants 
6060  Poplar  Ave. 

Suite  311 

Memphis,  TN  381 1 9 
Contact:  Jocelyn  M.  Saucier 
214/788-5270 

Develops  and  supports  item  processing  software 
products  to  operate  specifically  under  IBM’s  Check 
Processing  Control  System  (CPCS).  Provides  the 
total  solution  to  item  processing  needs  by  addres¬ 
sing  the  check  processing  operation  in  analytical, 
scheduling,  routing  and  transaction  processing 
functions.  /Mso  provides  turnkey  installation  ser¬ 
vices  for  CPCS  customers.  In  fact,  company  has 
designed  a  complete  turnkey  process  that  includes 
installation  of  all  software  (theirs  and  other  vendor 
products),  extensive  training  and  on-site  support 
for  all  systems  installed. 

Grcle  No.  268 

Data  Management  Products,  Inc. 

808  S.  74th  Plaza 
Omaha,  NE  68114 
Contact:  Robert  Gustafson 
402/399-9251 

DMP/Returns  combines  a  Burroughs  minicompu¬ 
ter,  document  sorters  and  proven  software  to  au¬ 
tomate  return  item  processing.  System  provides 
rapid  entry,  sorting,  microfilming  and  validation  of 
OOA  numbers.  “Special  instructions  ”  and  alternate 
addressing  easily  accomplished.  Daily  float  auto¬ 
matically  captured.  Debit  advices  automatically 
printed  after  batch  balancing.  Account  debiting  and 
fee  charges  done  automatically.  Daily  journals  pro¬ 
vide  audit  trails.  Significant  labor  savings  and  fee 
income  achieved  at  each  installation. 

Grcle  No.  269 

Deloitte  Haskins  and  Sells 
44  Montgomery  St 
San  Francisco,  CA  94104 
Contact:  Steven  A.  Savia 
415/393-4345 

Item  processing  management  system  (IPMS), 
software  that  manages  and  schedules  item  pro¬ 
cessing  functions. 

GrcleNo.319 

DISC,  Inc. 

1314  Bedford  Ave. 

Baltimore,  MD  21208 
Contact:  Roger  Seal 
301/486-0410 

The  DISC  Account  Reconciliation  Package  (ARP), 
used  for  rscorvxling  high  volume  disbursement  ac¬ 
counts,  meets  such  needs  as  flexible  statement 
cycles  with  optional  sequences  and  a  variety  of 
output  media.  Deposit  recorxxiiation  reporting  is  an 
integral  part  of  system.  Online  capabilities  and 
cash  disbursement  float  reporting  availtUsle.  Main¬ 
frame  and  PC  versions  also  available.  Annual 
maintenance  ensures  operational  benefits  as  well 
as  new  marketing  and  cash  management  oppor¬ 
tunities. 

Due-From  Reconcilement  System  (Due-Rec), 
controling  the  reconciliation  of  problem  accounts 
—  the  Federal  Reserve,  correspondents  and  inter¬ 
nal  arxj  international  accounts.  The  system  also 
settles  each  account  on  a  daly  basis,  btcludes  PC 
software  that  will  dialup  balance  reporting  services 
to  automate  the  collection  of  daily  transactions 
used  in  recortciling  due-from  accounts.  Boosts 
clerical  productivity  by  matching  up  to  95%  of  Items 
automatically.  Process  reduces  number  of  excep¬ 
tions  by  more  than  50%,  deaeases  resolution  time 
of  these  exceptions,  provides  operator  availability 
of  funds  and  minimizes  losses.  Standardized  re- 


INTRODUCING... 


Sterling  Software’s  Banking  Software 
Marketing  Division  proudly  presents 
three  of  the  finest  banking  software 
companies  in  the  item  processing 
business:  Check  Consultants, 
Decision  Systems,  and  Directions.  In 
order  to  more  effectively  meet  our 
customers’  requirements.  Banking 
Software  Marketing  is  now  the  single 
source  for  all  of  the  products  and  ser¬ 
vices  offered  by  these  Sterling  Soft¬ 
ware  companies. 

Check  Consultants  develops  and 
supports  products  to  work  with  IBM’s 
Check  Processing  Control  System 
(CPCS),  while  also  providing  proven 
Turn-key  Installation  Services  for 
CPCS  customers. 

Decision  Systems  offers  IBM-PC 
based  item  processing  support  sys¬ 
tems  marketed  under  the  ”^LU- 
TION”  brand  name. 

Directions  offers  a  variety  of  IBM 
mainframe  products  marketed  under 
the  “VECTOR”  brand  name  that  will 
help  you  achieve  the  full  potential  of 
your  backroom  operations. 

All  of  the  companies  offer  onsite 
support,  customer  education,  and 
extended  maintenance  services  to 
ensure  your  success.  If  you  would 
like  more  information  on  these 
companies  and  their  products,  give 
us  a  call. 


•  STEFOJVE 
SOFTWARE 

BANMNE  SOFTWUtE  MARHETIINB 

15301  Dallas  Parkway,  Suite  400 
Dallas,  Texas  75248 
(214)  788-5270 

Outside  Texas,  call:  800-222-6219 


Circle  No.  32,  Roodor  Service  Card 

MARCH  e  1966  41 


porting  across  all  accounts  results  in  streamlining 
of  operational  procedures.  Available  in  mainframe 
and  PC  versions.  Annual  maintenance  ensures 
ongoing  system  enhancements  and  additional  pro¬ 
cessing  benefits. 

The  DISC  Travelers  Cheque  System  (TCS), 
keeps  VISA,  MasterCard  and  other  travelers 
cheque  operations  profitable  and  controlled  from 
printing  to  sale  through  payment.  Uses  minimal 
files  and  progretms  and  has  processing  reporting 
flexibility  that  should  satisfy  current  and  future  pro¬ 
cessor  requirements. 

Grcle  No.  278 

Florida  Software  Servicas,  Inc. 

(A  KIrchman  Co.) 

P.O.Box  2269 
Orlando,  FL  32802 
Contact:  Director  of  Marketing 
305/831-3001 

Integrated  Transaction  Management  System 


BULK  FILING/ 
FINE  SORT 

for  BURROUGHS /IBM 
Systems 


HDI  ANNOUNCES— NO 
DISSATISFIED  CUSTOMERSI 


If  you  are  seriously  looking 
for  Bulk  Filing  for  your 
mainframe  computer,  then: 

Would  you  like  a  vendor 
who  gives  you  a  customer 
list  and  asks  you  to  talk  to 
any  of  them? 

or... 

How  about  a  vendor  that 
will  pay  you  a  finders  fee  if 
you  can  find  a  dissatisfied 
user  of  his  product? 

Tired  of  looking?  Call 
HDI  for  the  Bulk  Filing 
Professionals. 


HDI  SOFTWARE 

P.O.  Box  72383 
Corpus  ChristI,  Texas  78472 
(512)  857-8382 


(ITMS),  software  enabling  management  of  float, 
item  processing  and  remote  capture  and  distribu¬ 
tion. 


Grcle  No.  270 


G.  G.  Pulley  &  Assoc. 

5700  Harper  Dr.  N.E. 

Sune340 

Albuquerque,  NM  87109 
Contact:  Gary  L.  Presser 
505/821-7979 

Providers  of  Item  Processing  software  for  the  IBM 
34/36  computers.  All  systems  are  online  and  in¬ 
teractive  with  multi-bank,  multi-user  capabilities 
that  include:  Account  Profitability  Analysis,  a  sys¬ 
tem  that  interfaces  with  a  proof  of  deposit  system, 
and  maintains  profiles  on  all  types  of  accounts,  in¬ 
cluding  large  commercial  accounts  with  multiple 
relationships  and  multiple  accounts  of  a  single 
customer.  In  addition,  the  system  accumulates  all 
overhead  associated  with  item  processing  and 
maintains  analysis  data  for  various  types  of  trans¬ 
actions. 

Account  Reconcilement,  a  system  that  offers  a 
full  reconcilement,  including  both  outstanding  and 
paid  check  registers  or  paid-only  reconcilement. 
Optionally,  on  accounts  with  full  reconcilement,  is¬ 
sued  checks  may  be  sequence  checked  as  they 
are  added  to  the  file.  Will  handle  official  checks  or 
commercial  accounts  on  an  automated  basis  by 
allowing  for  entry  of  items  through  either  proof  of 
deposit,  diskette  entry,  MICR  reader/sorter  or 
manual  CRT  entry. 

Proof  of  Deposit,  a  system  that  affords  intricate 
float  analysis  capabilities  that  track  each  deposit 
and  provides  summary  of  costs  associated  with 
that  deposit.  Up  to  32  separate  end-points  avail¬ 
able.  Also  offers  full  saeen  reject  re-entry  capabil¬ 
ity,  high-speed  capture  processing  and  online  all 
items  file  selective  searching  and  listing.  General 
Ledger  and  Account  Profitability  Analysis  inter¬ 
faces  available. 

Supersort/1255,  a  system  that  offers  online  fine 
sort  for  nonbulk  items,  statement  sorting  with  ac¬ 
count  separators  for  bulk  items,  cycle  sort  for  bulk 
filing,  exception  fine-sort  and  type-sort,  exception 
pull  on  first  pass,  item  capture  and  fine  sort  for  low 
volume  applications,  online  item  lookup  for  item 
retrieval  from  the  bulk  files  and  reject  re-entry  of 
rejected  items  during  statement  sort. 

Grcle  No.  271 


HDI  Software 
P.O.  80x72383 
Corpus  Christ!,  TX  78472 
Contact:  Art  Swift 
512/857-8382 

The  HDI  fine  sort  system  using  a  block  sort  con¬ 
cept,  has  three  and  four  pass  capabilities.  Special 
features  include  exception  item  processing,  se¬ 
quence  checking,  check  digit  reconstruction  and 
restart  capabilities.  The  system  operates  with  or 
without  a  user  item  file.  Sorting  fields  include  zip 
code  and  all  MICR  encoded  fields.  Account 
separators  can  be  used  with  all  sorts. 

The  HDI  bulk  filing  system  operating  with  or 
without  inline  microfilming.  Parameter-driven 
software  interfaces  with  any  DDA  system  and  can 
be  installed  in  three  working  days.  One  pass  is  re¬ 
quired  to  separate  items  into  their  designated  cy¬ 
cles  and  to  outsort  special  items  (exceptions,  spe¬ 
cial  accounts  and  large  items).  The  daily  reconcil¬ 
ing  report  alerts  user  of  missing  items.  Locator  tick¬ 
ets  make  physical  item  look  up  easier.  Items  put 
into  sequence  (with  account  separators)  in  three 
reader/sorter  passes.  Statement  processing  time  is 
reduced  with  crippled  statement  reporting  that  also 
gives  physical  item  counts. 

Grcle  No.  279 


Infolrax  Control  Systems,  Inc. 

625  Digital  Dr. 

Suite  100 
Plano,  TX  75075 
Contact:  Dan  Neill 
214/964-7486 

CHECS  System,  an  automated  logging,  tracking 
and  control  system.  Uses  bar  code/laser  scanning 


technology  to  track  batches  of  items  from  receipt 
through  proof,  building,  reader/sorter  operations 
and  dispatch  functions.  Components  include 
hand-held  laser  scanners,  inline  counting  scales, 
data  entry  devices,  microcomputers,  large  screen 
display  monitors  and  graphics  printers.  Supports 
management  reports  and  online  inquiry  of  check 
processing  activities. 

Grcle  No.  272 


J.  D.  Carreker  aixl  Assoc.,  Inc. 

5550  LBJ  Frwy. 

Suite  700 
Dallas,  TX  75240 
Contact:  Ann  Cain 
214/458-1981 

Software  development,  installation  and  mainte¬ 
nance  for  Float  Analysis  System  (reports  mix  of 
work  by  time  of  day  by  drawee  bank),  Roat  Pricing 
System  (assigns  discrete  float  and  transaction  fee 
pricing  for  different  products  and  customers  by  time 
of  day).  Check  Clearing  Optimizer  (selects  most 
cost-effective  means  of  clearing  checks  by 
evaluating  available  transportation  and  clearing 
facility  costs  and  deadlines). 

Grcle  No.  267 

Lewis,  Wood  &  Assoc.,  Inc. 

4319  Covington  Hwy. 

Suite  212 

Decatur,  GA  30035 
Contact:  Greg  Sherrill  or 
David  Tomlin 
404/284-0865 

ADMAN.  Automated  adjustment  management 
system  organizing  and  centralizing  exception  item 
process.  Features  data  entry,  online  inquiry,  user- 
defined  reporting,  statistics,  automatic  matching, 
tickler  files,  interface  into  word  processing  and 
Lotus  1-2-3  and  a  complete  audit  trail.  Micro- 
based. 

FEDREC.  /MIows  organization  and  automation 
for  Federal  Reserve  System  Reconciliation.  Pre¬ 
update  data  entry  balancing,  automatic  offset  for 
items,  multiple  offsets  and  comprehensive  report¬ 
ing.  Assists  in  eliminating  outages  on  the  FED  Ac¬ 
count. 

RECON.  Check  reconciliation  system  for  large 
volume  accounts.  Available  on  PC  or  Honeywell 
DPS6  minicomputer.  Balances  accounts  daily. 
Customers  may  interface  by  tape  or  disk.  Includes 
online  inquiry  update  capability  and  balancing 
modules.  Multi-user,  menu-driven. 

RETRO.  Return  item  routing  system  featuring 
preprocessing,  pay/no  pay  decisions,  sorting,  ad¬ 
vices,  reduced  manual  overload,  fee  income,  re¬ 
capture  float  and  comprehensive  reporting.  Micro- 
based. 

Grcle  No.  273 


Littlewood,  Shain  A  Co. 

175  Straffonl  Ave. 

Wayne,  PA  19087 
Contact:  Judith  Quinlan 
215/687-5467 

Check  Services  Model,  a  microcomputer  modeling 
system  simulating  the  impact  on  bank  profitability 
of  changes  in  the  check  clearing  environment. 

Endpoint  Manager,  providing  the  capability  to 
generate  detailed  deposit  data  on  a  daily  produc¬ 
tion  basis.  This  endpoint  analysis  product  deter-  j 

mines  the  availability  of  deposit  dollars  as  well  as 
simulates  deposit  availability  based  on  a  particular 
mix  of  items. 

Thruput  Manager,  a  microcomputer  based  work¬ 
station  simulator  that  evaluates  the  Hem  proces¬ 
sing  environment.  Quantifies  the  costs  of  any 
check  processing  operation,  providing  manage¬ 
ment  with  information  with  which  sound  business 
decisions  can  be  made. 

Transit  Manager,  microcomputer-based  system 
optimizing  check  clearing  alternatives. 

Grcle  No.  274 


Circl*  No.  33,  Reader  Service  Card 
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NCR  Corp. 

1700  S.  Patterson  Blvd. 

Dayton,  OH  45479 

Contact:  Item  Processing  Systems 

513/445-6293 

The  Financial  Return  Item  System  (FRIS)  auto¬ 
mates  the  processing  on  inclearing  and  on-us  re¬ 
turn  items.  FRIS  uses  the  MICR  line  of  the  returned 
item  to  automate  depositor  identification  by 
searching  an  all  items  history  file.  The  system  irt- 
cludes  special  handling  instmctions  for  depositor 
and  maker,  depositor  names  and  addresses  and 
sort  file  preparation  for  returns.  Advices  are  pro¬ 
vided  by  the  system  in  the  same  sequence  as 
items  are  sorted.  Mag  tapes  are  generated  that  in¬ 
clude  fees  and  new  charges  for  account  proces¬ 
sing  updates  as  well  as  account  analysis  for  float 
adjustment  and  fees.  Complete  balancing  is  main¬ 
tained  throughout  the  system  and  numerous  man¬ 
agement  and  audit  reports  are  available.  A  CRT 
control  operator  monitors  all  FRIS  processing  ac¬ 
tivities  by  starting  processing,  checking  progress 
and  schooling  outputs. 

Grcle  No.  309 

Pegasystoms,  Inc. 

875  Main  St 
Cambridge,  MA  02139 
Contact:  Ira  VIshner 
617/576-3580 

TRACE,  a  system  for  tracking,  researching  and 
adjusting  check  exceptions.  Automates  the  tracing 
and  adjustment  process  for  a  bank’s  check  excep¬ 
tion  operation.  Operates  in  both  DEC/VAX/VMS 
and  IBM/CICS  environments. 

Grcle  No.  275 


Software  Concepts,  Inc. 

250  Piedmont  Ave.  N.E. 

Suite  1450 
Atlanta,  GA  30308 
Contact:  Lillian  Tezza 
404/659-1331 

ORBS:  Online  recondlemerTt  banking  system,  for 
the  IBM  CPCS  environment,  helps  eliminate  the 
need  for  lengthy  printouts.  The  ORBS  reconciler 
can  scroll  through  MICR  detail  or  search  for  spe¬ 
cific  data  and  can  automatically  find  and  identify 
single  free  items  and  out-of-balance  deposits  by 
batches  and  blocks.  The  source  language  of  ORBS 
is  ASSEMBLER  and  the  package  is  comprised  of 
five  programs.  Minimum  memory  is  100k. 

TCM,  a  check  settlement  sy^em  for  the  OOS- 
CHEK  and  CPCS  IBM  check  processing  environ¬ 
ment.  Written  in  COBOL  and  ASSEMBLER,  TCM 
is  comprised  of  four  programs. 

The  annual  maintenarKe  fee  for  ORBS  and  TCM 
is  12%  of  the  initial  purchase  price  after  the  first 
year.  Source  code  available  to  users.  Customizing 
as  well  as  pricing  information  also  available. 

Grcle  No.  276 

Sterling  Software,  Inc. 

(Decision  Systems  Dlv.) 

12160  Abrams  Rd. 

Ste.209 

Dallas,  TX  75243 
Contact:  Charles  Seagraves 
21 4/238-5257  or 
Leonard  Wink 

(Banking  Software  Marketing  Dlv.) 

214/788-5270 

SOLUTION  I  —  Check  Clearing  Optimizer  and 
Marketing  System,  analyzes  alternatives  for  col¬ 
lection  of  transit  items  on  a  timely  basis. 
SOLUTION  II  —  Cash  Letter  Tracking  System, 


providing  and  reporting  information  for  measuring 
effectiveness  of  the  check  clearing  operation. 

SOLUTION  III  —  Adjustments  Processing  eind 
Controi  System,  providing  an  automated  method  to 
the  bank  to  create  and  maintain  a  comprehensive 
data  base  of  adjustment  information. 

SOLUTION  IV  —  Return  Item  Processing  eind 
Control  System,  a  comprehensive  easy-to-use 
automated  system  providing  for  the  prompt  and 
accurate  processing  of  nonpaid  items  returned  to 
bank. 

Grcle  No.  310 

Sterling  Software,  Inc. 

(Directions  Dlv.) 

15301  Dallas  Prkwy. 

Ste.  400,  Lock  Box  23 
Dallas,  TX  75248 
Contact:  William  W.  Hymes 
21 4/788-2580  or 
Leonard  Wink 

(Banking  Software  Marketing  Dlv.) 

214/788-5270 

VECTOR  Transaction  Analysis  System,  a  main¬ 
frame  multibank  software  system  that  accumu¬ 
lates.  analyzes  and  reports  detailed  information  on 
transaction  activity.  Provides  concise,  timely  and 
flexible  reporting  of  transaction  data  for  accounting 
and  analysis  purposes.  Features  inciude  the  ability 
to  maintain  and  report  transaction  data  history  for 
up  to  one  fuN  processing  calendar  year.  Minimal 
maintenance  is  required  due  to  a  daily  Transit 
Routing  Bridge  providing  endpoint  number  and  av¬ 
ailability  by  time  of  day  from  your  institution’s  MICR 
capture  system.  Provides  bar  graphing  capabilities 
in  each  of  the  reporting  areas.  Is  user-friendly, 
menu-driven  euid  includes  online  editing  for  Control 
File  maintenance.  Multiple  pricing  and  availability 
schedules  can  be  maintained  by  customer  and/or 
by  endpoint.  Also  maintains  and  reports  transit  to¬ 
tals  by  normal  monthly  cycle  and  Fed  Cycle. 

VECTOR  Bulk  Filing  (inline  Fine  Sort  System,  a 
comprehensive  system  supporting  bank  transac¬ 
tion  sorting  requirements  in  online  transaction 
sorting,  transaction  cycle  sorting,  exception  item 
processing  and  statement  fine  sorting. 

VECTOR  Automated  Returns/Exceptions  Pro¬ 
cessing  System,  a  user-controlled  online  return  Item 
and  exception  item  processing  system  with  fea¬ 
tures  that  include  a  control  file  completely  main¬ 
tained  online. 

VECTOR  Online  CPCS  Reconcilement/ 
Balancing  System,  a  mainframe  software  system 
operating  with  transactions  that  have  been  cap¬ 
tured  and  processed  on  an  original  entry  run  by 
IBM  CPCS.  The  online  functkxis  provide  balancing 
of  the  work  unit  by  allowing  additions,  deletions, 
replacements  or  movement  of  transactions  facili¬ 
tating  the  reconcilement  process. 

VECTOR  Online  Adjustment  Processing  Sys¬ 
tem,  a  comprehensive  user-controlled  system  pro¬ 
viding  tools  to  aid  in  the  research,  resolution  and 
control  of  adjustment  items. 

VECTOR  Online  Bank  Reconciiiation  System 
(BANKREC),  an  online  system  operating  in  a  mul- 
tibetfik,  multidepartment  environment  to  be  used  for 
the  process  of  reconciling  Due-From  Accounts. 

Grcle  No.  311 

UCCELCorp. 

P.O.  Box  66054 
Dallas,  TX  75266 
Contact:  Barbara  Honry 
214/353-7154 

MULTISORT  Manager,  assisting  online  sorting  and 
bulk  filing  processing.  Includes:  Exception  item  ex¬ 
traction,  cycle  sorting,  statement  sorting,  fine  sort¬ 
ing,  special  sorts  and  extracts.  Sorting  can  be 
based  on  document  fields  or  on  data,  and  is  flexible 
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PRESENTS... 

...the  stars  of  Cash  Letter  Handling 
Systems— ACLS  and  CLCS!  Two  bril¬ 
liant  online  systems  operating  under 
CPCS  drawing  rave  reviews. 

ACLS,  the  online  CPCS  Automated 
Cash  Letter  System,  completely  auto¬ 
mates  the  time<onsuming  settle¬ 
ment  effort  providing  settlement 
documents,  magnetic  tapes,  or  both, 
and  offering  letter  correction  futures, 
automatic  DUE  FROM  interfacing, 
and  FED  pricing.  Whether  it  be  a 
FED  bank,  a  clearing  house,  or  a 
correspondent,  ACLS  turns  manual 
efforts  into  push-button  convenience. 

CLCS,  the  online  CPCS  Cash  Let¬ 
ter  Control  System,  is  specifically 
designed  for  the  smaller  volume 
flnancial  institution.  It  is  completely 
compatible  with,  and  can  upgrade  to 
ACLS,  so  that  as  your  organization 
grows,  your  cash  letter  handling  pro¬ 
cess  can  grow  with  you. 

Both  systems  use  their  own  files 
and  accessing  techniques  indejsend- 
ent  of  CPCS,  while  ofering  the  flexi¬ 
bility  and  control  of  a  unique  and 
ind^ndent  system. 

As  the  CPCS  Specialists  we’ll  make 
you  and  your  company  shine.  Give 
us  a  call  and  award  us  the  opportu¬ 
nity  to  show  you  what  could  be  the 
key  to  your  success. 

8HE8K  Q0N81LTANT8 

Software  Products 


■  STEHLIVB 
SOFTWKRE 

BANKINB  SOFJWKRE  MARKETINE 

15301  Dallas  Parkway,  Suite  4(X) 
Dallas,  Texas  75248 
(214)788-5270 

Outside  Texas,  call:  800-222-6219 
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WITHIN  SECONDS  the  MICR-MATE I 
analytical  computer  cap^tures  all 
MICR  encoded  information  and 
flags  any  errors  while  displaying 
the  data  on  a  color  graphics 
monitor.  Hard  copy  color  print¬ 
outs  of  the  wave  forms  and  text 
can  be  easily  produced. 


CqpYpghts  1985 

USfeTent  #4.143.355 

Member- ANSI  MICR  Standard  Committee 


BENEFITS  TO  YOU: 

•  Guaranteed  Savings 

•  Reduced  Labor  Costs 

•  Accurate  Analyzation 

•  Efficiency 

•  Time  Savings 

•  Immediate  ROI 

•  Lifetime  Support  By  MICR-MATE 

•  “Hot  Line"  for  expedient  solution 

•  Control  Over  Proof  Encoders  And 

Reader  Sorters 

•  Monitoring  Of  MICR  Documents 

Submitted  By  Printers 


BONUSES  PROVIDED: 

•  Consulting 

•  QC  Tools 

•  Cost-Effective  Quality 

Assurance  Lab 

•  Intensive  MICR  Training 

Program 

•  Comprehensive  Maintenance 

Program 


ILLUSTRAHON: 

1,CXX),000  Documents  Processed  Per  Day 
1.5%  Reject  Plate  (National  Average) 
IS.OCX)  Reject  Volume  Per  Day 
$7,500  Reject  Cost  Per  Day 


ULTIMATE  GOAL: 

33V3%  Reduction  In  Reject  Rate 
5,000  Less  Rejected  Documents  Per  Day 
$2,5(X)  Savings  Fter  Day 
$62,500  Savings  Per  Month 


Note:  BAI  determined  cost  of  each  reiected  item  to  be  87®.  MICR-MATE  chose  to  use  a  more  conservative  figure  of  50®  per  document  for  the  above  illustration 

micn-cniiTE 

MICR-MATE,  INC./518  Sutters  Fbint  Drive/Atlanta,  GA  30328/(404)  252-6618 

For  more  information,  circle  No.  35  on  Reader  Service  Card 
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and  parameter-driven.  In  addition,  the  exception 
items  can  be  extracted  with  the  last  pass  of  a  fine 
sort  or  first  pass  of  a  cycle  sort.  During  passes, 
image  matching  is  perfomned,  reducing  MICR  re¬ 
jects,  and  performs  continuous  sequence  check¬ 
ing.  Runs  can  be  stopped  so  that  an  error  can  be 
corrected  without  resorting  job.  Reports  alert  users 
of  unusual  conditions. 

Proof  of  Deposit  Plus  Manager  captures  items 
such  as  MICR,  teller,  automated  clearing  house 
(ACH)  and  ATM  into  one  file.  Capture  can  be  per¬ 
formed  in  proof  of  deposit,  transit  only,  all  appli¬ 
cations  and  single  application  modes.  It  includes 
stacker  and  release  programs  atxl  operational  and 
management  reports.  Parameter-driven  and  oper¬ 
ates  in  small  or  large  institutions  with  IBM  1419/ 
3890  sorters.  Document  formats  need  not  be 
changed  or  limited  to  one  format. 

SUPER  MICR  Manager  that  includes  capture, 
online  reject  re-entry,  online  reconciliation,  online 
status  displays,  release  and  reporting.  Multiple 
captures  on  mixed  reader/sorters  can  run  white  on¬ 
line  reject  re-entry,  reconciliation,  status  displays 
and  reporting  functions  are  performed  in  a  single 
partition.  Items  can  be  captured  and  balanced  in 
proof  of  deposit,  batch  balance,  transit  only,  in¬ 
clearing  and  reharxile  modes.  Image  matching  with 
pass-to-pass  control  occurs  on  rehandle  jobs.  Mul¬ 
tiple  institutions  and  multiple  applications  can  be 
processed.  User-defined  files  let  item  processing 
personnel  trailer  SUPER  MICR  Manager  with 
minimal  programmer  intervention. 

Circle  No.  277 


ABBY/ATLANTA,  Inc. 

Suites 

Plaza  Office  Mall 
2612  Boulevard  Dr. 

LHhonla.GA  30058 
Contact:  A.  F.  Young 
404/482-9535 

Develops  proof  operator  training  systems  for  use  in 
training  new  operators  and  upgrading  skill  levels  of 
experienced  operators. 

arcleNo.282 

Bank  Administration  Institute 
P.O.BOX70157 
Chicago,  IL  60673 
Contact:  Book  Order  Dept 
800/323-5932  or 
800/942-8861  (In  IL) 

Bulk  Filir}glCh0ck  Safekeeping:  An  Information, 
Planning  and  Implementation  Guide  teaches  you 
how  to  implement  a  bulk  filing  system  that  can:  Re¬ 
duce  processing  costs  in  excess  of  50%,  reduce 
clerical  personnel  In  excess  of  50%,  reduce  excep¬ 
tion  item  adjustment  processing  by  as  much  as 
75%,  reduce  check  storage  space  in  excess  of 
50%,  reduce  statement  preparation  errors  in  ex¬ 
cess  of  50%,  improve  employee  morale  and  Im¬ 
prove  customer  service. 

Order  No.  61 5 

$40  member/$60  nonmember 
Circle  No.  297 

1985  Survey  of  the  Check  Collection  System, 
BAI’s  15th  annual  survey  of  banking's  check  col¬ 
lection  system,  analyzes  the  system’s  performance 
for  1979-1965  and  provides  you  with  a  general  set 
of  measures  for  your  own  ch^  processing  opera¬ 
tions. 

Available  spring  1 986. 

arcleNo.298 

Item  Processing  Capacity  Planning,  presenting 
an  orderly  planning  m^hodology  based  on  the  ob¬ 
jective  analysis  of  key  variables.  Including  your 
bank’s  tactical  and  strategic  business  plans  to  help 
determine  current  equipment  requirements  at  each 


stage  in  the  item  processing  workflow;  forecast  fu¬ 
ture  requirements;  develop  alternative  equipment 
strategies  and  select  hardware  strategies  matched 
to  your  bank’s  long-term  item  processing  objec¬ 
tives. 

Order  No.  707 

$40  member/$60  nonmember 
arcle  No.  299 

An  Analysis  of  Float  In  the  Commercial  Banking 
Industry.  This  publication  documents  the  defini¬ 
tions  and  the  operating  principles  that  are  used  in 
the  practice  of  float  management  in  the  commercial 
banking  irxlustry  and  covers  the  following  topics: 

•  Understanding  Roat  —  Introduces  different  float 
perspectives  and  determinants  of  bank  float  levels. 

•  Sources  of  Roat  —  Explains  the  interaction 
between  float  source  and  application  areas  and 
check  processing  operations. 

•  Accenting  for  Float  —  Covers  the  mechanics  of 
float  accounting,  float  budgeting,  allocation  effec¬ 
tiveness  and  the  use  of  account  analysis. 

•  Selection  of  Clearing  Agents  —  Discusses  the 
check  clearing  system,  including  endpoint  analysis, 
availability  schedules  and  cost-benefit  strategies. 

Order  No.  672 

$18  member/$36  nonmember 
Circle  No.  300 

Check  Cost  Model.  This  book  presents  a 
philosophical  framework  and  conceptual  illustration 
for  determining  and  analyzing  the  cost  of  checks. 
Also  included  is  a  review  of  current  costing 
methodologies,  philosophies  (i.e.,  allocations,  in¬ 
cremental  versus  full  absorption)  and  a  discussion 
of  the  informational  requirements  of  check  proces¬ 
sing  institutions  concerning  their  costs. 

Available  spring  1 986. 

Circle  No.  301 

Plastic  Card  Float  Study.  The  Institute’s  re¬ 
search  is  the  first  to  focus  entirely  on  the  float  costs 
associated  with  pletstic  card  transaction  proces¬ 
sing.  This  study  analyzes  various  types  of  plastic 
card  transactions  —  credit  and  debit  card  pur¬ 
chases,  ATM  deposits  and  withdrawals  and  cash 
advarxses.  The  users  of  this  publication  will  be  able 
to  track  the  various  components  of  plastic  card  float 
by  employing  the  methodology  outlined  in  the  work. 
Available  spring  1 986. 

arcle  No.  302 

Bankwire 
225  Broadway 
New  York,  NY  10007 
Contact:  Michele  Kabak 
212/619-0440 

Bankwire,  a  telecommunications  network  enabling 
check  processing  eireas  to  transmit  return  items, 
cash  letter  availability  and  check  adjustments 
electronically  to  one  another. 

arcle  No.  283 

Boatmen's  Bancshares 
P.O.  Box  38 
Kansas  City,  MO  64183 
Contact:  Jim  Thorpe 
816/221-2600 

Check  clearing  and  other  services  for  approxi¬ 
mately  1 ,500  banks  throughout  the  U.S.  Extensive 
regional  clearing  systems  provide  check  present¬ 
ment  economically  through  the  use  of  processing 
centers  in  St  Louis,  Kansas  City,  Springfield  aixl 
Cape  Girardeau,  MO. 

arcle  No.  284 

Checkmate  Electronics,  Inc. 

518  Sutters  Point  Dr. 

Atlanta,  GA  30328 
Contact:  J.  S.  Spence 
404/252-6618 

MICR-MATE,  a  MICR  character  analyzer  rendering 
the  current  'Tools  of  the  trade”  2X0)1810.  Guides 
users,  via  a  CRT,  through  the  analytical  process. 
Any  screen  can  be  printed  in  color.  MICR-MATE 
delects  and  alerts  users  to  printing  problems  on  a 
MICR  document. 


PROVEN  SOLUTIONS 
TO  HARD  Decisions. 

Keeping  up  with  the  ever  growing 
number  of  transactions  that  flow 
through  a  bank’s  check  processing 
system  can  be  a  monstrous,  unbear¬ 
able  task.  Errors  are  inevitable. 

Dealing  with  these  errors  man¬ 
ually  requires  extensive  searches  of  a 
variety  of  sources  to  locate  and 
match  the  “other  side”  of  the  item. 
The  SOLUTION  111  Adjustments  Pro¬ 
cessing  and  (Control  System  from 
Decision  Systems,  utilizing  IBM  Per¬ 
sonal  Computers,  allows  you  to 
create  and  maintain  a  comprehen¬ 
sive  data  base  of  adjustment  infor¬ 
mation.  Used  in  conjunction  with 
this  data  base,  the  system  automati¬ 
cally  matches  corresponding  items, 
searches  for  items  using  multiple  cri¬ 
teria,  facilitates  charge-off  processing 
and  provides  the  ability  to  generate 
standard  or  custom  correspondence. 

So,  if  you’re  tracking  down  errors, 
get  the  system  that  does  the  hunting 
for  you.  To  have  a  good  hunt,  you 
ne^  the  right  equipment.  (Zall  today 
for  our  “Proven  Elutions  to  Hard 
Decisions.” 

D€CISION  SVST€MS 

Software  Products 


\S1ERUNB 
_ SOFTMMAE 

BAimitSIB  SOFTWAHe  MARHBTIhlE 

15301  Dallas  Parkway,  Suite  400 
Dallas,  Texas  75248 
(214)788-5270 

Outside  Texas,  call:  800-222-6219 


Circl*  No.  36,  Roader  Sorvice  Cord 
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Computer-Link  Corp. 

Lopez  Rd 

Wllmingtr  n,  MA  01887 
Contact:  LK>n  Blackburn 
617/657-8820 

Magnetic  tape  cleaners  and  evaluators.  Devices  to 
clean,  insp^  and  degauss  most  magnetic  media. 
Used  in  media  maintenance  programs. 

Grcle  No.  285 


First  Express 

300  Court-Thomas  Bldg. 

Memphis,  TN  38101 
Contact:  Walter  W.  Stafeil 
901/523-5570 

First  Express,  a  service  offered  by  First  Tennessee 
Bank,  N.A.,  providing  participating  banks  a  nation¬ 
wide  check  clearing  system  utilizing  the  overnight 
delivery  services  of  Federal  Express.  First  Express 
moves  funds  fast  with  unequalled  accuracy  and 
realiability.  It  combines  the  speed  of  Federal  Ex¬ 
press  with  the  check  processing  system  of  First 
Tennessee  Bank.  A  wide  choice  of  products  of¬ 
fered;  Mixed  cash  letter  sort,  group  sort,  endpoint 
package  sort,  reject  cash  letters,  weekend  service, 
high  dollar  group  sort  and  a  check  processing  dis¬ 
aster  backup  service. 

Grcle  No.  286 


J.  B.  Kunz  Co. 

1600  Penn  St. 

Huntingdon,  PA  16652 
Contact:  Robert  L.  Orr,  Jr. 
800/458-3442  or 
814/643-4320  (In  PA) 

Vinyl  checkbook  covers. 

Grcle  No.  287 


Metal-Fab,  Inc. 

P.O.Box  1138 
Wichita,  KS  67201 
Contact:  Bill  Bobbit 
316/943-2351 

Electrimaid  and  Micro  Air  air  cleaners  removing 
harmful  paper  dust  from  the  air  and  reducing 
number  and  cost  of  check  rejections. 

Grcle  No.  288 


Meteor  Manufacturing 
749  S.  Kohler  St. 

Los  Angeles,  CA  90021 
Contact:  E.  Zur 
213/627-0731 

Standard  and  customized  checkstands, 
checkstand  centerpieces  and  check  writing  tables. 

Grcle  No.  289 


National  Computer  Print,  Inc. 

1001 15th  Way  S.W. 

Birmingham,  AL  35201 
Contact:  Gary  Aderhold 
205/849-5200 

Produces  MlUH  or  OCR  encoded  coupon  payment 
books  on  laser  printers.  Features  include  annual 
loan  statement  and  escrow  analysis  which  can  be 
bound  into  book.  Highest  quality  and  flexibility. 
Typical  in-house  turnaround  time  is  one  day.  Pric¬ 
ing  and  performance  guaranteed. 

Grcle  No.  290 


Ohio  Valley  Data  Control,  Inc. 

2515  Washington  Blvd. 

Belpre,  OH  45714 
Contact:  Stan  Cox 
614/423-9501 

Complete  bank  processing  services  (off-premise 
batch,  distributed  data  processing,  remote  job 


entry),  online  access  (administrative  terminals, 
teller  machines,  ATM  networks),  mirofiche,  MICR 
encoding,  coupon  books  and  customized  pro¬ 
gramming. 

Grcle  No.  291 


Optimum  "ested  Products,  bic. 

30JefrynSlvd.  W. 

Deer  Park,  NY  11 729 
Contact:  V.  James  CaputI 
516/566-8300 

Fabric  and  film  ribbons  for  data  and  word  proces¬ 
sing  use.  Ribbons  for  computer  printers,  personal 
computers,  endless  loops,  cartridges,  typewriters, 
etc. 

Specializing  in  research  and  development  for 
various  printing  applications  commercially  and  for 
OEM  accounts. 

Grcle  No.  292 


Rand  McNally  and  Co. 

(Financial  Publishing  DIv.) 

8255  Central  Park  Ave. 

Skokie,  IL  60076 
Contact:  Mary  Coleman 
312/673-9100 

ABA  Key  to  Routing  Numbers  —  published  annu¬ 
ally,  this  book  is  a  source  for  all  current  routing 
numbers.  Entries  shown  in  numerical  order  ac¬ 
cording  to  MICR  form  of  number  and  by  institution 
name  in  geographical  sequence.  Also  includes  list 
of  retired  routing  numbers.  Available  on  a  standing 
order  basis  ($38)  or  a  one-time  only  basis  ($48). 

The  Desktop  Bank  Grectory  —  compact  desk 
set  details  more  than  60,000  U.S.  banking  loca¬ 
tions  in  two  volumes.  Complete  directory  data,  in¬ 
cluding  financial  summary,  routing  number  and  key 
officer  names  for  U.S.  banks.  Published  annually  in 
j£inuary.  Available  on  a  standing  order  or  single 
issue  basis  for  $49.95. 

Financial  Institutions  Data  File  —  magnetic  tape 


PRODXTS.  MARKETING 
SclECHNOjOGY — 


Top  bank  executives  understand  that  the  successful  blending  of  these 
critical  elements-PRODUCTS.  MARKETING  &  TECHNOlOGY-is  vital  to  their  success. 

SO  THEY  READ  ^  EVERY  MONTH  YOU  CAN,  TOO. 


You  can  get  the  newsletter  with  the 
latest  information  on  who  is  marketing 
what  products  and  how,  and  why... 
with  unique  insights  and  analyses  of 


industry  trends... with  explanations  of 
new  technology  and  what  it  will  mean 
to  you... with  insights  that  stimulate 
own  creativity... 


TO  SUBSCRIBE:  1-800-323^2  On  Illinois,  call  1-80(W42-8861) 


Ask  tor  the  Subser^thn  Desk.  If  you  would  like  a  sample  Issue  of  Ihe 
please  ask  for  Cuslomer  Service  or  wrile: 

DAHK  ADMNSnUnON  MSinUlE 

60  Gould  Center,  Rolling  Meadows,  Illinois  60008 
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version  of  the  Key  to  Routing  Numbers.  Contains 
all  active  routing  numbers  (approximately  63,000 
records)  for  banks,  S&Ls  and  credit  unions.  Also 
shows  the  institution’s  street  and  mailing  addres¬ 
ses.  Automated  clearing  house  memberships 
shown  as  wall.  Updated  monthly  to  provide  current 
routing  number  information. 

The  Rand  McNally  International  Bankers  Direc¬ 
tory  —  four-volume  set  detals  every  U.S.  head  of¬ 
fice,  branch  and  major  International  bank.  Standard 
directory  data  plus  key  officer  names,  financial  fig¬ 
ures,  complete  branch  networks,  routing  numbers 
and  principal  correspondents.  Reference  section 
includes  Industry  statistics,  exclusive  alphabetical 
list  of  bank  names  and  locations  and  a  numerical 
list  of  routing  numbers.  Published  semi-annually. 
Semi-annual  subscription,  $135;  annual  subscrip¬ 
tion,  $150;  one-time  order,  $190. 

The  U.S.  Savings  and  Loan  Directory  —  A  com¬ 
plete  guide  on  S&Ls.  Lists  over  3,500  S&Ls  end 
15,(XX)  branches.  Listings  show  each  association’s 
routing  number  plus  its  primary  correspondent 
bank,  presentment  point  and  routing  numbers. 
Eight  top  officers  and  seven  key  financials  com¬ 
plete  each  institution’s  picture.  Reference  section 
includes  industry  statistics,  information  about  the 
Fed,  FHLB  and  trade  associations.  Published  an¬ 
nually  in  June.  Available  on  a  standing  order  for 
$90  or  a  one-time  basis  for  $1 1 0. 

Circle  No.  293 

Rudco  Check  Printers 
30  W.  Century  Rd. 

Paramus,NJ  07652 
Contact:  John  A.  Vento 
201/261-2200 

Fabric  and  leather  checkbook  covers  and  acces¬ 
sories. 

arcle  No.  294 


Signa  StorTech,  Inc. 

6490  Premier  Ave.  N.W. 

North  Canton,  OH  44720 
Contact:  E.  W.  Howley 
216/499-1102 

Visible  filing  trays  lor  diskettes  and  mini  disks. 
Locking  cabinets  for  disk  trays  and  other  media 
used  in  microcomputer  and  word  processing  sys¬ 
tems. 

Circle  No.  295 


Travelers  Express  Co. 

5075  Wayzata  Blvd. 

Minneapolis,  MN  55416 
Contact:  Carol  A.  Poulson 
612/546-6161 

Money  orders,  limited  amount  payment  instru¬ 
ments,  available  on  a  per  item  fee  basis.  Company 
supplies  paper,  reconciles,  stores,  traces  and 
stops  payments. 

NOWS,  Negotiable  Orders  of  Withdrawal,  similar 
to  checking  accounts,  providing  savings  and  loan 
customers  a  means  of  moving  money  out  of  their 
accounts. 

Official  checks,  unlimited  amount  payments  in¬ 
struments  similar  to  cashier  checks. 

QUANTUM,  a  switch  and  network  processing 
electronic  entries  for  financial  institutions  on  a  re¬ 
gional  basis. 

Share  drafts,  similar  to  checking  accounts,  pro¬ 
viding  credit  union  members  with  a  means  of  mov¬ 
ing  money  out  of  their  accounts  more  efficiently. 
Company  clears  and  processes  drafts  through  a 
truncated  system. 

arcle  No.  296 


MORE  THAN  JUST  SOFTWARE 


PAYMENT  BOOKS  A  PROBLEM? 

no# 

THE  PAYMENT  BOOK  SPECIALISTS 


Fastest  Turn-Around 
•  Superior  Service 
•  Laser  Print  Technology 
•  Immediate  Response 
•  Highest  Quality 
•  Price  Guarantee 
•  Performance  Guarantee 
•  Data  Transmission 

'■P. . 

•  Account  Attention 
•  In-House  Graphics 


NATIONAL  COMPUTER  PRINT,  INC. 

5200  East  Lake  Boulevard 
Post  Office  Box  97 
Birmir;gnam,  Alabama  35201-0097 
Gary  Aderhold  -  Sr.  Vice  President/Sales 
Phone:  205/849-5200 


^  V  NCR 

/  fu 

In  traffic,  slower  lanes  have  to  yield  right 
of  way  to  faster  lanes.  In  your  Fed  and 
Due  From  account  reconcilement,  you 
prefer  fast  over  slow.  The  VECTOR 
Online  Bank  Reconcilement  System 
allows  you  to  move  rapidly  through  bal¬ 
ancing  problems,  matching  errors,  com¬ 
munication  delays,  unresolved  items, 
unreconciled  statements  and  other 
delays. 

The  Bank  Rec  System  is  a  completely 
online  easy  to  use  menu  driven  main¬ 
frame  system  that  allows  your  reconcile¬ 
ment  process  to  flow  smoothly  every 
day.  The  process  is  accelerated  by  cap¬ 
turing  data  from  existing  internal  and 
external  systems  reconciling  matching 
items  automatically.  The  system  also 
provides  the  ability  to  Resrarch,  Trace, 
Inquire  and  Communicate  with  ease. 

So,  if  you’re  tired  of  having  to  wait  on 
manual  efforts,  ask  for  Directions  and 
get  on  the  road  to  successful  automated 
processing. 


Software  Products 


■  STEHUVB 
SOFTWARE 

BAMOhie  SOFTWmE  MAMETHSie 

15301  Dallas  Parkway,  Suite  400 
Dallas,  Texas  75248 
(214)788-5270 

Outside  Texas,  call:  800-222-6219 


CALL  OUR  CORPORATE  HEADQUARTERS  FOR  THE 
ACCOUNT  EXECUTIVE  IN  YOUR  AREA 

For  more  information,  circio  No.  38  on  Raador  Sorvico  Card 


Circio  No.  39,  Roodor  Sorvico  Card 
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Auditing 
Takes  on 
Strategic 
Dimensions 


of  a  small  group  of  upper  manage¬ 
ment  individuals,  the  strategic  plan 
should  be  understood  by  top-  and 
middle-level  managers  throughout 
the  department  and  the  institution. 
And  that  means  strategic  planning 
is  as  relevant  for  the  audit  depart¬ 
ment  as  for  the  entire  institution. 

While  auditors  generally  have 
been  very  good  at  developing 
short-term  plans  these  plans  have 
not  always  been  preceded  by  de¬ 
velopment  of  an  audit  mission 
statement  that  establishes  where 
the  audit  department  should  be  po¬ 
sitioned  within  the  institution  and 
how  it  should  function.  The  im¬ 
plementation  of  strategic  planning 
gives  auditors  a  means  by  which  to 
focus  on  such  basic  long-term  ob¬ 
jectives;  it  is  a  tool  that  must  be 
qualitative,  realistic  and  action- 
oriented  if  it  is  to  provide  guidance 
in  developing  functional,  tactical 
and  short-term  plans. 


By  Douglas  E.  Van  Scoy 

Senior  Vice  President  and  Generai 
Auditor 

The  First  National  Bank  of  Chicago 
Chicrgo,  Illinois 

And  Richard  L.  Haug 

Managing  Director 
Banking  Research  and  Analysis 
Group,  Finance  and  Control 
Bank  Administration  Institute 
Rolling  Meadows,  Illinois 


Financial  institutions  and  the 
process  of  corporate  planning 
have  both  undergone  great  changes 
in  recent  years.  As  the  prospects 
for  deregulation  increased,  banks 


were  faced  with  the  need  to  inno¬ 
vate  in  ways  that  were  not  thought 
of  just  a  short  time  earlier. 

To  meet  this  challenge,  bankers 
quickly  reached  out  to  embrace  the 
concept  of  Strategic  Planning.  Cor¬ 
porate  planning  departments  rose 
up  overnight  and  brought  with 
them  a  whole  new  language.  Ser¬ 
vices  were  suddenly  products,  and 
products  took  on  life  cycles.  We 
learned  that  products  could  be  al¬ 
most  anything.  We  heard  all  about 
the  structural  determinants  of 
competition.  We  became  familiar 
with  the  group-share  matrix  and 
product-market  matrices.  And,  as 
we  watched,  these  concepts  took 
hold  and  transformed  our  auditees 
into  business  units. 

Today,  rather  than  being  just  a 
few  hypothetical  ideas  in  the  minds 


Developing  Your  Plan 

Most  audit  departments  plan,  but 
few  audit  departments  have  yet 
mastered  strategic  planning.  To  il¬ 
lustrate  just  what  we  mean  by  audit 
strategic  planning,  let  us  consider 
the  hypothetical  case  of  a  general 
auditor  who  has  just  joined  a  bank 
and  has  been  asked  by  the  CEO 
and  audit  committee  to  prepare  a 
strategic  plan  for  the  audit  depart¬ 
ment. 

The  first  step  is  to  determine  just 
what  the  audit  function's  mission 
is.  Our  new  general  auditor  talks  to 
various  people  witliin  the  institu¬ 
tion  and  on  the  audit  committee 
emd  hears  two  basic  messages: 

■  The  board  does  not  like  sur¬ 
prises. 

■  The  CEO  wants  audit  to  do 
more  than  crunch  numbers. 

On  the  basis  of  that  information, 
the  general  auditor  now  believes  he 
is  ready  to  develop  his  depart¬ 
ment's  mission  statement.  Ac¬ 
cordingly,  he  formulates  this 
statement:  The  audit  department 
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will  1)  protect  the  bank's  assets  by 
helping  to  ensure  the  bank  has  ade¬ 
quate  internal  controls  and  accu¬ 
rate  financial  records;  2)  help  to 
identify  and  resolve  potential 
problems  before  they  result  in  loss¬ 
es;  and  3)  suggest  ways  to  improve 
the  bank’s  efficiency. 

Now  our  general  auditor  is  ready 
to  identify  the  key  activities  audit 
must  perform  to  fulfill  this  new 
mission  statement. 

Factors  for  Effective 
Performance 

First,  the  general  auditor  must 
assess  the  factors  required  to  con¬ 
duct  these  activities  in  a  fully  ef¬ 
fective  manner.  Let  us  look  closely 
at  each  of  these  key  activities  and 
see  what  needs  to  be  done. 

Protect  the  bank’s  assets.  In 
order  for  the  audit  department  to  be 
effective  in  this  area,  several  ele¬ 
ments  are  critical.  First,  the  audit 
department  must  have  the  com¬ 
mitment  and  support  of  senior 
management.  Second,  there  must 
be  risk  assessment  to  focus  audit 
coverage.  Third,  an  adequate, 
qualified  staff  is  essential.  Fourth, 
strong  EDP  support  is  a  must. 
Fifth,  there  must  be  open  com¬ 
munication  with  line  managers. 
And  sixth,  departmental  standards 
and  review  procedures  must  be 
established. 

Anticipate  potential  problems. 
The  audit  department’s  success  at 
anticipating  potential  problems  will 
depend  on  whether  or  not  line 
managers  are  aware  of  audit’s  role 
and  the  support  of  senior  manage¬ 
ment.  A  process  to  continually 
monitor  risk  areas  must  be  estab¬ 
lished  and  proactive  auditing  tech¬ 
niques  must  be  adopted.  Along 
with  these  elements,  the  audit  de¬ 
partment  must  be  staffed  by  indi¬ 
viduals  who  have  a  good  working 
knowledge  of  banking.  Further, 
bank  management  must  be  com¬ 
mitted  to  the  idea  of  notifying  audit 
of  all  new  products  and  systems. 

Conduct  operational  audits.  In 


order  to  conduct  operational  audits 
effectively,  audit’s  new  role  must 
be  communicated  to  all  managers, 
and  the  support  of  senior  manage¬ 
ment  must  be  forthcoming.  Our 
audit  staff  members  must  have  the 
requisite  knowledge  to  perform 
well  and  must  recognize  their  re¬ 
sponsibility  to  do  more  than  finan¬ 
cial  auditing.  Finally,  effectiveness 
in  this  area  will  depend  on  audit’s 
continuing  involvement  and  com¬ 
munication  with  line  managers. 

Measuring  Current  Performance 
vs.  Need  for  Improvement 

Having  decided  what  is  essential 
for  effective  performance,  our  gen¬ 
eral  auditor  must  assess  how  his 
department  currently  measures  up 
vis-d-vis  the  factors  we  have  just 
outlined  as  areas  for  improvement. 

Protect  the  bank’s  assets.  Tra¬ 
ditionally,  the  primary  emphasis  of 
the  audit  department  has  been  on 
traditional  financial/compliance 
auditing,  and,  in  the  case  of  our 
hypothetical  bank,  overall  perfor¬ 
mance  is  on  a  par  with  most  banks. 
While  the  commitment  and  support 
of  senior  management  has  been 
good,  more  will  be  needed  in  order 
to  implement  audit’s  expanded 
role. 

Another  critical  element  in  our 
auditor’s  plan  for  protecting  our 
bank’s  assets  is  the  improvement  of 
the  quality  of  the  audit  staff,  which 
has  just  started.  Past  training  pro¬ 
grams  have  been  ineffective  and 
will  need  to  be  revised  in  order  to 
improve  performance.  Our  auditor 
recommends  that  a  majority  of  the 
department’s  personnel  attain 
professional  designation  (Char¬ 
tered  Bank  Auditor,  for  example). 

Up  to  now,  there  has  been  little 
coordination  of  EDP  audit  with 
other  audit  groups.  While  com¬ 
munication  with  some  departments 
has  been  good,  overall  improve¬ 
ments  still  need  to  be  made. 

To  achieve  fully  effective  per¬ 
formance,  planning  efforts  have  to 
be  increased,  and  realistic  mea¬ 


surement  standards  developed. 

Finally,  our  auditor  suggests  that 
a  risk  assessment  process  be  put  in 
place. 

Anticipate  potential  problems. 
To  date,  no  efforts  have  been  made 
by  our  audit  department  to  antici¬ 
pate  risks;  rather,  all  audit  work 
has  focused  on  historical  discov¬ 
ery.  To  be  fully  effective  in  its  new 
program,  audit  must  make  sure  line 
management  is  aware  of  its 
changed  role. 

A  process  must  be  established 
for  identifying  and  monitoring  risk 
areas  throughout  the  bank  on  an 
ongoing  basis. 

The  new  auditor’s  staff  must  re¬ 
ceive  additional  training  to  be  bet¬ 
ter  equipped  to  identify  areas 
needing  monitoring. 

Last,  a  formal  process  for 
notifying  audit  of  new  systems 
and/or  products  needs  to  be  estab¬ 
lished  so  that  audit  can  become  in¬ 
volved  earlier. 

Conduct  operational  audits. 
Very  little  emphasis  has  been 
placed  in  this  area,  and  the  entire 
concept  of  operational  auditing  will 
need  to  be  introduced  to  both  the 
staff  and  line  management.  For  it  to 
work,  communication  between  line 
and  audit  will  need  to  be  improved, 
and  any  recommendations  must  be 
made  in  a  “team  format.”  The 
audit  staffs  knowledge  of  banking 
must  be  increased  to  ensure  that 
reasonable  recommendations  are 
made. 

The  staff  must  be  trained  in  op¬ 
erational  audit  techniques,  and  ob¬ 
jectives  must  be  written  to  stress 
the  importance  of  operational  au¬ 
diting.  Training  will  also  be  man¬ 
datory  for  audit  managers  to  learn 
how  to  balance  operational  audit 
objectives  so  that  the  primary  goal 
of  protecting  the  bank’s  assets  is 
met. 

Initiatives  for  Success 

At  last,  our  general  auditor  is 
ready  to  develop  the  initiatives 
necessary  to  begin  moving  the 
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audit  department  from  where  it  is 
today  toward  the  goal  of  fully  ef¬ 
fective  performance.  He  has  de¬ 
cided  on  three  major  initiatives: 

■  Operational  audits  will  be 
performed  in  conjunction  with  fi¬ 
nancial  audits.  The  scope  of  an  op¬ 
erational  audit  would  involve  a  re¬ 
view  for  the  purpose  of  making 
suggestions  to  line  management  for 
possible  ways  to  reduce  excess 
controls,  streamline  procedures 
and  workflows,  enhance  systems 
and  improve  profitability.  An  oper- 
aJonal  audit  would  not  involve  in- 
depth  studies  and  analysis  work 
nor  work  measurement  techniques. 
Suggestions  for  possible  efficiency, 
profitability  and  quality  of  man¬ 
agement  information  improve¬ 
ments  would  be  for  the  benefit  of 
line  management  and  would  only 
be  reported  to  higher  levels  if  no 
consideration  were  given  to  signifi¬ 
cant  possible  improvements. 

■  To  provide  reasonable  assur¬ 
ance  that  potential  problems  are 
identified  and  resolved,  a  proactive 
audit  approach  will  be  established 
to  1)  identify  and  monitor  key  fi¬ 
nancial  and  managerial  reports,  2) 
develop  a  formalized  approach  for 
reviewing  risks  and  necessary 
controls  related  to  new  products 
and  related  system  needs  and  3)  in¬ 
crease  communications  with  line 
departments. 

■  Training  programs,  both 
internal  and  external,  will  be  im¬ 
plemented  to  address  operational 
auditing,  modern  audit  techniques 
(statistical  sampling  and  computer 
assisted  auditing)  and  auditing  of 
computers.  The  objective  is  to  en¬ 
sure  that  audit  department  person¬ 
nel  have  a  sufficient  degree  of  ex¬ 
pertise  and  banking  knowledge  to 
perform  effective  and  efficient  au¬ 
dits. 

Putting  the  Plan  to  Work 

Implementation  of  each  of  these 
initiatives  must  begin  within  one 
year  of  adopting  the  strategic  plan. 
To  perform  operational  audits,  the 


following  steps  must  be  im¬ 
plemented:  1)  Establish  a  task  force 
of  auditors  to  develop  an  opera¬ 
tional  audit  approach  and  pro¬ 
grams;  2)  test  the  approach  and 
programs  on  a  limited  number  of 
audits  as  soon  as  possible;  3) 
evaluate  the  approach  and  pro¬ 
gram;  4)  based  on  this  evaluation, 
finalize  detailed  approaches  and 
operational  audit  programs  and  5) 
include  operational  audit  ap¬ 
proaches  and  programs  in  future 
training  courses. 

A  proactive  audit  approach  will 
be  established  by  adopting  an¬ 
ticipatory  auditing  using  key  indi¬ 
cators.  This  anticipatory  and  highly 
responsive  auditing  approach  con¬ 
tinuously  monitors  the  conditions 
of  the  bank’s  activities  and  controls 
to  help  ensure  that  assets  are  pro¬ 
tected  and  losses  are  avoided.  A 
notification  system  will  be  estab¬ 
lished  to  make  audit  aware  of  new 
products  and  systems  so  they  can 
be  reviewed  by  audit  during  their 
development. 

All  audit  professional  staff  will 
receive  substantial  training  during 
the  first  year  of  the  plan.  These 
training  courses  will  be  designed 
specifically  for  our  bank.  Because 
of  the  immediate  need,  external  re¬ 
sources  will  be  used  to  assist  in  de¬ 
veloping  and  delivering  this  tai¬ 
lored  training.  In  the  future,  ad¬ 
vanced  training  will  be  provided  to 
all  audit  staff  on  an  ongoing  basis. 

By  using  the  process  just  out¬ 
lined,  our  general  auditor  has  been 
able  to  accomplish  several  things: 

■  A  clearly  defined  role  has 
been  established  for  audit. 

■  The  need  for  senior  manage¬ 
ment  support  has  been  established. 

■  A  clear  picture  of  where  audit 
stands  today  and  where  it  needs  to 
be  has  been  drawn. 

■  Specific  initiatives  have  been 
developed  in  order  to  support 
funding  necessary  for  audit  to  fulfill 
its  mission. 

■  Audit  personnel  are  now 
aware  of  the  changes  they  will  need 


to  make  and  how  they  will  make 
them. 

Summary 

If  the  audit  department’s  strate¬ 
gic  plan  is  to  be  effective,  it  must  be 
an  intrinsic  part  of  the  institution’s 
objectives.  The  challenge  is  to  take 
it  from  concept  to  practice.  As  the 
case  of  our  general  auditor  illus¬ 
trates,  this  can  be  accomplished  by 
following  five  basic  strategic  plan¬ 
ning  steps:  Formulate  mission 
statement,  identify  key  activities, 
assess  fully  effective  performance 
of  key  activities,  review  current 
performance  of  key  activities  and 
develop  initiatives. 

A  strategic  plan  should  direct  the 
activities  of  the  audit  department 
for  the  long  term.  However,  suffi¬ 
cient  flexibility  must  be  built  in  to 
allow  for  modifications  of  the  stra¬ 
tegic  plan  when  major  events  occur 
that  dictate  a  shift  in  emphasis 
since  the  plan  is  intended  to  pro¬ 
vide  guidance  in  developing  audit’s 
tactical  plans,  time  budgets  and  an¬ 
nual  audit  schedules. 

If  audit  departments  are  to  posi¬ 
tion  themselves  effectively  within 
banks,  they  must  not  surrender  the 
initiative.  Establishing  and  chang¬ 
ing  the  role  of  audit  should  occur  as 
the  result  of  a  strategic  planning 
process,  which  includes  the  Board 
of  Directors,  CEO  and  the  general 
auditor.  In  today’s  volatile  envi¬ 
ronment,  a  bank’s  success  depends 
on  new  products,  services  and 
markets,  but  it  must  also  involve  a 
proactive  audit  department.  ■ 


For  those  interested  in  audit 
procedures,  other  audit  issues 
are  discussed  in  Bank  Adminis¬ 
tration  Institute’s  new  publica¬ 
tion,  Anticipatory  Auditing 
Using  Key  Indicators  (No.  208). 
For  information,  contact  BAI’s 
Customer  Service  Center  at 
(800)  323-8552  (Illinois:  (800) 
942-8861.) 
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Want  to  clean  up  in  high  finance? 

The  TI 5310  Business  Manager 
removes  the  need  for  excess  paperwork. 


Clear  away  the  clutter  that  gets  in  the 
way  of  successful  finance  manage¬ 
ment  with  the  Tl  5310  Business 
Manager  from  Tocas  Instruments.  It’s 
the  unique  desktop  printer  display 
calculator  ideally  suited  to  the  bank¬ 
ing  and  financial  industries. 

Its  special  financial  function  keys 
perform  a  series  of  complicated 
mathematical  operations  with  just  a 
few  simple  keystrokes.  So  you  can 
do  without  annuity  and  compound 
interest  tables,  and  reduce  many  of  the 
hand-written  calculations  that  often 
slow  you  down. 

With  theTI  5  310  Business  Manager, 
you  can  clearly  and  immediately 
show  customers  the  advantages 
of  different  amortization 


©I986TI. 


schedules.  Or  analyze  cash  flow 
situations,  evaluate  bonds,  stocks,  cost 
of  capital,  annuities,  savings  accounts 
and  capital  budgeting  projects. 


Its  clear  12-digit  display,  flist-printing 
capability  and  comfortable, fiill-sized 
keypad  make  it  the  most  convenient 
office  tool  for  finding  the  answers  you 
need.  And  the  Tl  5310  Business 
Manager  comes  complete  with  a 
built-in  operational  reference  guide — 
positioned  at  your  fingertips  for  easy 
access  whenever  you  need  it. 

The  Tl  5310  Business  Manager 
from  Texas  Instruments.  By  giving  you 
the  flexibility  to  evaluate  mote  alter¬ 
natives  more  quickly,  it  helps  free  up 
your  time  for  more  important  decision¬ 
making...  and  that  can  really  help  you 
clean  up  in  the  financial 

Texas'^ 

Instruments 

Creating  useful  products 
and  services  for  you. 
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Fiandiisiiig  gives 

Not  long  ago,  few  people  con-  Franchising:  Best  of  both  worlds.  take  advantage  of  sophisticated  * 

sidered  the  idea  of  bank  franchising  As  a  First  Interstate  System  services  that  would  otherwise  be 

to  be  a  sweet  deal.  franchisee, you  continue  operating  too  costly. You  can  benefit  from 

But  today,  a  franchise  from  under  the  same  management  and  advanced  data  processing  services. 

First  Interstate  is  proving  itself  as  ownership. You  share  a  recogniz-  mortgage  banking,  discount  bro- 

a  way  for  banks  to  meet  growing  able,  highly  respected  name-one  kerage,  international  trading,  and 

competition  from  larger  banks  and  associated  with  over  $46  billion  in  much  more.  To  your  customers,  you 

other  financial  institutions.  And  the  assets  and  1,100  full-service  bank-  become  a  bank  that’s  local  but  far- 

advantages  of  joining  the  nation’s  ing  offices  in  15  states-while  reaching,friendly  but  strong,conser- 

second-largest  retail  banking  organ-  retaining  your  independence.  vative  but  innovative, 

ization  look  better  and  more  numer-  Specifically,  you  gain  oppor-  Franchising:  The  proven  alternative, 

ous  than  ever.  tunities  to  expand  diversify, and  We  laid  the  foundation  for 


; 


#■ 

s  you  just  desserts. 

*  franchising  in  1981  after  uniting  our  changing  its  name:  agreements. 

own  affiliates  in  11  western  states  ^  First  Interstate  Bank  of  Wis-  To  learn  more  about  our  fran- 

under  the  First  Interstate  name.  consin,  positioned  in  America’sdairy  chising  program,  call  John  Dean, 

Since  then, franchisees  have  heartland,  helped  our  trading  divi-  President,  First  Interstate  System, 

come  aboard  from  eight  states-  sion  arrange  the  sale  of  $1  million  Inc. ,  at  (21 3)  61 4-3043 .  He’ll  give  you 

Hawaii,  Alaska,  Montana,\\yoming,  worth  of  premium  cattle  to  a  the  scoop. 

Colorado, Wisconsin,New  Mexico,  rnajor  dairy  products cornpany 

and  Iowa.  These  operations  repre-  in  South  Itorea.The  bank 
sent  34  banks  with  113  offices  and  quickly  found  sellers  and 
$3 .8  billion  in  combined  assets.  established  itself  as  an 

Here’s  how  one  franchisee  orj^anization  that  could  handle 

bank  profited  immediately  after  complex  international  trade 

For  moro  infortnation,  circio  No.  40  on  Reodor  Sorvico  Cord 
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Data  Processing  Cost 
and  Performance 
in  Community  Banks 


By  Thomas  C.  Tucker 

Director,  Corporate  Services 
Banking  Research  and  Analysis  Group 
Bank  Administration  Institute 
Rolling  Meadows,  Illinois 


Data  processing  is  a  critical  re¬ 
source  for  today’s  financial  in¬ 
stitutions.  Appropriately  selected 
and  implemented,  data  processing 
systems  can  help  management  to 
reduce  operating  costs,  enhance 
customer  service  and  make  more 
infom.ed  decisions. 

But  finding  just  the  right  system 
is  not  easy.  If  you  are  considering  a 
new  system,  or  are  reevaluating  an 


existing  one,  there  are  at  least  four 
key  questions  you  should  examine: 

1)  Should  I  use  an  outside  com¬ 
puter  service  bureau  or  set  up  an 

in-house  computer  system?  ( 

2)  How  does  my  current  data 
processing  support  compare  with 
that  of  my  competitors? 

3)  Am  I  getting  better  or  worse 
performance? 

4)  Am  I  paying  more  or  less? 

Unfortunately,  this  type  of  in¬ 
formation  is  very  difficult  to  find  on 
your  own.  To  assist  financial  ser¬ 
vice  institutions  in  performing  cost 
and  performance  analysis.  Bank 
Administration  Institute  has  pub¬ 
lished  a  study  on  Data  Processing 
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HOW  WEIL  WILL  YOUR  BANK 
WEATHER  THE  STORM? 

Der^ulation  and  today’s  economy  continue  to  increase 
competition  between  institutions  and  open  up  competition 
from  outside  sources,  while  squeezing  margins  to  just 
pennies  per  dollar.  What’s  the  solution  to  bank  sun/ival  and 
growth  in  the  80’s? 

Information. 

Information  that  keeps  you  in  touch  with  the  impact  of 
past  decisions,  cument  conditions,  and  future  considerations. 
Information  that  allows  you  to  meet  and  beat  whatever 
competition  comes  abng.  Information  provided  by  an  m  in- 
house  computer  system. 

Contact  Information  Technology.  Inc.  for  the  solution  to 
the  challenges  you  face  today...and  tomorrow.  Find  out  why 
more  banks  are  turning  to  m  to  weather  the  storm. 


INFORMATION  T€CHNOLOGY  INC 

P.  O.  Box  2705  /  Lincoln.  NE  68502  /  (4|02)  423-2682 


For  more  information,  circio  No.  41  on  Reader  Service  Card 
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Cost  and  Performance  in  Commu¬ 
nity  Banks.  This  research  is  an 
update  of  the  Institute’s  1979  study 
on  the  same  topic.  Conducted  dur¬ 
ing  the  last  quarter  of  1984,  the  new 
study  clearly  reveals  the  changes 
that  have  occurred  during  the  past 
five  years  and  identifies  the  con¬ 
cerns  many  financial  institutions 
are  facing  in  their  data  processing 
decisions.  Those  institutions  that 
are  able  to  accurately  assess  their 
needs  and  the  needs  of  the  market¬ 
place  will  be  winners  in  the  data 
processing  services  area.  Follow¬ 
ing  are  some  of  the  most  important 
findings  in  the  study. 

Service  Bureaus  vs.  ln*House 
Computer  Systems 

Not  unexpectedly,  the  majority 
of  respondents  rely  on  purchased 
data  processing  services  from  a 
service  bureau.  Among  those  who 
purchase  their  services,  slightly 
under  one-third  submit  data  to,  and 
receive  reports  from,  their  service 
bureaus  by  the  use  of  remote  job 
entry  (RJE)  facilities.  The  majority, 
•i  /wever — the  remaining  two- 
thirds — submit  data  and  receive  re¬ 
ports  via  courier.  (Most  respon¬ 
dents,  regardless  of  whether  they 
use  an  in-house  system  or  a  service 
bureau  via  courier  or  RJE,  do  have 
on-line  inquiry  and  data  entry  ca¬ 
pabilities.)  The  percentage  using 
RJE  facilities  is  considerably 
higher  than  that  found  in  the  1979 
study.  Then,  less  than  8%  of  the  re¬ 
spondents  used  RJE. 

Regarding  the  use  of  in-house 
computers,  it  is  clear  in-house 
systems  are  not  limited  to  the  larger 
community  banks.  In  fact,  50%  of 
the  users  are  from  institutions 
having  under  $50  million  in  assets. 
(Figure  1  documents  that  in-house 
computer  systems  are  used  by  all 
asset-size  respondents,  e.g.,  15% 
of  the  respondents  were  under  $20 
million  in  assets  and  16%  of  the  in- 
house  systems  were  used  by  re¬ 
spondents  under  $20  million  in  as¬ 
sets.) 


Figure  1.  Users  of  the  In-House  Computer  Systems. 


Asset  Size 
(Millions  $) 

Under  20 
20 — Under  50 
50— Under  100 
100— Under  200 
200  and  Over 


Distribution 
All  Respondents 

15% 

38% 

32% 

12% 

3% 


Distribution 
In-House  Users 

16% 

.“>4% 

37% 

12% 

1% 


The  use  of  in-house  systems  by 
community  banks  is  not  a  recent 
phenomenon:  The  rate  of  installa¬ 
tion  over  the  past  few  years  has 
been  quite  consistent. 

■  19%  of  in-house  systems  were 
installed  for  one  year. 

■  An  additional  19%  were  in¬ 
stalled  for  two  years. 


■  An  additional  20%  were  in¬ 
stalled  for  three  years. 

■  42%  were  for  four  years  or 
more. 

Type  of  Service  Bureau  Used 

'' orrespondent  and  other  banks 
are  the  most  frequent  source  of  DP 
services  vj9%);  holding  companies, 
subsidiaries  and  cooperatives  are 


Figure  2:  Average  Monthly  DP  Cost. 


Cost  in 
Thousands 


Assets  in 
Millions  $ 
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THE  PANASONIC  1410  SERIES. 
ANYTHING  LESS  WOULD  BE  AGAMBLE. 


When  security  is  the  name  of  the  game',’  Vou 
want  the  odds  in  your  favor.  That’s  why  you 
need  the  performance  of  the  f^anasonic  1410 
Series  cameras. 

No  matter  what  you’re  watching,  all  1410 
Series  cameras  will  produce  the  kind  of  black*  . 
and  white  picture  you’ve  come  to  expect  from 
Panasonic.  .411  four  models  boast  resolution  of 
600  lines  and  aTdSdH  S/N  ratio.  All  have 
automatic  light  control,  ijdjustable  vertical 
phase  and  KS-170  sync. 

Our  two  Newvicon*  models,  the 


VVV-1460  (l^oy  AC)  and  the  WA’4464  (24V  AC ). 
are  so  sensitive  they  only  require  0.05  foot- 


candle  at  f  1.4.  Wdiile  our  two  Vidicon  models, 
the  VVV-1410  (120V  .AC)  and  the  \VV-1414 
(24  V  AC )  require  a  mere  0. 5  footcandle  at  f  1.4. 

For  easy  identification  of  each  camera,  the 
location  can  be  shown' on  the  monitor  when 


you  add  our  optional  camera  identification  1 
generator  board,  'fhere’s  also  a  variety  of 
optional  accessories  available  to  meet  a  wide 
range  of  system  requirements. 

'llie  Panasonic  1410  Series.  I'lie  odds-on 


favorite  for  high-quality  security. 

For  niore  information,  contact  your  near¬ 
est  Panasonic  Closed  Circuit  Video  Equipment'  • 
dealer  or  call  your  nearest  regional  office. 
Northeast:  (201)  348-7620 

Midwest:  (312)081-4826 

-  Southeast:  (404)  925-68;i5 

Southwest:  (214)  257-0763 

West:  (714)  895-7200 

\ 


Panasonic 

Industrial  Company 


Circle  No.  57,  Reader  Service  Card 


:  'S 


7 


\ 


second,  with  31%;  and  28%  of  the 
respondents  obtain  services  from 
nonbank,  independent  suppliers. 
The  smaller  asset-size  banks  show 
a  tendency  to  acquire  services  from 
correspondent  and  other  banks. 

Data  Processing  Costs 

The  study  base  is  divided  into 
five  asset  size  groups  to  show  data 
processing  costs.  For  service  bu¬ 
reau  users  operating  via  courier, 
monthly  costs  include  service  bu¬ 
reau  fees,  courier  costs,  control 
and  liaison  staff  expense,  forms 
and  supplies  and  miscellaneous. 
RJE  user  costs  include  service  bu¬ 
reau  fees,  plus  the  costs  of  operat¬ 
ing  the  RJE  center  (including  per¬ 
sonnel  costs,  supplies,  etc.).  In- 
house  computer  costs  encompass 
all  hardware  and  software  costs, 
including  maintenance,  personnel 
costs  for  operators,  programmers 
and  DP  management,  costs  of  aux¬ 
iliary  equipment  and  supplies  and 
data  processing  site  costs.  Average 
monthly  data  processing  costs  for 
each  of  the  three  acquisition  meth- 


Figure  3.  Unit  Application  Cost. 


Group 

Average 


Demand  Deposit 

Cost/Acct./Month  .647 

Cost/Transaction  .027 

Time  Deposit 

Cost/Acct./Month  .215 

CostTTransaction  .214 

Certificates  of  Deposit 
Cost/Acct./Month  .256 

Installment  Loans 

Cost/Acct./Month  .440 

Mortgage  Loan 

Cost/Acct./Month  .660 

Commercial  Loan 

Cost/Acct./Montti  .689 

Proof  and  Transit 

Cost/Item  .028 


NOTE:  The  full  report  further  breaks  ac¬ 
count  and  transaction  costs  by  re¬ 
spondent  asset  size. 


Figure  4.  Service  Performance  Ratings 


Batch/Courier  R4E 


In-House 


Poor  =  0% 


ods,  plotted  by  the  five  asset  size 
groups,  are  shown  in  Figure  2. 

Costs  per  account  and  per  trans¬ 
action  for  major  applications  are 
also  calculated  for  the  five  asset 
size  groups.  Per  account  and  trans¬ 
action  costs  are  displayed  in  Figure 
3.  These  costs  are  only  for  service 
bureau  users  and  are  based  on  the 
fees  charged  by  the  service  bureau 
for  the  application,  divided  by  the 
number  of  accounts  or  transactions 
per  month.  Unit  costs  are  not  cal¬ 
culated  for  in-house  data  process¬ 
ing  systems  since  the  respondents 
with  in-house  systems  were  not 
asked  to  distribute  data  processing 
costs  by  application. 

Service  Performance 

Performance  is  analyzed  from 
two  standpoints:  How  respondents 
judge  the  importance  of  25  quality 
factors,  and  how  respondents  rate 
the  supplier  overall  and  on  each  of 
the  25  factors.  Other  specific  per¬ 
formance  criteria,  such  as  how 
often  reports  are  late  (and  how 
late),  are  also  measured. 


Respondents  feel  the  five  most 
important  factors  in  determining 
performance  are: 

■  Timely  and  accurate  daily  op¬ 
erations. 

■  The  system  meets  basic  ac¬ 
counting  needs  (meeting  manage¬ 
ment  information  needs  tied  for 
ninth  place). 

■  Recovery  plan  for  data  loss. 

■  Security  of  confidential  data. 

■  Exception/control  reports. 

It  is  apparent  respondents  using 
in-house  systems  rate  their  service 
much  higher  than  those  using  ser¬ 
vice  bureaus.  Figure  4  summarizes 
how  the  respondents  rate  the  over¬ 
all  performance  of  their  service 
suppliers. 

Trends  in  Data  Processing 
Service  Acquisition 

Changes  in  data  processing  ser¬ 
vice  acquisition  should  accelerate. 
This  prediction  is  backed  by  sev¬ 
eral  recent  events.  During  the  last 
five  years,  for  example,  157  of  the 
respondents  changed  service  bu¬ 
reaus.  Of  the  total  number  of  re- 
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Are  you  earning  the  best  return  on 
equity  with  your  capital? 


If  not,  join  the  crowd. 

Because  in  today's  turbulent 
business  environment,  many  fi¬ 
nancial  institutions  like  yours  are 
trying  to  increase  earnings  while 
meeting  a  wide  range  of  potentiedly 
crippling  demands. 

On  one  hand,  you’ve  got  to 
keep  your  base  capital  earning.  But 
to  stay  profitable,  you  need  new 
equipment  to  increase  productivity 
and  provide  essential  customer 
services. 

However,  purchasing  non- 
eeirning,  depreciating  assets  pre¬ 
vents  you  from  achieving  the  return 
on  equity  needed  for  continued 


growth.  And  a  reduced  capital 
base  could  result  in  a  capited  ade¬ 
quacy  problem,  as  well. 

The  solution? 

Parker  North  American  Corpora¬ 
tion.  At  PNA,  we  specialize  in  leas¬ 
ing  bank  equipment  to  institutions 
just  like  yours. 

We  can  show  you  how  to  get 
the  equipment  you  need.  Without 
tying  up  your  capital.  And  without 
locking  yourself  into  equipment 
that's  obsolete  before  it’s  paid  for. 

Which  is  why  you  should  turn 
to  PNA  for  edl  your  b£mk  equipment 
needs.  From  leasing  computers 
and  phone  systems,  lb  ATMs  and 


office  furniture. 

After  eiU,  our  PNA  Total  Lease 
Program  “  lets  you  enjoy  the  bene¬ 
fits  of  owning  bank  equipment. 
With  none  of  the  shortcomings  of 
ownership. 

So  increase  your  return  on 
equity  by  investing  a  little  time 
with  a  PNA  representative.  Just 
call  any  one  of  our  ten  offices 
nationwide.  And  help  your  capited 
gain  the  return  it  deserves. 

^PNA 

Capitalism  Redefined.™ 


Parker  North  American  Corporation  •  840  Newport  Center  Drive,  Newport  Beach,  CA  92660  •  (714)  760-0131 
Atlanta  (404)  952-6469  •  Boston  (617)  423-9066  •  Dallas  (214)  239-7658  •  Denver  (303)  292-3630 
Hartford  (203)  275-6520  •  New  Jersey  (201)  592-8936  •  Northern  New  England  (603)  880-7220 
San  Francisco  (415)  938-6440  •  Seattle  (206)  628-4814 

For  more  information,  circie  No.  43  on  Reader  Service  Card 
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Who  Was  Included  in  the  Survey? 

The  Data  Procassing  Cost  and  Performance  In  Community  Banks 
study  is  based  on  survey  responses  from  582  financial  institutions  na¬ 
tionwide.  Ninety-one  percent  of  the  respondents  are  commercial  banks, 
with  the  remaining  respondents  split  between  savings  banks  and  savings 
and  loan  institutions.  Almost  all  of  the  respondents,  97%,  are  under  $200 
million  in  asset  size. 


spondents,  199  expect  to  change 
service  bureaus  in  the  future,  and 
151  expect  to  change  in  less  than 
three  years.  Seventy-six  service 
bureau  users  expect  to  change  to 
in-house  systems.  Significantly, 
however,  only  four  respondents 
currently  using  in-house  systems 
expect  to  change  to  a  service  bu¬ 
reau. 

Although  in-house  systems 
clearly  receive  higher  satisfaction 
ratings  than  purchased  services,  it 
is  important  to  remember  who  fills 
out  the  DP  survey  forms.  In  a  bank 
using  a  service  bureau,  the  user  or 
DP  liaison  person  will.  By  contrast, 
in  the  bank  with  an  in-house  sys¬ 
tem,  the  person  who  installs  and 
manages  the  computer  system 


probably  has  some,  or  a  great  deal, 
of  input  into  survey  responses.  The 
latter  obviously  has  a  somewhat 
different  perspective  than  the 
former,  and  this  may  contribute  in 
part  to  the  higher  ratings  for  in- 
house  systems.  It  should  be  noted, 
however,  that  built-in  objective 
measures  in  BAI’s  study  (e.g.,  how 
often  reports  are  late  and  how  late, 
and  the  frequency  of  on-line  out¬ 
ages),  plus  the  fact  that  only  four 
in-house  users  plan  to  convert  to  a 
service  bureau,  definitely  support 
the  higher  satisfaction  ratings  given 
in-house  systems. 

Despite  the  success  and  satisfac¬ 
tion  respondents  indicate  with  in- 
house  systems,  the  study  does  not 
predict  an  acceleration,  or  even  a 


continuation,  in  the  rate  of  in-house 
installations.  Eighty-two  respon¬ 
dents  installed  in-house  systems  in 
the  last  three  years,  but  only  76  re¬ 
spondents  said  they  would  install 
in-house  systems  in  the  future. 
Some  bankers  simply  may  not  wish 
to  undertake  the  efforts  involved 
with  installing  and  managing  a  data 
processing  system;  they  would 
rather  concerstrate  on  banking 
problems.  This  group  probably  will 
prefer  to  continue  to  purchase  ser¬ 
vices  as  long  as  service  is  satisfac¬ 
tory  and  the  price  is  reasonable. 

In  the  1979  BAI  study,  10%  of 
the  respondents  obtained  DP  ser¬ 
vices  from  co-ops.  In  the  current 
study,  holding  companies,  subsid¬ 
iaries  and  co-ops  serve  31%  of  the 
respondents  (co-ops  alone  slightly 
over  5%).  Nonbank  independent 
suppliers  lost  slightly  more  market 
share  than  did  correspondent  banks 
or  other  banks.  It  appears  that,  as 
acquisitions  occur,  and  as  lead 
banks  form  families  of  affiliates, 
DP  services  migrate  to  facilities  as¬ 
sociated  in  some  fashion  with  the 
lead  bank.  While  this  cannot  be 
supported  per  se  by  the  survey 
data,  it  would  seem  logical  that  the 
very  substantial  market  share  now 
served  by  holding  companies  and 
subsidiaries  is,  to  a  considerable 
extent,  due  to  acquisition  and  the 
formation  of  affiliations.  It  also 
seems  logical  that  this  trend  will 
continue. 

Complete  Study 

The  Data  Processing  Costs  and 
Performance  in  Community 
Banks  study  was  published  in 
January,  1986.  The  study  presents 
the  complete  data  on  subjects  dis¬ 
cussed  in  this  article  and  also  cov¬ 
ers  many  additional  topics  not  dis¬ 
cussed.  The  complete  study  may  be 
obtained  by  calling  the  Institute's 
Customer  Service  Center  at  800/ 
323-8552  (in  Illinois,  call  800/942- 
8861).  The  study  cost  is  $36.00  for 
Institute  members  and  $54.00  for 
nonmembers.  ■ 


Study  Highlights 

■  25%  of  survey  respondents  now  use  in-house  computers. 

■  In-house  computers  are  used  by  all  asset-size  institutions. 

■  The  installation  rate  of  in-house  computers  has  been  consistent  over 
the  last  three  years. 

■  Respondents  with  in-house  computers  rate  their  performance  the 
highest. 

■  RJE  usage  has  increased  substantially  in  the  last  five  years. 

■  Using  a  service  bureau  via  courier  (this  does  not  preclude  use  of  on¬ 
line  inquiry  or  data  entry)  generally  is  the  least  costly  DP  approach. 

■  Correspondent  banks  and  other  banks  have  the  largest  (39%)  seg¬ 
ment  of  the  market;  holding  companies,  subsidiaries  and  co-ops  are 
second,  with  31%;  nonbank  independents  have  28%. 

■  The  two  features  respondents  most  often  want  (but  don’t  have)  are  mi¬ 
crocomputer  interface  to  the  central  computer  and  customer  profitabil¬ 
ity  analysis. 

■  Users  are  very  strong  on  on-line  capabilities;  84%  said  on-line  was 
much  better  than  batch. 

■  The  number  one  reason  firrns  change  suppliers  is  for  better  system 
features. 
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Inflation 
Accounting 
for  Banks 


By  R.  K.  Mautz 

Professor  of  Accounting 

And  James  S.  Reece 

Professor  of  Corporate  Strategy  and  Operations 
Management 
University  of  Michigan 
Ann  Arbor,  Michigan 


Although  inflation  has  at  least  temporarily  dropped 
below  double-digit  rates,  the  issue  of  how  to  re¬ 
port  in  financial  statements  the  impact  of  inflation  on  a 
bank’s  financial  performance  and  current  condition 
remains  unresolved.  What,  if  any,  inflation-related  fi¬ 
nancial  information  should  a  bank  report  to  its 
shareholders  in  order  that  the  recent  impact  of  infla¬ 
tion  can  be  perceived  and  possible  future  impacts  can 
be  predicted?  How  well  do  the  reporting  procedures 
that  the  Financial  Accounting  Standards  Board 
(FASB)  currently  requires  of  America’s  larger  banks 
meet  financial  statement  users’  information  needs  with 
respect  to  inflation-related  disclosures?  What  might  be 
the  implications  for  banks  if  these  FASB  requirements 
are  extended  to  all  banks? 

It  is  important  to  consider  these  issues  now  because 
1)  renewed  higher  inflation  rates  are  a  distinct  possi¬ 
bility  and  2)  the  FASB  is  currently  evaluating  the  im¬ 
plications  of  its  five-year  “experiment”  with  inflation 


accounting  for  large  firms,  including  banks.  Let  us  dis¬ 
cuss  these  issues  after  first  briefly  tracing  the  back¬ 
ground  of  inflation  accounting  as  it  pertains  to  the 
banking  industry. 

Background 

The  banking  industry’s  first  organized  position  on 
inflation  accounting  was  a  reaction  to  the  early  stages 
of  the  FASB’s  conceptual  framework  project.  The 
Inter-Association  Committee  on  Bank  Accounting 
(lACBA)  prepared  a  report  in  which  it  urged  retention 
of  the  conventional  (often-called  “historical  cost”)  ac¬ 
counting  measurement  basis,  and  in  which  it  declared 
that  “general  purchasing  power  (also  called  “constant 
dollar”)  information  is  neither  necessary  nor  desirable 
for  the  presentation  of  bank  financial  statements  or  as 
supplemental  data.”‘ 

The  banking  industry  again  presented  its  views  on 
inflation  accounting  in  the  formative  stages  of  FASB 
Statement  No.  33.  Recognizing  that  different  inflation 
accounting  standards  might  be  appropriate  for  certain 
“specialized”  industries,  the  FASB  formed  several 
special  industry  task  groups  to  consider  the  matter, 
including  one  for  banking.  This  FASB  Banking  Task 
Group  recommended  to  the  FASB  that,  because  of  the 


’  lACBA,  The  Banking  Industry  and  the  Conceptual  Framework  for 
Accounting  and  Reporting,  April  1978,  p.  2  (emphasis  added). 
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relative  insignificance  of  a  bank’s  nonmonetary  as¬ 
sets,  the  effect  of  inflation  on  a  bank’s  net  monetary 
items  should  be  computed  based  on  net  assets  (i.e., 
assets  minus  liabilities),  thus  in  effect  treating  all  of  a 
bank’s  assets  and  liabilities  as  monetary  items.*  In  its 
final  statement,  the  FASB  dismissed  this  recommen¬ 
dation.®  As  a  result,  the  requirements  of  SFAS-33 
were  applied  to  the  applicable  banks  (those  with  assets 
over  $1  billion)  without  regard  to  any  special  charac¬ 
teristics  of  a  bank — including  its  high  proportion  of 
monetary  assets  to  total  assets — that  might  well  call 
for  different  inflation  accounting  standards. 

SFAS-33  Disclosures 

For  manufacturing  and  merchandising  firms,  infla¬ 
tion  accounting  adjustments  generally  result  in  signifi¬ 
cant  increases  in  the  amounts  for  cost  of  sales  and 
depreciation  expense,  thus  significantly  reducing 
operating  income  below  its  amount  as  calculated  under 
conventional  accounting.  For  banks,  however,  the  ab¬ 
sence  of  inventories  and  the  relatively  small  amount  of 
depreciable  assets  (as  a  portion  of  total  assets)  mean 
that  inflation-adjusted  operating  income  does  not  differ 
significantly  from  the  amount  reported  by  conven¬ 
tional  accounting.  Rather,  the  SFAS-33  disclosure  re¬ 
quirement  that  is  by  far  the  most  significant  for  banks 
is  the  so-called  “purchasing  power  gain  or  loss  on  net 
monetary  items. The  typical  bank  consistently  has 
an  excess  of  monetary  assets  over  monetary  liabilities. 
As  a  result,  a  bank  has  an  indicated  purchasing  power 
loss  during  a  period  of  inflation.®  During  periods  of 
double-digit  inflation,  this  loss  can  be  as  great  as  half 
of  the  bank’s  operating  income  as  reported  under  con¬ 
ventional  accounting. 

If  this  loss  is  disclosed  in  conjunction  with  the  re¬ 
porting  of  operating  income,  the  following  question 
naturally  arises:  Should  this  purchasing  power  loss  be 
combined  with  the  amount  of  a  bank’s  operating  in¬ 
come  to  arrive  at  a  “true’’  net  income  figure?  We  have 
given  the  question  extensive  thought  in  the  course  of 
our  research  and  concluded  that  the  answer  should  be 
a  firm  “No!’’  One  illustration  of  why  we  reached  that 
conclusion  was  suggested  by  an  experienced  bank 
executive.  Consider  the  bank  balance  sheet  shown  in 
Figure  la. 


*  FASB  Banking  Task  Group,  Interim  Report  on  FASB  Exposure 
Drafts:  “Financial  Reporting  and  Changing  Prices"  and  “Distant 
Dollar  Accounting"  (May  31, 1979). 

®  FASB,  Statement  of  Financial  Accounting  Standards  No.  33  (Sept. 
1979)  par.  170.  (This  statement  will  be  referred  to  simply  as 
SFAS-33.) 

*  This  is  the  term  used  throughout  SFAS-33. 

®  For  a  bank,  essentially  all  liabilities  are  monetary  items  and  all  of  its 
major  assets  are  monetary.  (The  nonmonetary  assets  are  land, 
premises,  equipment,  other  real  estate  owned,  goodwill  and  trading 
account  securities.) 


Figure  la.  Purchasing  Power  Loss  When 
Combined  with  Operating  Income. 

SOME  BANK 

Balance  Sheet  as  of  Jan.  1, 19x1 

Monetary  assets  $  980,000  Liabilities  $  900,000 
Nonmonetary  assets  20,000  Owners’  equity  100,000 
$1,000,000  $1,000,000 


Assume  the  following: 

1 )  The  bank  earns  $1 2,000  in  1 9x1 ,  a  rate  of  1 .2%  on  its  assets. 

2)  The  bank  pays  a  dividend  at  year  end  of  $9,000. 

3)  The  inflation  rate  during  19x1  was  10%. 

4)  All  liabilities  are  monetary. 


Figure  1b. 

Net  income  $12,000 

Less: 

Dividend  $9,000 

Purchasing  power  loss  8,000  17,000 

Decrease  In  owners’  equity  $(5,000) 


With  a  net  monetary  asset  position  of  $80,000 
($980,000  -  $900,000)  and  an  inflation  rate  of  10%,  the 
bank’s  purchasing  power  loss  during  19x1  was  $8,000 
($80,0(X)  X  10%).  If  a  purchasing  power  loss  were 
equivalent  to  other  losses  recognized  by  conventional 
accounting,  then  the  year’s  results  could  be  sum¬ 
marized  as  shown  in  Figure  lb. 

This  result  suggests  that  the  bank’s  payment  of  a 
$9,000  dividend  constituted  a  partial  liquidation  of  the 
owners’  equity — a  result  that,  if  continued  during  fu¬ 
ture  periods  of  inflation,  should  cause  the  bank  ulti¬ 
mately  to  liquidate  itself. 

The  actual  facts,  however,  are  different.  It  is  true 
that  the  bank  has  experienced  a  reduction  in  the  pur¬ 
chasing  power  of  its  assets.  But  it  now  has  $1,003,000 
($1,000,000  -F  $12,{XX)  -  $9,000)  with  which  to  con¬ 
tinue  its  operations,  an  increase  rather  than  a  decrease 
in  the  dollar  quantity  of  assets  held.  If  the  bank’s  per¬ 
formance,  its  dividend  payout  policy  and  the  rate  of 
inflation  all  continue  as  in  19x1,  then  the  total  assets  of 
the  bank  will  continue  to  increase  in  dollar  amount  and 
the  bank  will  continue  to  operate. 

This  example  encouraged  us  to  explore  the  nature  of 
purchasing  power  gains  and  losses  in  ways  that  we  had 
not  seen  elsewhere.  Our  efforts  to  understand  the  na¬ 
ture  and  effect  of  price-level  changes  on  a  bank’s 
transactions  led  us  to  develop  an  analytical  approach 
that  we  refer  to  as  “sequential  transaction  analysis.’’ 
It  consists  of  a  series  of  simplified  cases  designed  to 
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reduce  to  essentials  the  transactions  involving  the  in¬ 
currence  and  payment  of  debt,  so  that  the  effect  of 
inflation  on  the  results  and  relationships  of  such  trans¬ 
actions  is  clearly  evident.  Each  case  is  analyzed  both 
in  terms  of  conventional  accounting  and  in  terms  of  the 
influence  of  inflation  on  the  purchasing  power  of  the 
monetary  assets  or  liabilities  involved  in  the  transac¬ 
tions. 

It  is  beyond  the  scope  of  this  article  to  include  this 
analysis,  which  will  be  reported  elsewhere.®  Among 
the  conclusions  derived  from  the  analysis  are  two  that 
seem  especially  pertinent  here: 

1)  Purchasing  power  losses  differ  in  nature,  and  in 
their  impact  on  the  entity  bearing  them,  from  the  kinds 
of  losses  now  recognized  by  conventional  accounting. 

2)  The  recognition  of  purchasing  power  losses  pre¬ 
sents  a  problem  to  conventional  accounting  because  the 
monetary  asset  subject  to  the  purchasing  power  loss 
would  be  stated  at  an  incorrect  amount  if  it  were  writ¬ 
ten  down  by  the  amount  of  the  loss. 

We  therefore  feel  that  any  accounting  requirement 
that  involves  reporting  purchasing  power  gains  or  loss¬ 
es  in  the  same  statement  or  table  as  operating  income, 
thereby  implicitly  inviting  the  reader  to  combine  the 
two  amounts,  is  an  ill-advised  requirement.^  Because 
SFAS-33  does  require  such  joint  reporting  of  operating 
income  and  purchasing  power  gains  or  losses,  and  be¬ 
cause  the  purchasing  power  loss  for  a  bank  can  be  so 
large  relative  to  its  operating  income,  we  are  very  con¬ 
cerned  about  any  possibility  that  SFAS-33  might  come 
to  be  applied  to  all  banks,  irrespective  of  their  size.® 

Implications  for  Management 

There  are  those  who  argue  that  sophisticated  securi¬ 
ties  analysts  will  not  misunderstand  the  differing  na¬ 


ture  of  operating  losses  and  purchasing  power  losses, 
and  therefore  the  above-stated  concern  is  not  impor¬ 
tant.  We  would  disagree  with  this  contention,  for  two 
reasons.  First,  as  a  group,  sophisticated  securities 
analysts  concern  themselves  with  the  financial  state¬ 
ments  of  only  the  very  largest  U.S.  banks,  comprising 
only  about  1%  of  the  total  number  of  U.S.  banks.  Sec¬ 
ond,  banks’  (and  other  firms’)  managements  rightly 
concern  themselves  with  any  reporting  requirement 
that  might  reduce  their  firms’  reported  income,  iire- 
spective  of  their  judgments  as  to  the  level  of  sophisti¬ 
cation  of  securities  analysts.®  Thus,  one  must  ask  what 
actions  bank  managers  might  take  to  reduce  (or  elimi¬ 
nate)  a  reported  purchasing  power  loss,  given  the  con¬ 
cern  that  at  least  some  users  of  financial  statements 
might  combine  such  loss  amounts  with  conventional 
accounting  net  income. 

“Loss  Avoidance” 

For  many  banks,  the  net  monetary  asset  position  is 
only  about  2%-3%  of  total  assets.  Thus,  a  bank  with, 
say,  $500  million  in  assets  could  eliminate  its  purchas¬ 
ing  power  loss  by  converting  $10-15  million  of  mone¬ 
tary  assets  into  trading  account  securities,  or  by  add¬ 
ing  $10-15  million  of  liabilities.  Although  these  ac¬ 
tions  are  probably  feasible,  they  may  not  be  wise.  A 
bank  does  not  well  serve  any  of  its  constituencies  by 
decreasing  its  liquidity  or  increasing  its  leverage  for 
the  sole  purpose  of  manipulating  an  accounting 
number. 

An  accounting  requirement  that  could  cause  bank 
management  to  alter  otherwise  sound  asset  and  liabil¬ 
ity  management  practices  can  hardly  be  regarded  as  a 
well-conceived  requirement.  We  therefore  urge  that 
banks  not  be  required  to  report  purchasing  power 
gains  or  losses  in  conjunction  with  reported  earnings 
figures. 


^  Mautz  and  Reece,  “Purchasing  Power  Gains  and  Losses  and  Ac¬ 
counting  Recognition,”  forthcoming. 

’’  At  one  point  in  SFAS-33  (par.  1 55),  the  FASB  went  so  far  as  to  state 
that  their  arguments  “suggest  that  there  is  a  case  for  including  the 
purchasing  power  gain  or  loss  on  net  monetary  items  in  the  com¬ 
putation  of  income  from  continuing  operations.”  We  strongly  dis¬ 
agree  that  any  such  suggestion  is  appropriate. 

*  The  application  of  an  accounting  standard  contingent  upon  a  firm's 
size  is  essentially  unique  to  SFAS-33.  We  view  this  unusual  con¬ 
tingency  as  an  attempt  by  the  FASB  to  limit  participation  in  the 
SFAS-33  “experiment”  only  to  those  firms  that  could  most  easily 
afford  to  take  part.  We  expect  that  any  future  nonexperimental 
inflation  accounting  standard  will  not  include  such  a  size  criterion 
for  its  applicability. 

*  The  chief  financial  officer  of  one  of  the  largest  U.S.  banks  told  us 
that,  at  present,  the  holding  loss  reported  under  SFAS-33  is  essen¬ 
tially  ignored  by  bank  management,  but  that  this  certainly  would  not 
be  the  case  if  the  loss  were  included  in  the  calculation  of  net  in¬ 
come. 
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Figure  2a.  Historical  Dividend  and  Price  Share 
Data. 
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Figure  2b.  Historical  Data  and  Price  Share  Data 
Adjusted  for  Inflation.  (C$  stands  for  constant 
dollars.) 
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’  This  is,  in  fact,  a  rescaling  of  the  Consumer  Price  Index  for 
1979-83,  the  first  five  years  of  SFAS-33  applicability. 

Useful  Disclosures 

We  are  not  entirely  negative  about  SFAS-33  as  it 
applies  to  the  banking  industry.  For  example, 
SFAS-33  requires  the  reporting  of  net  assets  (i.e., 
owners’  equity  or  “book  value”)  for  the  most  recent 
five  years  in  inflation-adjusted  terms.  Because  of  the 
monetary  nature  of  a  bank’s  assets  and  liabilities,  the 
reported  book  value  for  a  bank  is  probably  a  more 
meaningful  estimate  of  the  worth  of  the  owners’  equity 
than  it  is  for  a  manufacturing  or  merchandising  firm. 

Even  more  useful  to  a  bank’s  shareholders,  we  feel, 
are  inflation-adjusted  disclosures  of  historical  dividend 
and  share  price  data.  Consider,  for  example,  the 
hypothetical  bank  data  (per  share)  in  Figure  2a. 

The  question  is,  how  good  a  hedge  against  inflation 
has  a  shareholder’s  investment  in  this  bank  been?  Al¬ 
though  both  dividends  and  stock  price  show  a  rising 
trend,  there  is  no  way  to  tell  whether  the  shareholder’s 
investment  has  outpaced  inflation. 

The  answer  becomes  clear  when  the  data  in  Figure 
2a  are  supplemented  as  shown  in  Figure  2b. 

It  is  now  evident  that  both  the  dividend  stream  and 
the  liquidation  value  of  the  stock  have  remained  con¬ 
stant  in  “real”  (purchasing  power)  terms.  The 
shareholder,  during  this  five-year  period,  thus  has 
earned  a  positive  real  return  while  also  maintaining  the 
real  value  of  the  return-producing  investment.  (Many 
companies’  shareholders  could  not  make  that  state¬ 
ment  in  recent  years!)  Although  it  may  be  argued  that  a 


general  price  index  is  not  meaningful  for  adjusting  a 
bank’s  operating  income  numbers  for  inflation,  we  feel 
that  a  general  index  such  as  the  CPI  is  useful  from  the 
shareholder’s  standpoint  in  evaluating  whether  an  in¬ 
vestment  in  the  bank’s  shares  has  been  a  good  hedge 
against  inflation. 

There  are,  of  course,  other  useful  disclosures  to  help 
an  investor  understand  the  impact  of  inflation  on  a 
bank  and,  more  important,  how  well  the  bank  has  po¬ 
sitioned  itself  for  future  inflation.  These  disclosures 
include  data  on  the  mix  of  assets  and  liabilities,  both  as 
to  type,  maturity  and  geographical  and  industry  con¬ 
centrations.  Also,  interest  rate  sensitivity  of  loans, 
details  on  demand  and  time  deposits  that  will  reveal 
the  amount  of  “core”  deposits,  earnings  matched  with 
various  asset  categories,  commitments  to  extend  fu¬ 
ture  credit,  details  on  nonperforming  assets — all  these 
items  and  others  can  be  helpful  to  the  knowledgeable 
investor  who  is  trying  to  contemplate  the  impact  of 
inflation  (and  other  environmental  factors)  on  the  fu¬ 
ture  condition  and  performance  of  a  bank.  As  a  practi¬ 
cal  matter,  however,  most  nonmanagement  sharehold¬ 
ers  in  the  majority  of  U.S.  banks  are  probably  not  able 
to  make  good  use  of  s'lch  data,  and  the  cost  of  report¬ 
ing  the  data  is  therefore  probably  not  justified  for  most 
banks.  Nevertheless,  the  shareholders  in  these  banks 
could,  we  believe,  understand  the  inflation-adjusted 
dividend  and  stock  price  data  described  above. 

Summary 

So-called  purchasing  power  losses  on  net  monetary 
assets  held  by  a  bank  are  not  of  the  same  nature  as  the 
losses  now  included  in  the  calculation  of  net  income 
under  conventional  accounting.  Purchasing  power  loss¬ 
es  therefore  should  not  be  reported  in  a  manner  that 
suggests  that  they  should  be  combined  with  operating 
income  to  arrive  at  a  “true”  net  income  figure.  We  feel 
that  the  current  SFAS-33  requirements  implicitly  in¬ 
vite  financial  statement  users  to  make  this  misleading 
calculation  of  the  combined  amounts. 

Worse,  if  the  FASB  were  to  require  including  pur¬ 
chasing  power  losses  in  the  calculation  of  a  bank’s  net 
income,  bank  management  could  be  motivated  to  take 
liquidity-decreasing  or  leverage-increasing  actions  that 
would  improve  reported  net  income  but  which  possi¬ 
bly  would  harm  the  bank’s  financial  soundness. 

Therefore,  any  future  inflation  accounting  reporting 
standard  for  banks  should  not  require  disclosing  pur¬ 
chasing  power  losses  in  the  same  statement  or  table  as 
the  disclosure  of  operating  income.  We  do  support, 
however,  requiring  disclosure  of  multi-year  dividend 
and  stock  price  information  in  constant  dollar  terms, 
for  this  is  helpful  even  to  unsophisticated  investors  in 
understanding  whether  their  investment  in  a  bank  has 
been  a  good  hedge  against  inflation.  ■ 
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Detroit,  Michigan 

In  recent  years,  decisions  related  to  establishing  the 
interest  rate  to  be  charged  on  various  types  of  loans 
have  become  more  difflculi .  This  is  the  result  of  many 
factors,  including  increased  competition  for  loan  busi¬ 
ness,  more  volatile  interest  rate  markets,  quickly 
changing  credit  risks,  increasing  service  fees  and  in¬ 
creasing  operating  costs.  Because  of  the  difficulties 
caused  by  these  factors,  and  the  need  to  consider 
logically  their  effect  on  financial  results  before  com¬ 
mitting  to  business  decisions,  many  financial  institu¬ 
tions  have  developed  spread-pricing  models  to  help 
deal  with  these  real-world  complexities.  A  spread¬ 
pricing  model  is  used  to  help  determine  the  interest 
rate  to  be  charged  in  a  lending  situation,  g'  a  certain 


estimated  cost  of  funds,  loan  loss  experience,  related 
income  and  operating  expenses. 

This  article  provides  a  basic  introduction  to  spread¬ 
pricing.  It  should  b<  ^iseful  to  financial  institutions  that 
have  not  yet  developed  a  coherent  apnroach  to  loan¬ 
pricing  problems.  In  addition,  financial  institutions 
that  have  developed  models  may  find  it  useful  as  a 
means  of  comparison.  First,  the  article  develops  a 
decision-based  spread-pricing  model.  Then  it  demon¬ 
strates  how  it  can  be  applied  on  thr  ee  particular  levels: 
Entity,  portfolio  and  individual  loan.  Other  possible 
applications  and  automating  the  analysis  are  also  ex¬ 
amined. 

The  Model 

As  a  public  accountant  who  spends  a  great  deal  of 
time  working  with  flnancial  statements,  it  is  natural  for 
me  to  think  in  terms  of  a  spread-pricing  model  based 
on  a  flnan  ial-statement  format.  It  has  two  primary 
benefits:  It  is  an  easy  format  to  remember,  and  the 
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financial  information  needed  for  the  model  should  be 
readily  available  or  easily  calculated  from  information 
that  is  readily  available. 

Here  is  the  model: 

roa,(ii-ie-llp  +  oi_-_^^ 

AA 

Where:  ROA  =  Return  on  (average)  assets, 

II  =  Interest  income, 

IE  =  Interest  expense, 

LLP  =  Loan  loss  provision, 

01  =  Other  income, 

OE  =  Other  expense, 

AA  =  Average  assets  and 
TR  =  Tax  rate. 

While  at  first  glance  the  model  may  look  compli¬ 
cated,  it  really  is  not.  The  numerator  is  simply  an 
abbreviated  summary  of  the  income  statement:  Inter¬ 
est  income  minus  interest  expense  minus  the  loan  loss 
provision,  plus  other  income  minus  other  expense. 
The  result  is  income  before  income  taxes.  The  numer¬ 
ator  is  then  divided  by  average  assets  to  convert  the 
income  number  to  a  return  on  (average)  assets.  Fi¬ 
nally,  this  amount  is  tax  effected  by  multiplying  by  one 
minus  the  tax  rate. 

The  tax  rate  to  be  applied  depends  on  how  the  model 
is  being  used.  One  must  consider  what  the  tax  effect 
will  be  of  various  decisions  under  consideration.  In  the 
examples  that  follow,  an  effective  tax  rate  for  the 
financial  institution  is  used  when  the  model  is  applied 
to  the  entity,  while  a  marginal  tax  rate  is  used  when  it 
is  applied  to  portfolio  or  individual  loan  decisions.  The 
effective  tax  rate  is  the  estimated  actual  income  tax 
rate  paid  by  the  financial  institution.  The  marginal  tax 
rate  is  the  estimated  income  tax  rate  paid  on  the  addi¬ 
tional  income  as  a  result  of  the  decision  under  consid¬ 
eration.  For  taxable  decisions,  the  rate  used  would  be 
the  applicable  marginal  income  tax  rate. 

Return  on  assets  is  one  important  return  statistic, 
but  it  ignores  the  debt-to-equity  relationship,  or  lever¬ 


age.  Return  on  equity  is  a  return  statistic  that  consid¬ 
ers  leverage  and  is  calculated  as  follows: 

ROE  =  ROA  X  LEVERAGE  FACTOR 

Where:  ROE  =  Return  on  equity, 

ROA  =  Return  on  assets  (as  defined  above)  and 
Leverage  factor  =  Total  average  assets  divided  by 
total  average  equity. 

Return  on  equity  is  simply  a  function  of  return  on 
assets  combined  with  a  given  funding  mix  between 
liabilities  and  equity.  While  the  following  examples  do 
not  discuss  return  on  equity,  the  conversion  from  re¬ 
turn  on  assets  to  return  on  equity  is  easy  with  a  certain 
leverage  factor. 

The  Model  as  Applied  to  the  Entity 

To  help  you  work  with  the  model,  let  us  first  see 
how  it  is  applied  to  a  financial  institution.  Assume  the 
following  information: 


(000s  omitted) 


Interest  income 

1. 

10,500 

Interest  expense 

7,000 

Loan  loss  provision 

1. 

400 

Other  income 

900 

Other  expense 

3,200 

Effective  tax  rate 

10% 

Average  assets 

$100,000 

Using  this  information  in  the  model,  one  can  then 
calculate  ROA  as  follows: 

RQA  =  ($10.500  -  $7,000  -  $400  +  $900  -  $3,200) 

$100,000 

X  (1  -  .1)  =  .72% 

Now,  assume  that  management  has  established  a 
target  return  on  assets  of  1%  and  would  like  to  deter¬ 
mine  the  average  yield  on  assets  that  needs  to  be 
obtained  to  reach  the  target.  To  calculate  the  required 
interest  income,  the  model  is  used  as  follows: 

^  (II  -  $7,000  -  $400  +  $900  -  $3,200)  ^ 

$100,000  ' 

Solving  for  interest  income  (II),  one  obtains  a  re¬ 
quired  interest  income  of  $10,81 1.  Because  it  is  always 
a  good  idea  to  prove  one’s  computations,  the  formula 
should  be  solved  for  ROA  with  the  new  interest  in¬ 
come  amount: 

Proof 

PQA  =  ($10.811  -  $7,000  -  $400  +  $900  -  $3,200) 

$100,000 

X  (1  -  .1)  =  1% 
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The  interest  income  can  be  converted  to  a  yield  by 
dividing  by  the  average  asset  number.  In  the  above 
calculatica,  it  would  be  approximately  10.8%,  or  a 
required  increase  in  yield  from  10.5%  to  10.8%  to 
reach  the  target. 

Next,  assume  the  financial  institution  is  in  a  very 
rate-competitive  environment,  and  management  could 
not  reasonably  expect  to  increase  the  interest  rate 
spread.  However,  management  does  believe  there  is 
potential  for  improving  the  institution’s  fee  income. 
One  could  then  solve  the  formula  for  othe  income 
(01).  Or,  alternatively,  management  may  believe  there 
is  room  for  expense  reduction.  The  formula  could  then 
be  solved  for  the  level  that  other  expense  (OE)  would 
need  to  be  to  obtain  management’s  target.  More 
realistically,  the  model  would  be  used  to  perform  a 
sensitivity  analysis;  several  “what  if”  calculations 
with  varying  combinations  of  changes  affecting  all  of 
the  components  of  the  formula.  For  example,  assum¬ 
ing  a  financial  institution  is  considering  entry  into  a 
new  area  of  lending,  the  related  estimated  loan-loss 
experience,  change  in  funding  costs,  fee  income  and 
additional  costs  could  be  factored  into  the  model  to 
estimate  the  effect  on  the  financial  results  of  the  entity. 

The  Model  as  Applied  to  a  Portfolio 

Since  lenders  think  in  terms  of  yields  as  well  as 
dollar  amounts,  the  information  shown  in  Figure  1  for 
a  commercial  loan  department  is  presented  in  terms  of 
dollar  amounts  and  yields. 

The  department  manager  can  use  the  information  in 
Figure  1,  along  with  the  model,  to  analyze  the  effect  of 
departmental  management  decisions  on  the  results  of 
the  department.  Senior  management  can  provide 
targets  for  each  department,  based  on  their  analysis 
using  the  model  applied  to  the  entity,  and  the  various 


functional  activities  within  the  entity.  For  example, 
the  above  numbers  result  in  a  return  on  assets  of  .32%, 
as  follows: 

^  $6,000  -  $4,500  -  $200  +  $500  -  $1,500 
$50,000 

X  (1  -  .46)  =  .32% 

Assuming  management  has  established  a  target  re¬ 
turn  on  assets  (ROA)  of  1%  and  wants  to  know  the 
average  portfolio  yield  to  attain  the  objective,  the 
model  can  be  solved  for  the  interest  rate.  First,  one 
must  find  the  necessary  interest  income  (II): 

01  =  II  -  $4,500  -  $200  +  $500  -  $1,500  ^  _  4gx 

$50,000  '  ■ 

W  =  $6,626 

Converting  this  to  a  required  rate  requires  dividing 
by  the  average  assets,  or  $6,626/$50,000  =  13.25%. 


Figure  1.  Applying  the  Model  to  a  Portfolio. 


Interest  income  generated  from  the 
portfolio 

Related  average  portfolio  yield 

Funding  expense 

Related  funding  expense  in  terms  of 
percentage  of  average  portfolio 

(Notice  that  tiie  portfolio  is  assumed  to 
be  funded  doilar  for  dollar.  The  leverage 
factor  is  considered,  as  discussed 
above,  as  related  to  the  entity  as  a 
whole.) 

Loan  loss  provision  for  the  portfolio 

Provision  in  terms  of  percentage  of  the 
average  portfolio 

Other  income  for  department  or  portfolio 
(e.g.,  servicing  fees,  commitment  fees, 
interdepartmental  credit  for  collected 
balances  generated,  etc.) 

Other  income  in  terms  of  percent  of 
average  portfolio 

Other  expense  associated  with 
department  or  portfolio  (e.g.,  salaries, 
employee  benefit  costs,  overhead 
allocation,  etc.) 

Other  expense  in  terms  of  percent  of 
average  portfolio 

Average  portfolio  amount 

Marginal  tax  rate 


(000s  omitted) 

$  6.000 

12% 

$  4,500 

_ 9% 


$  200 


A% 


$  500 

_ 1% 


$  1,500 
3% 

$50,000 

46% 
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The  Model  as  Applied  to  an  Individual  Loan 

Figure  2  shows  how  the  mode!  can  be  applied  to  an 
individual  loan.  By  assuming  that  it  applies  to  an  ex¬ 
isting  loan  relationship,  and  combining  the  information 
with  selected  departmental  information,  the  loan  offi¬ 
cer  can  analyze  the  loan.  The  numerator  would  be: 
Term-loan  income  plus  line  of  credit  income  minus 
funding  cost  minus  loan  loss  provision  plus  credit  on 
balances  minus  loan  officer  salary  minus  administra¬ 
tive  salary  minus  overhead  allocation.  The  model  is 
solved  as  follows: 

oriA  _  $140  +  $65  -  $135  -  $6-l-$5-$3-$1-$5 
$1,500 

X  (1  -  .46) 

ROA  =  2.16% 


Figure  2.  Applying  the  Model  to  an  Individual  Loan. 


(OOOs  omitted) 

Term  loan  amount  (amount,  interest 
rate)  $1 ,000,  Prime  +  2 

Line  of  credit  amount  (amount, 
interest  rate)  $  500,  Prime  +  1 

Average  collected  account  balances  $100 

Interdepartmental  credit  for  balances  5% 

Loan  officer  salary  and  employee 
benefit  costs  $  60 


Allocation  percentage  of  loan  officer’s 


time  to  this  lending  arrangement  5% 

Administrative  salaries  (credit  and 
secretarial)  ano  employee  benefit 
costs  $  50 

Allocation  percentage  to  this  loan 
arrangement  2% 

Allocation  of  overhead  to  department  $250 

Allocation  percentage  of  overhead  to 
this  loan  arrangement  2% 

Prime  rate  12% 


The  officer  can  compare  the  results  of  this  analysis 
against  the  targets  provided  by  senior  and  departmen¬ 
tal  management.  New  loan  requests,  additional  ser¬ 
vices  and  other  changes  in  the  relationship  can  be  an¬ 
alyzed  by  factoring  them  into  the  model. 

Other  Uses 

The  same  basic  model  can  be  used  in  a  variety  of 
other  ways.  Care  must  be  taken  in  coming  up  wit’i  the 


detailed  information  for  inclusion  in  the  model,  as  each 
application  will  vary  in  its  effect  on  the  entity  as  a 
whole. 

For  example,  it  may  be  applied  to  a  trust  department 
activity  where  zeros  would  be  used  for  interest  income 
and  interest  expense.  Amounts  would  be  inserted  for 
the  trust  income,  expenses  for  operating  the  depart¬ 
ment,  and  average  assets  would  be  the  average  assets 
utilized  by  the  trust  department,  primarily  property 
and  equipment. 

The  model  could  also  be  applied  to  a  branch.  The 
interest  income  would  be  the  inter-departmental  credit 
allocated  to  the  branch  for  the  deposits  generated  and 
provided  to  the  pool  of  funds  for  lending.  The  interest 
expense  would  be  for  amounts  paid  on  deposits  suffi¬ 
cient  to  fund  the  pool  (giving  effect  to  the  necessary 
reserve  requirements). 

The  model  could  also  be  adapted  to  consider  the 
effect  on  after-tax  yields  on  tax-exempt  securities, 
with  the  statutory  disallowance  of  interest  expense 
under  tax  law.  The  effect  of  current  tax  law  is  to 
change  the  marginal  federal  income  tax  rate  on  tax-ex¬ 
empt  securities  from  zero  to  a  positive  percentage, 
given  a  certain  allocation  ratio-and-preference  per¬ 
centage. 

Automating  the  Analysis 

The  spread-pricing  model  can  easily  be  automated 
using  one  of  the  popular  spread-sheet  programs  for  a 
personal  computer.  The  personal  computer  performs 
the  calculations  quickly  and  facilitates  the  “what  if’ 
analysis. 

Summary 

Spread-pricing  decisions  have  become  more  difficult 
for  financial  institutions  in  recent  years,  given  the 
changes  in  the  operating  environment.  Among  the 
tools  that  have  been  developed  to  help  deal  with  a 
more  complex  environment  are  spread-pricing  models. 

The  spread-pricing  model  for  financial  institutions 
presented  in  this  article  introduces  the  reader  to 
spread-pricing  concepts  and  shows  how  such  a  model 
can  benefit  the  decision-analysis  process  in  a  variety  of 
ways.  As  demonstrated  through  its  application  to  an 
entity,  a  portfolio  and  an  individual  loan  situation,  the 
model  should  assist  management  at  all  levels  of  a  fi¬ 
nancial  institution  to  make  decisions  consistent  with 
targets  established  by  senior  management.  Users  of 
the  model  must  be  careful  to  gather  accurate  appropri¬ 
ate  financial  data  and  to  make  careful  underlying  cal¬ 
culations  for  inclusion  in  the  model.  If  the  model  is 
used  properly,  it  can  help  to  provide  for  operating 
management  decisions  consistent  with  financial  objec¬ 
tives  established  for  the  business.  ■ 


I 

I 
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A  little  insurance  for  banks 
who've  noticed  that 
insurance  companies 
are  actii^a  little  like  banks. 


lntroducii^'lnsurance:An  Executive  Overview/  the  in-depth  seminar 
that  makes  sure  bank  executives  reallyknow  their  insurance  business. 

There's  a  new  kid  on  the  block.  Only  he's  no  kid.  He's  backed  by 
some  of  the  most  massive  financial  resources  in  the  world.  And 
from  electronic  funds  transfer  to  IRA's,  he's  offering  services  that 
used  to  belong  to  banks.  And  banks  alone. 

But  that's  where  this  seminar  comes  In.  It's  the  best  of  its 
kind  in  the  country.  And  In  just  AVi  days,  it  will  take  you  through 
the  insurance  industry  from  top  to  bottom.  You'll  find  out  what 
the  current  Issues  are.  And  what  they're  likely  to  be  in  the  future. 

That  way  you'l  I  be  able  to  get  some  real 
insight  Into  their  activities.  Before  they  get 
any  more  of  your  action. 


LDMA 


For  more  information  and  a  free  brochure,  write:  LOMA,  Operations  &  Systems  Division, 
5770  Powers  Ferry  Rd.,  Atlanta,  GA  30327  or  call  (404)  951-1770 

For  moro  information,  circle  No.  53  on  Reader  Service  Card 
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ADVANTAGES  OF 
WITHOUT  All  THE  HARDWARE. 


NCR  DATA  SBtVKES  HAS  THE  ANSWER. 


Here  are  the  facts.  The  initial 
investment  for  hardware,  software, 
and  the  personnel  necessary  to  run 
an  in-house  system  can  be 
staggering. 

The  quality  of  the  staff  you  need 
to  attract  for  an  in-house  processing 
facility  can  be  very  expensive. 

And  consider  the  long-term  costs 
inherent  in  maintaining  hardware, 
software  and  human  resources. 

All  these  concerns  add  up . . .  and 
keep  adding  up. 

So,  NCR  has  provided  an  alter¬ 
native.  NCR  Data  Services  can  give 
you  the  sophisticated  management 
tools  and  wide  range  of  services 
you  need . . .  without  all  the 
hardware. 

We  have  the  resources  and  the 
experience.  And  we’ve  been 
providing  financial  data  services 
for  25  years. 

Clf...POWERFUl  AND 
REIIABIE 

NCR’s  powerful  Central  Informa¬ 
tion  File  provides  a  cross-selling 
service  that  enables  you  to  see  a 
complete  financial  picture  for  each 
of  your  customers. 

With  optional  STARSTREAM 
software,  you  can  access  the  CIF 
without  involving  NCR  Data 
Center  personnel.  You’ll  have  all 
the  information  you  need  to  offer 
the  services  your  customers  want. 


Model  forecasting,  budgeting,  and 
customized  reports  are  all  avail¬ 
able  simply  by  using  a  personal 
computer. 

And  NCR  keeps  up  with  regula¬ 
tory  changes  as  they  happen.  So 
you  don’t  have  the  headaches  of 
continually  updating  your  software. 

What’s  more,  NCR  gives  you  a 
complete  migration  path.  So  if  in 
the  future  you  decide  to  install  your 
own  equipment,  the  transition  will 
be  a  smooth  one. 


u  The  decision  wasn’t  easy,  but 
after  careful  consideration,  we 
chose  the  NCR  Data  Center.  The 
primary  reason  for  selecting  NCR 
was  that  NCR  has  been  in  the  data 
processing  business  for  a  good 
number  of  years.  We  also  believed 
that  NCR  would  be  in  business 
for  many  years  to  come.  One  big 
advantage  of  our  NCR  on-line 
Central  Information  File  System 
is  the  capability  to  combine 
ail  accounts  for  each  customer 
under  one  number.  The  flexibility 
of  the  system 
allows  us  to  look 
at  a  customer’s 
complete  banking 
profile  through  a 
single  number 
inquiry. 

Robert  Lesak,  Vice-President, 
Uptown  National  Bank  of  Chicago 


MAKING  THE  DECISION. 

Here’s  how  NCR  can  help  you 
make  the  right  decision.  We’ve 
written  a  booklet  called  “A 
Banker’s  Best  Friend,”  that  briefly 
explains  how  NCR  Data  Services 
can  economically  fulfill  your  data 
processing  needs. 

Call  NCR  today  and  get  your 
free  copy.  It’s  probably  the  best 
investment  you  can 
make. 

Dial  our  toll  free 
number,  or  write 
to  NCR  Data 
Services,  NCR 
Corporation, 

RO.  Box  606 
Dayton,  OH 
45401. 

1-800-CAU  NCR 


NCR 


For  moro  information,  circio  No.  54  on  Reader  Service  Card 
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By  Christopher  M.  Dawson 

Vice  President-Manager,  Property  and 
Casualty  Insurance 
Branch  Banking  and  Trust  Company 
Wilson,  North  Carolina 


Banking  and 
Insurances 

Avoiding  the 
Stumbling  Blocks 


Given  the  popular  enthusiasm  in 
the  trade  presses  and  the  ex¬ 
pressed  fears  of  various  indepen¬ 
dent  insurance  agents’  associa¬ 
tions,  the  unwary  banker  might  be 
led  to  believe  that  starting  an  in¬ 
surance  agency  operation  is  “as 
easy  as  falling  off  a  log.’’  Although 
insurance  and  banking  are  a  good 
fit,  when  it  comes  to  property  and 
casualty  insurance,  major  dangers 
lurk  below  the  surface.  Failure  to 
recognize  these  potential  problems 
and  develop  strategies  to  overcome 
them  can  only  lead  to  major  disap¬ 
pointments  and  possible  adverse 
financial  consequences. 

While  some  points  may  seem  ob¬ 
vious,  Branch  Banking  and  Trust 
Company  believes  there  are  four 
major  areas  where  mistakes  can 
easily  occur:  Property  and  casualty 
insurance,  customer  relations  is¬ 
sues,  risk  selection  processes  and 
the  distribution  systems — banker 
versus  insurance  agent. 


Property  and  Casualty  Insurance 

The  property  and  casualty  insur¬ 
ance  market  is  basically  cyclical, 
having  seven-to-nine  year  swings. 
The  most  recent  cycle  seemed  un¬ 
ending.  Many  companies  lost 
heavily,  typically  experiencing 
combined  loss  ratios  in  the  mid- 
120s  (i.e.,  for  every  premium  dollar 
taken  in,  $1.20-f-  went  out).  In¬ 
vestment  income  failed  to  offset 
these  underwriting  losses  and  ex¬ 
penses. 

Cycles  reflect  production  versus 
underwriting  emphasis.  Production 
madness  has  given  way  to  a  return 
to  underwriting  sensibility.  As  pro¬ 
duction  was  emphasized,  prices 
went  down  the  curve.  As  under¬ 
writing  is  emphasized,  prices  will 
go  up  the  curve.  Commissions  fol¬ 
low  premiums.  One  should  not  be 
blinded  by  the  lure  of  riding  the 
cycle  upward. 

When  prices  30  up,  landing  cus¬ 
tomers — particularly  new  ones — 
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becomes  increasingly  difficult. 
People  shop  policies,  and  competi¬ 
tive  pricing  tends  to  out-weigh  re¬ 
lationships.  A  bank  agency’s  insur¬ 
ance  products  and  prices  can  only 
be  as  competitive  as  the  insurance 
companies  it  represents. 

Because  bankers  are  used  to 
making  their  own  money  decisions, 
it  is  difficult  to  accept  market  con¬ 
ditions  outside  of  their  own  pri¬ 
mary  control.  We  are  already  see¬ 
ing  markets  “dry  up”  with  in¬ 
creasing  frequency.  Thus,  not  only 
will  pricing  continue  to  be  an  issue, 
but  the  placing  of  risks  will  become 
more  and  more  of  a  problem. 

Working  specialty  markets  can 
be  time  consuming  for  banks,  but 
building  enough  leverage  with  an 
insurance  company  to  gain  excep¬ 
tions  or  deviations  is  even  more 
difficult.  An  option  of  bank  under¬ 
writing  will  expose  banks  to 
broader  problems  faced  by  the  in¬ 
surance  industry  market  and  cy¬ 
cles. 

Customer  Relations 

As  insurance  companies  cut  staff 
and  services  to  offset  expense  and 
underwriting  losses,  their  agents 
and  clients  suffer,  and  customer 
relations  becomes  a  problem.  For 
banks,  there  are  several  potentially 
difficult  situations: 

When  another  party  “enters  the 
triangle”  (the  insurance  company), 
banks  put  their  long-standing  and 
new  customer  relationships  at  risk. 
As  insurance  companies  fail  to 
issue  timely  policies,  endorsements 
or  changes;  as  premiums  are 
raised;  as  companies  commit  billing 
errors;  and  as  threatening  cancel¬ 
lation  letters  are  sent,  clients  will 
look  at  the  bank  not  the  insurance 
company.  If  the  problems  are  of 
consequence,  clients  may  even  end 
the  banking  relationship.  Similarly, 
when  a  bank  does  not  meet  a  cus¬ 
tomer’s  banking  expectations  (e.g., 
a  loan  is  not  approved),  the  bank 
insurance  agency  risks  losing  an  in¬ 
surance  client.  (This  is  not  a  fate 


shared  by  nonbank  insurance  agen¬ 
cies.)  Consider,  also,  how  nonbank 
agencies  will  react  in  communities 
where  banks  are  competitors?  Will 
they  move  their  often  sizeable  bank 
business  elsewhere?  Or  will  they 
perhaps  try  to  lever  the  bank  to  get 
“a  piece  of  the  action?” 

Other  equally  troublesome 
customer  relation  issues  are:  Can 
bankers  wait  the  .lO-to-60-days  it 
often  takes  to  underwrite  and  quote 
commercial  insurance  risks?  Will 
bankers  be  tempted  to  promise 
more  than  they  can  deliver?  Bank¬ 
ers  usually  are  looking  for  the 
“New  Account”;  lead  time  is 
short,  and  often  key  variables,  such 
as  insurance  expiration  dates,  are 
unknown.  (The  client  in  a  hurry  is 
often  the  insurance  company’s 
worst  risk,  yet  quick  decisions  are 
not  uncommon  in  banking.) 

Insurance  lends  less  support  to 
gaining  new  customers  than  it  does 
to  enhancing  existing  relationships. 
Yet,  within  the  bank  culture,  “at- 
taboys”  are  seldom  given  to  offi¬ 
cers  building  existing  customer 
portfolios.  They  are  reserved  for 
new  customer  successes. 

If  we  do  look  to  established 
client  relationships,  how  do  we  ap¬ 
proach  them?  Cautiously!  What 
about  financial  data  and  files?  Can 
they  be  used?  Under  what  circum¬ 
stances?  How  does  a  bank  stay 
within  the  legal  parameters  for  so¬ 
licitation?  These  are  sticky  ques¬ 
tions,  and  they  need  careful  reso¬ 
lution. 


Risk  Selection  Processes 

The  third  area  of  potential  diffi¬ 
culty  for  a  bank  entering  the  insur¬ 
ance  business  lies  in  risk  selection. 
When  it  comes  to  assessing  insur¬ 
ance  risk,  the  typical  banker  often 
looks  to  insurance  as  a  cure-all.  We 
see  this  in  loan  portfolios  where 
shaky  collateral  is  accepted  on  the 
strength  of  insurance. 

Why  not  “take  all  comers,”  with 
the  attitude  that,  “if  we  don’t  write 


the  risk,  the  insurance  commis¬ 
sions  are  just  going  down  the 
street.”  If  banks  were  to  exercise 
similar  strategies  in  loaning 
monies,  most  would  discover  dire 
consequences.  Yet,  this  is  not  an 
uncommon  notion  in  approaching 
fee  income  through  insurance 
agency  operations. 

Equal  care  must  be  taken  in 
prospecting  insurance  risks.  The 
prudent  banker  will  recognize  that 


the  limited  resources  of  an  agency 
operation  must  be  effectively  di¬ 
rected  toward  the  accounts  where 
the  highest  potential  for  success 
exists.  Class  of  risk,  hazardous 
conditions,  highly  shopped  risks, 
poor  loss  experience,  current  in¬ 
surance  relationships,  etc.,  will  be 
just  a  few  elements  that  will  influ¬ 
ence  successes  in  risk  placement. 

Agency  profitability  needs  equal 
weight  with  production.  As  poor 
risks  are  selected,  insurance  com¬ 
panies  reduce  their  cooperation; 
contracts  can  be  pulled,  and  agency 
contingencies  (life  blood)  can  be 
reduced  or  cut  off.  Each  of  these 
can,  in  turn,  adversely  affect  cus¬ 
tomer  relations.  A  bank  needs  to 
recognize  the  fundamental  respon¬ 
sibility  of  an  insurance  agency  op¬ 
eration  not  only  to  its  customers 
but  also  to  its  companies. 

This  becomes  difficult  in  two 
situations  bankers  may  face:  First, 
in  today’s  marketplace,  banks  are 
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often  adversely  selected  against. 
Customers  go  to  banks  when  they 
cannot  get  their  insurance  needs 
met  by  insurance  agents.  That 
means  they  either  have  problems  or 
have  had  some  before  they  even 
walk  in  the  door.  Although  this 
situation  may  change  in  the  future, 
for  now  it  is  a  real  concern.  Sec¬ 
ond,  bankers  often  have  insurance 
requirements  associated  with 
loans.  When  a  client  fails  to  secure 
appropriate  coverage  or  suddenly 
loses  that  protection,  the  bank  is  at 
risk  and/or  the  loan  officer’s  judg¬ 
ment  is  brought  to  question.  The 
first  reflex  is  to  lay  the  situation  at 
the  doorstep  of  the  in-house 
agency.  No  other  nonbank  insur¬ 
ance  agency  will  face  these  later 
dilemmas. 

The  Distribution  System 

Given  the  distinct  differences 
between  the  banking  and  insurance 
cultures,  will  bankers  be  able  to 
compete  head-to-head  with  insur¬ 
ance  professionals?  The  insurance 
industry  has  put  more  emphasis  on 
professionalism,  and  specific 
knowledge  is  in  more  demand.  Few 
bankers,  however,  are  willing  to 
learn  insurance  in-depth.  Even 
fewer  are  willing  to  devote  the  time 
necessary  to  sell  it  or  to  sell  it  with 
the  enthusiasm  comparable  to 
selling  other  bank  products  and 
services. 

Insurance  is  not  a  part-time  job. 
How  can  bankers  successfully 
compete  with  the  full-time  agent? 
Are  they  willing  to  be  “the  messen¬ 
ger”  or  the  “matchmaker,”  to 
make  deals  on  the  backs  of  napkins 
or  on  a  handshake  in  relationships 
offering  less  control  and  less  doc¬ 
umentation  than  is  typical  of  the 
bank/client  interaction? 

These  questions  involve  culture, 
job  content,  required  knowledge 
and  career  objectives  that  are  more 
deeply  rooted  than  just  an  upper 
management  decision  to  step  into 
the  insurance  arena.  They  need 
thoughtful  consideration.  Perhaps 


the  idea  of  bankers  selling  insur¬ 
ance  is  inadvisable;  perhaps  the 
better  option  is  for  the  bank  to 
bring  insurance  professionals  on 
staff. 

It  is  not  the  intention  of  Branch 
Banking  and  Trust  Company  to 
deter  the  banking  industry  from 
entering  insurance.  On  the  con¬ 
trary,  insurance  operations  offer 
substantial  promise  and  income 
potential  for  banking.  However, 
only  those  banks  recognizing  the 
realities — the  serious  dangers  as 
well  as  the  obvious  opportunities 
for  success — will  survive  the  tran¬ 
sition,  and  it  is  possible  to  develop 
a  strategy  that  can  mininJze  the 
adverse  consequences  of  the  issues 
just  raised.  First,  recognize  that  the 
marketing  of  insurance  involves  a 
long  chain  of  relationships  where 
problems  can  arise.  In  many  cases 
the  agency  operation  will  not  be  the 
sole  source,  it  will  only  be  “the 
messenger.”  It  is  important  to  re¬ 
member  that  the  problems  in  one 
transaction  may  not  always 
generalize. 

To  help  avoid  unwarranted  diffi¬ 
culties  and  delays,  bankers  should 


develop  as  much  information  as 
possible  upfront  and  avoid  a  “bits 
and  bobs”  approach.  Bankers  need 
to  understand  minimum  informa¬ 
tion  requirement  and  rating  needs. 
Once  the  process  is  in  motion, 
bankers  should  “sit  tight.”  Avoid 
constant  call  backs  and  impatience; 
commercial  insurance  placement 
takes  time. 

It  is  a  good  practice  for  bankers 
to  discuss  a  prospective  client  with 
the  insurance  representative  prior 
to  approaching  the  client.  This 
minimizes  risk  of  adverse  relations. 
The  calling  officers  should  avoid 
overselling  the  bank’s  ability  to  se¬ 
cure  placement,  obtain  low  pre- 
nium  and  meet  short  deadlines. 
Unkept  promises  strain  relation¬ 
ships.  Be  upfront  and  make  the 
client  aware  of  market  conditions. 

Risk  selection  needs  careful  at¬ 
tention.  Commissions  associated 
with  poor  risk  are  best  left  to  go 
elsewhere.  Not  all  banking  cus¬ 
tomers  will  be  good  prospects  for 
insurance.  Each  must  be  carefully 
screened  as  solid  prospects  (not 
suspects).  Controlled  growth  is  the 
key  to  success. 

In  cases  where  the  bank  is  ap¬ 
proached  by  clients,  the  officer 
should  ascertain  why.  Be  aware  of 
“adverse”  selection,  particularly 
where  no  credit  relationship  pres¬ 
ently  exists.  Don’t  underestimate 
the  probability  of  loss. 

When  a  bank  decides  to  pursue  a 
client  for  insurance,  it  must  weigh 
the  efforts  required,  the  resources 
to  be  assigned,  the  timeframe  to  be 
worked,  competitiveness  in  risk 
type  and  the  overall  probabilities  of 
success.  Commit  only  when  these 
have  been  assessed;  otherwise,  the 
agency  may  be  overburdened. 
Learn  from  these  commitments: 
From  the  successful  placements, 
from  the  failed  placements.  Find 
your  niche.  (Often  a  poor  insurance 
risk  will  also  have  implications  re¬ 
lated  to  the  desirability  of  a  client 
from  a  banking  risk  standpoint.) 

It  is  always  advisable  for  the 
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banker  and  insurance  representa¬ 
tive  to  show  consensus.  Coopera¬ 
tion  is  a  key.  The  calling  officer 
must  learn  what  data  need  devel¬ 
opment.  Also,  information  perti¬ 
nent  to  risk  must  be  fully  disclosed. 
Each  must  recognize  they  are  on 
the  same  team.  Impatience  and  a 
lack  of  understanding  of  the  market 
and  cultural  differences  serve  no 
purpose. 

Developing  a  Workable  Market 
Strategy 

There  are  several  steps  that 
banks  must  consider  when  they 
build  their  insurance  marketing 
strategy. 

First,  the  bank  must  keep  its 
focus. 

Second,  it  must  identify  the  mar¬ 
kets.  In  most  cases,  the  markets 
must  be  the  existing  bank  relation¬ 
ships:  Employees  and  their  fam¬ 
ilies,  local  board  members,  busi¬ 
ness  clients  (deposit/loan),  home 
mortgage  portfolio  and  select  au¬ 
tomobile  loan  customers. 

Third,  the  bank  must  recognize 
the  realities  of  the  marketplace.  In 
1984,  property/casualty  insurance 
companies  had  underwriting  losses 
in  excess  of  $14  billion.  For  the  first 
time  since  1906,  investment  income 
could  not  offset  these  losses.  As  a 
result,  companies  have  drastically 
cut  staff  and  markets  have  been 
shut  down.  Expect  quotes  to  take, 
on  average,  30-60-1-  days,  and  pol¬ 
icy  issuing  up  to  six  months.  If  you 
are  competing  in  this  market  for 
new  customers  with  an  insurance 
agent  that  has  a  client  relationship 
and  already  has  the  information  in 
hand,  you  will  be  at  a  distinct  disad¬ 
vantage.  A  bank’s  best  oppor¬ 
tunities  will  be  where  relationships 
have  already  been  established  be¬ 
tween  the  bank  and  the  client. 
Work  the  expirations — the  renewal 
market,  not  the  new  business  mar¬ 
ket.  (One  also  avoids  the  credit 
pressure  accusation  in  this  way.) 

Because  resources  are  limited 
(the  bank’s,  the  agency’s  and  the 


company’s)  accounts  will  have  to 
be  carefully  screened  and  selected 
before  they  are  approached.  Prob¬ 
ability  of  success  is  an  important 
element  in  allocating  resources. 
Time  is  better  spent  on  two  prob¬ 
ables  than  50  possibles.  It  is  not 
easy  to  sell  or  place  insurance.  Per¬ 
sonal  lines  and  mass  marketing  will 
require  less  effort  than  commercial 
accounts,  but  you  will  have  to  sell 
more  of  it  to  get  similar  commission 
returns. 

Fourth,  a  bank  must  devise  a 
“game  plan.’’  The  approach 
Branch  Banking  and  Trust  Com¬ 
pany  recommends  includes  the 
following  12  steps. 

■  Review  vour  clients. 

■  Select  the  clients  who  have 
the  best,  strongest  relationships 
with  the  bank. 

■  Evaluate  the  risk  potential. 

■  Contact  the  client  and  gain 
“an  invitation  to  solicit’’  insurance 
coverages. 

■  Determine  expiration  dates. 

■  Profile  the  account  per  insur¬ 
ance  requirements. 


■  “Diary”  the  account  for  fol¬ 
low-ups  90-to-120  days  prior  to  the 
expiration  date. 

■  When  the  account  comes  off 
suspense,  review  the  account  with 
an  insurance  representative  (as 
needed). 

■  Collect  the  relevant  insurance 
information  from  the  client  by:  ar¬ 
ranging  a  joint  visit  with  a  licensed 
insurance  representative  (large 
risks)  and  arranging  for  the  insur¬ 
ance  representative  to  follow-up. 

■  Allow  the  processes  to  work: 
Follow-up  is  indicated  if  no  activity 
occurs  within  two  weeks  on  per¬ 
sonal  lines  or  within  30  days  on 
commercial  lines. 

■  If  you  do  not  secure  the  ac¬ 
count,  determine  why. 

■  Provide  feedback,  modify  and 
correct  actions. 

Fifth,  count  your  successes. 
Look  for  trends — account  types, 
sizes,  operations,  lines  of  business, 
etc.  Build  upon  these. 

Finally,  stick  to  your  strategy 
and  your  focus.  Changes  can  be 
made  as  the  marketplace  improves 
over  the  next  few  years. 

Summary 

Bankers  should  not  assume  that 
offering  property/casualty  insur¬ 
ance  will  be  an  easy  undertaking. 
There  are  numerous  potential  trou- 
blespots  emanating  from  current 
market  dynamics,  customer  rela¬ 
tions  issues,  the  risk  selection  pro¬ 
cess  and  banker  versus  agent  com¬ 
petition.  Plotting  a  marketing 
strategy  will  aid  in  the  transition. 

Insurance  operations  may  or 
may  not  be  the  panacea  that  every¬ 
one  expects.  Setting  up  a  proper¬ 
ty/casualty  insurance  agency  oper¬ 
ation  will  be  hard  work.  There  are 
no  shortcuts;  the  required  effort 
should  not  be  underestimated. 
However,  if  a  banker  thoroughly 
investigates  the  options,  learns 
from  the  experiences  of  others  and 
listens  to  the  more  objective  as¬ 
sessments,  a  successful  venture 
will  be  probable.  ■ 
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Avoiding  Computer  Conflicts 


The  chief  executive  officer  of  a 
bank  with  assets  of  $100  million 
recently  found  himself  in  the  mid¬ 
dle  of  a  computer  contract  night¬ 
mare.  Several  years  earlier,  the 
bank’s  management  had  decided  to 
obtain  data  processing  services 
f.om  a  nearby  bureau,  and  signed 
two  five-year  agreements — one  for 
computer  hardware  and  another  for 
data  processing  services.  While  the 
selected  data  processing  services 
were  not  as  comprehensive  as 
those  provided  by  a  competing 
vendor,  the  selected  bureau  prom¬ 
ised  that  the  desired  services  would 
soon  be  available. 

After  two  years,  however,  the 
promised  services  had  still  not  been 
delivered  and,  in  frustration,  the 
bank  decided  to  switch  to  a  new 
service  bureau.  Unfortunately,  the 
new  bureau’s  equipment  was  not 
compatible  with  the  old,  and  the 
bank  put  its  old,  leased  equipment 


into  storage,  purchased  new 
equipment  and  began  converting 
data  files  to  the  new  bureau’s  sys¬ 
tem. 

This  is  where  our  CEO’s  real 
nightmare  began.  Because  the  old 
service  bureau  refused  to  provide 
the  bank  with  its  master  data  files, 
the  conversion  was  particularly 
costly  and  troublesome.  The  bank 
then  terminated  its  old  service 
contract,  citing  the  failure  to  de¬ 
liver  promised  data  processing  ser¬ 
vices.  However,  since  the  promise 
was  not  in  the  contract,  the  bank 
became  involved  in  a  legal  dispute 
over  the  contract’s  termination. 
Unfortunately,  the  bank  was  un¬ 
able  to  get  out  of  its  equipment  ob¬ 
ligation,  which  still  ran  for  an  addi¬ 
tional  three  years.  The  bank  was 
thus  forced  to  continue  making 
payments  on  the  original  equip¬ 
ment. 

Many  experienced  bank  admin¬ 


istrators  forget  basic  business  les¬ 
sons  when  they  are  faced  with  the 
details  of  a  computer  purchase  or  a 
service  bureau  relationship.  New 
and  unfamiliar  territory  often  must 
be  explored,  and  administrators 
may  fail  to  negotiate  adequate 
agreements,  relying  instead  on 
vendor-written  contracts.  Natu¬ 
rally,  such  a  contract  will  protect 
the  vendor’s  interests,  not  the 
bank’s. 

Service  Bureau  Agreements 

The  typical  service  bureau  con¬ 
tract  involves  a  hardware  purchase 
or  equipment  lease.  Normally,  the 
hardware  purchase  is  combined 
with  a  separate  contract  for  data 
processing  services.  Software  sup¬ 
port  and  enhancements  are  crucial. 
Service  bureaus  provide  statement 
rendering,  item  processing,  com¬ 
mercial  and  loan  installment  sys¬ 
tems  and  general  ledger  functions. 
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They  also  provide  services  en¬ 
abling  banks  to  comply  with  regu¬ 
latory  or  tax  code  amendments 
mandated  by  state  and  federal  gov¬ 
ernments.  If  these  are  not  deliv¬ 
ered,  a  bank  may  find  itself  in  vio¬ 
lation  of  state  and  federal  law  or 
with  inefficient  software  to  meet 
standards  provided  to  bank  cus¬ 
tomers  by  competitors. 

While  service  fees  may  be  low, 
banks  still  must  spend  substantial 
amounts  for  hardware.  If  hardware 
is  leased,  banks  can  expect  three- 
to-five  year  payments.  The  biggest 
problem  occurs  when  the  bureau 
fails  to  provide  adequate  service 
and  the  bank  subsequently  changes 
to  a  new  bureau,  with  different  or 
incompatible  hardware. 

Ihe  problem  can  be  avoided  if 
the  bank  negotiates  an  integrated 
contract.  Then,  if  the  bureau  de¬ 
faults  on  the  service  portion,  the 
bank  could  either  terminate  the 
lease  payments  or  require  the 
bureau  to  repurch?»r.^  equipment. 

Banks  may  also  incur  problems  if 
they  change  service  bureaus.  Many 
bureaus  are  unwilling  to  provide 
transition  assistance,  and  may  even 
refuse  to  provide  master  files.  This 
issue  should  be  negotiated  early  in 
the  relationship.  Further,  the 
bureau  should  never  have  the  right 
to  withhold  the  master  data  files 
pending  payment  of  a  “termina¬ 
tion”  charge.  To  troubleshoot  this 
possibility,  the  contract  must  state 
that  all  data  belong  to  the  bank,  and 
the  bureau  will  make  monthly  de¬ 
liveries  of  updated  master  data  files 
in  magnetic  form. 

Turnkey  Systems 

Tht^  purchase  of  a  turnkey  com¬ 
puter  system  presents  other  legal 
and  practical  problems.  A  turnkey 
system  is  an  agreement  between  a 
bank  and  a  vendor  where  the  ven¬ 
dor  delivers  hardware  and  software 
that  allows  a  bank  to  obtain  data 
processing  needs  in-house.  The 
vendor  normally  provides  software 
support  by  delivering  upgraded 


software  and  enhancements,  either 
because  industry  demands  require 
enhancements  or  because  regula¬ 
tory  or  legal  changes  occur,  man¬ 
dating  revisions. 

When  vendors  install  a  turnkey 
system,  they  usually  customize 
standard  software  to  satisfy  par¬ 
ticular  bank  requirements.  Because 
of  the  customizing,  a  number  of 
potential  situations  not  covered 
under  a  standard  contract  may 
arise. 

Turnkey  vendor  contracts  usu¬ 
ally  require  a  bank  to  pay  for  hard¬ 
ware  upon  delivery,  regardless  of 
whether  the  software  provides  the 
specialized  or  customized  func¬ 
tions  promised  when  the  contract 
was  signed.  Under  this  arrange¬ 
ment,  if  the  bank  is  unsatisfied  with 
the  software,  it  runs  the  risk  of  set¬ 
tling  for  costly  hardware  and  in¬ 
adequate  software. 

The  loss  or  failure  of  data  pro¬ 
cessing  services  can  be  devas¬ 
tating.  Simple  repair  and  replace¬ 
ment  are  not  adequate.  While  a 
vendor  is  not  in  business  to  guar¬ 
antee  lost  profits,  he  does  have  an 
obligation  to  stand  behind  a  prod¬ 
uct  and  be  liable,  at  a  minimum,  for 
actual  damages  caused  by  com¬ 
puter  system  failures.  This  should 
always  be  addressed  in  computer 
contracts. 

Another  turnkey  system  issue 
involves  acceptance  standards  for 
application  software  for  mainframe 
or  mini-computers.  A  typical  con¬ 
tract  states  software  is  deemed  ac¬ 
ceptable  upon  installation.  While 
this  might  be  acceptable  in  the  per¬ 
sonal  computer  market,  where 
software  purchases  consist  primar¬ 
ily  of  thoroughly  tested  “canned” 
programs.  For  larger  systems  it  is 
extremely  rare  for  software  to 
function  properly  when  it  is  first  in¬ 
stalled  especially  if  it  is  cus¬ 
tomized.  Here,  the  best  software 
test  should  involve  an  acceptance 
test  demonstrating  satisfactory  op¬ 
eration  of  all  functions  in  the  actual 
working  environment.  While  off¬ 


site  tests  are  helpful,  they  cannot 
replace  the  actual  operating  en¬ 
vironment  test. 

Warranties 

Banks  should  approach  vendor 
warranties  with  caution.  The  deci¬ 
sion  to  purchase  a  particular  sys¬ 
tem  is  often  based  on  specific 
promises  made  by  a  sales  staff — 
promises  such  as  system  response 
time,  expandability,  memory 
capacity,  the  number  of  employees 
the  bank  will  need  to  handle  the 
system,  availability  of  software 
source  code,  copyright  and  trade 
secret  indemnification,  and  the 
length  of  the  warranty. 

Vendors  rarely  address  these 
concerns  in  their  contracts.  In  fact, 
most  contain  disclaimer  clauses 
that  expressly  waive,  on  the  part  of 
the  bank,  reliance  on  any  of  the 
statements  a  salesperson  may  have 
made.  Thus,  the  bank  purchaser 
must  get  sales  statements  and 
promises  in  writing,  and  they  must 
be  incorporated  into  the  final  writ¬ 
ten  contract  as  well. 

Statutes  of  Limitation 

Standard  vendor  contracts  usu¬ 
ally  contain  short  statutes  of  limi¬ 
tation.  Under  these,  a  user  must 
file  a  lawsuit  for  breach  of  contract 
within  one  year  of  default.  (This 
statute  may  differ  substantially 
from  state  or  federal  statute  limita¬ 
tions.  In  California,  for  example, 
the  statutory  limit  generally  is  four 
years  from  the  breach  of  contract.) 
When  users  experience  problems 
with  a  system,  the  correction  pro¬ 
cess  may  take  over  a  year  to  com¬ 
plete.  If  the  problem  becomes  ex¬ 
acerbated,  the  user  may  find  he  can 
no  longer  enforce  his  legal  rights. 

Practical  Solutions 

A  bank  administrator  should 
consider  severai  factors  in  pur¬ 
chasing  computer  systems  or  ser¬ 
vices.  If  an  acquisition  is  in  excess 
of  $200,000,  the  bank  should  con¬ 
sider  preparing  its  own  contract  or 
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retaining  an  expert  to  do  so.  Re¬ 
member,  the  side  that  writes  the 
contract  usually  gets  the  most 
favorable  position:  Negotiation  is 
strengthened  by  subtle  drafting  nu¬ 
ances  that  cannot  be  achieved  by 
amending  a  vendor’s  contract.  For 
smaller  acquisitions  or  contracts, 
however,  it  may  not  be  cost-effec¬ 
tive  to  write  your  own  contract. 
Here  amendments  or  addendums  to 
a  vendor  contract  can  turn  a  possi¬ 
ble  one-sided  agreement  into  one 
fair  to  both.  However,  specifying 
liability  limits,  acceptance  tests, 
warranties  and  disclaimers  in  legal 
documents  often  is  difficult,  and  a 
contract  specialist  may  be  needed. 

Before  acquiring  a  large  system, 
a  bank  should  employ  computer 
experts  to  prepare  a  Request  for 
Quote  (RFQ).  The  RFQ  establishes 
functional  and  contractual  re¬ 
quirements.  Often,  there  are  sig¬ 
nificant  differences  between  what  a 
vendor  will  agree  to  in  an  RFQ  and 
what  he  agrees  to  supply  indepen¬ 
dent  of  it.  Once  a  vendor  knows  a 
bank  has  chosen  its  system,  it  will 
not  agree  readily  to  too  many  pro¬ 
tections  for  the  bank. 

Preparing  an  RFQ  forces  bank 
administrators  to  plot  the  im¬ 
mediate  and  long-range  functional 
needs  of  the  bank  from  a  data  pro- 
cessing  perspective.  A  well 
thought-out  RFQ,  based  on  func¬ 
tional  requirements,  will  result  in  a 
system  likely  to  satisfy  the  bank’s 
needs. 

Certain  practices  should  always 
be  followed  in  computer  system 
acquisitions.  If  the  seller  made  oral 
promises,  include  them  in  the  con¬ 
tract.  Define  contractual  defaults 
and  remedies.  Include  the  bank’s 
right  to  proceed  against  the  vendor 
for  actual  and  incidental  damages 
suffered  because  of  vendor  de¬ 
fault.  If  it  is  difficult  to  estimate  the 
damages  you  could  suffer,  it  is 
often  in  your  interest  to  require  a 
liquidated  damage  clause  agreed  to 
while  the  negotiations  are  friendly. 
Liquidated  damages  mean  a  con¬ 


tractually  agreed  upon  monetary 
payment  where  determining  actual 
damages  would  be  impractical  or 
impossible. 

The  contract  should  also  include 
specific  acceptance  tests  for  both 
hardware  and  software.  Tests 
should  treat  hardware  and  software 
as  parts  of  a  single  system;  if  any 
part  fails,  the  bank  should  not  be 
required  to  pay  for  any  other  por¬ 
tion.  This  requirement  gives  you 
considerable  leverage  against  a 
vendor  if  a  system  problem  de¬ 
velops.  It  is  important  to  have  such 
leverage  since  day-to-day  satisfac¬ 
tion  is  more  important  than  winning 
in  a  court  three  to  four  years  later. 

Banks  should  have  as  much  input 
as  possible  into  the  types  of 
software  acceptance  tests  used.  If 
the  vendor  provides  testing 
criteria,  there  is  a  chance  the  cho¬ 
sen  tests  either  may  not  test  the 
entire  system  or  identify  other 
problems.  Banks  should  require  a 
test  that  demonstrates  the  software 
complies  with  all  functional  speci¬ 
fications  set  forth  in  the  original 
RFQ. 

It  is  also  essential  to  have  access 
to  the  vendor’s  source  code  and 


maintenance  documentation.  Ven¬ 
dors  often  say  source  codes  cannot 
be  provided  because  of  confiden¬ 
tiality.  This  argument  does  not  hold 
up,  however,  since  there  is  more 
than  one  way  to  ensure  confiden¬ 
tiality,  including  source-code  es¬ 
crow  arrangements  for  storing 
source-code  materials.  Alterna¬ 
tively,  the  vendor  can  deliver  the 
source  code  to  the  bank,  using  a 
confidentiality  agreement  to  pro¬ 
tect  its  trade  secrets. 

In  an  escrow  arrangement  in¬ 
volving  deposit  of  the  source  code 
with  an  independent  third  party,  it 
is  important  that  the  escrow  com¬ 
pany  specializes  in  computer 
source-code  arrangements.  Also,  a 
reporting  system  should  be  set  up 
to  notify  the  bank  of  new  enhance¬ 
ments  and  revisions  delivered  to 
the  escrow  company  or  if  delivery 
does  not  occur.  Deposits  of  up¬ 
dated  materials  are  very  important 
since  the  original  source  code  may 
not  be  sufficient  to  maintain  the 
software  if  enhancements  and  im¬ 
provements  take  place  over  time. 

Escrow  arrangements  can  be 
particularly  troublesome  in  a  bank¬ 
ruptcy.  The  bankruptcy  trustee 
may  not  release  the  source-code 
materials  to  legitimate  users.  For 
this  reason,  the  vendors  financial 
viability  should  always  be  consid¬ 
ered.  Additionally,  title  to  source- 
code  materials  should  be  trans¬ 
ferred  to  the  escrow  company  to 
avoid  the  possibility  that  a  bank¬ 
ruptcy  trustee  might  refuse  to 
honor  legitimate  requests  for  mate¬ 
rials. 

The  biggest  mistake  a  bank  can 
make  is  to  be  “penny  wise  and 
pound  foolish.’’  Extra  dollars  spent 
now  to  retain  expert  advice  will 
help  to  prevent  expensive  mistakes 
tomorrow.  Computer  purchases 
can  be  intimidating,  but  tough  ne¬ 
gotiations  can  reward  a  bank  ad¬ 
ministrator  with  a  properly  func¬ 
tioning  system  and  the  tools  to  en¬ 
force  the  bank’s  rights  if  anything 
goes  wrong.  ■ 
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The  Outlook  for  the 
Banking  Industry 

By  Gary  Gilbert 

Dr.  Gilbert  is  BAI's  Chief  Economist 
and  Director  of  Regulatory  Affairs. 

The  banking  industry  is  entering  a 
two-to-three  year  transition  period 
toward  more  stable  earnings  and 
growth  as  the  U.S.  economy  contin¬ 
ues  on  a  moderate  growth  path  with 
relatively  stable  interest  rates  and 
inflation.  However,  the  prospects  will 
vary  widely  for  different  sized  banks. 

Commercial  bank  performance  from 
1986  to  1988  will  be  determined 
mainly  by  the  strength  of  credit  de¬ 
mand  and  the  performance  of  some 
key  sectors  of  the  economy— i.e., 
agriculture,  energy  and  real  estate. 
Most  of  the  reduction  in  the  costs  of 
funds  resulting  from  declining  interest 
rates  already  may  have  been  realized 
since  these  rotes  have  leveled  off 
following  substantial  declines  since 
the  fall  of  1984.  This  means  opportu¬ 
nities  .lay  have  ended  for  large 
banks  to  generate  significant  securities 
trading  profits.  Growth  in  the  economy 
will  be  accompanied  by  somewhat 
higher  interest  rates,  possibly  by  as 
much  as  150  basis  points  in  the  second 
half  of  1986  or  the  first  half  of  1987.  If 
interest  rates  increase  no  more  than 
that,  the  economy  will  continue  to 
grow  and  the  spreads  on  bank  loans 
will  not  be  seriously  impaired. 

continued  on  page  2 


Retai  Banking:  3  Perspectives 

Three  major  BAI  research  projects  scheduled  for  completion  in  1986  explore 
key  issues  in  retail  banking:  The  pattern  of  payments,  balances  and  deposits 
in  consumer  checking  accounts:  the  economics  of  a  bank’s  retail  delivery 
system;  and  pricing  strategies  for  retail  deposit  products. 

The  first  research  project  updates  BAI’s  benchmark  study  of  national  con¬ 
sumer  payments  habits,  “Consumer  Checking  Accounts:  Debits,  Credits  and 
Balances.”  According  to  Marjolijn  van  der  Velde,  Managing  Director  of  BAI’s 
Retail  Financial  Services  Group,  the  survey  will  document  the  effect  deregula¬ 
tion  and  delivery  system  development  has  had  on  U.S.  payment  activities. 

As  in  the  original  1979  study,  599  banks  will  track  their  paperbased  and 
electronic  checking  account  transactions— debit  and  credit— during  the 
month  of  June.  The  results,  to  be  released  this  November  at  BAI’s  Ninth 
Annual  Electronic  Delivery  Systems  Conference  (ATM  9),  will  enable  financial 
institutions  to  forecast  future  payments  developments  and  plan  new  products 
and  product  enhancements. 

The  second  project,  “Economics  of  a  Bank’s  Retail  Delivery  System,”  will 
provide  a  framework  for  evaluating  and  positioning  the  mix  of  the  various  pay¬ 
ment  methods  (such  as  ATM,  teller  and  point-of-sale  transactions)  within  an 
institution’s  delivery  system. 

This  project  will  result  in  the  design  of  a  microcomputer  model  that  assists 
managers  in  assessing  the  resources  needed  for  the  different  aspects  of  the 
delivery  system.  The  model,  which  will  be  available  on  diskette  by  midyear, 
will  permit  creation  of  “what  if”  scenarios  by  isolating  sensitivity  factors.  It  will 
also  measure  the  effect  of  volume  fluctuation  on  the  per-unit  cost  of  various 
access  methods. 

“Pricing  Retail  Deposit  Products,”  the  third  research  project,  is  intended  to 
assist  financial  institutions  in  developing  effective  pricing  strategies  and 
executing  pricing  plans.  Project  results  will  suggest  a  framework  for  liability 
pricing  analysis  and  decision-making  as  well  as  outline  pricing  strategies  to  fit 
various  marketplace,  internal  and  competitive  situations. 

The  results,  to  be  presented  in  a  case  study  format  to  illustrate  the  use  of 
recommended  techniques,  will  be  disclosed  in  March  at  a  special  pre¬ 
conference  seminar  at  Forum  III,  BAI’s  National  Conference  on  Personal 
Financial  Services.  Final  study  results  will  be  printed  through  BAI’s  Bank 
Publishing  Group  at  a  later  date. 
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Now  You  Can  Fully  Customize 
BAI’s  Employee  Opinion  Survey 


BAI’s  Employee  Opinion  Survey 
(EOS),  used  by  more  than  10%  of  all 
banks  since  its  introduction  in  1976, 
may  now  be  fully  customized  to 
address  specific  purposes  or  prob¬ 
lems  at  individual  banks.  According 
to  William  H.  Hanton,  BAI’s  Director  of 
Human  Resources  Advisory  Services, 
the  service  enhancement  should 
attract  larger  banks. 

“Our  core  survey  includes  90  ques¬ 
tions  covering  12  major  areas,”  Hanton 
explains.  “Frequently  a  large  institu¬ 
tion  has  a  pressing  need  to  focus  on 
employee  opinion  for  a  particular 
reason,  perhaps  a  policy  or  benefit 
change,  M&A  activity  or  high  turnover 
rates.  We’re  now  able  to  provide  that 
focus.” 

Using  the  turnover  situation  as  an 
example,  Hanton  went  on  to  describe 
how  the  expanded  service  works.  ‘We 


start  by  visiting  the  bank  and  inter¬ 
viewing  key  managers  or  any  targeted 
employee  groups.  This  way  pertinent 
issues  are  identified  for  inclusion  in 
the  customized  survey  we  structure 
for  the  bank,”  he  said. 

Hanton  notes  tnat  proposed  ques¬ 
tions  and  a  draft  ot  the  survey,  pre¬ 
pared  by  BAI,  are  subject  to  approval 
by  bank  management.  'That  helps 
ensure  that  we’re  covering  the  right 
bases  in  the  right  way,”  he  added. 

The  service  also  includes  production 
and  printing  of  the  survey  as  well  as 
planning  for  survey  administration. 

In  addition,  BAI  can  provide  post¬ 
survey  assistance  in  the  form  of  a 
written  report  interpreting  the  resulting 
data  and  suggesting  practical  courses 
of  action  based  on  data  analysis. 
Presentations  for  senior  management 
are  also  available  along  with  training 


of  bank  personnel  for  feedback  ses¬ 
sions  directed  at  specific  functional 
departments. 

“Properly  conducted  feedback  ses¬ 
sions  are  a  catalyst  for  organizational 
change,”  says  Hanton,  “because  they 
highlight  reactions  from  those  groups 
of  employees  most  likely  to  be  affected 
by  change.” 

More  than  200,000  bank  employees 
have  participated  in  BAI’s  Employee 
Opinion  Survey,  giving  it  the  most 
comprehensive  norms  of  any  similar 
survey  for  financial  institutions. 

This  provides  a  data  base  for  the 
customized  survey  to  the  extent  it 
includes  questions  asked  in  the  core 
version  of  EOS.  Hanton  says  this  pro¬ 
vides  comparison  norms  that  are 
“reliable,  current  and  easily  assess! ble.” 


Outlook  for  the  Banking  Industry,  continued 

Spreads  on  C&l  lending  are  not 
expected  to  increase  noticeably  until 

1987,  when  business  demand  for  cred¬ 
it  to  finance  inventories  and  export 
production  accelerates.  Soft  business 
loan  demand  and  perceived  inter¬ 
national  lending  risks  have  encouraged 
large  banks  to  increase  their  volumes 
of  real  estate  and  consumer  install¬ 
ment  loans.  Real  estate  lending 
should  continue  to  remain  brisk  and 
profitable  for  the  next  two  years.  Con¬ 
sumer  lending,  on  the  other  hand, 
may  decline  in  both  volume  and 
spread,  at  least  until  late  1987  or  early 

1988. 

The  burden  of  providing  for  loan 
losses  will  not  be  as  great  as  it  has 
been  for  the  last  few  years.  While 
problems  in  energy  and  less  devel¬ 
oped  country  (LDC)  loans  will  persist 


through  1988  and  maybe  later,  large 
banks  have  already  added  substan¬ 
tially  to  their  reserves  to  cover  future 
loan  losses  since  the  prices  of  oil  and 
other  commodities  are  expected  to 
remain  under  pressure  in  international 
markets  for  several  years. 

The  bottom  line  is  that  large  bank 
profits  may  grow  modestly  until  the 
first  half  of  1987.  However,  if  large 
banks  effectively  manage  the  spread 
between  fee  income  and  noninterest 
expenses,  steady  earnings  growth 
should  be  achievable  for  the  latter 
half  of  1987.  Because  of  external 
factors,  large  banks  may  have  more 
control  over  these  spreads  than  over 
spreads  on  loans. 

The  prospects  for  medium-to-large 
size  regional  banks  ($500M  to  $10B) 
are  brighter.  These  banks  have  more 
balanced  portfolios  and  are  less 


dependent  on  volatile  C&l  and  inter¬ 
national  lending  than  are  larger 
banks.  They  also  have  more  manage¬ 
able  overhead  expenses  and  are 
best  positioned  to  take  advantage  of 
interstate  merger  opportunities. 

Consumer  loan  demand  and  con¬ 
sumer  loan  quality  and  pricing  will  be 
key  variables  influencing  the  profit¬ 
ability  of  regional  banks.  With  the 
delinquency  rate  rising  on  installment 
loans,  some  additional  provisioning 
for  loan  losses  may  be  required. 
However,  these  medium-to-large  size 
regional  banks  are  well-capitalized 
and  are  able  to  sustain  some  addi¬ 
tional  charge-offs  without  seriously 
impairing  earnings. 

The  prospects  for  many  small  banks 
are  less  favorable;  Many  have  port¬ 
folios  dominated  by  loans  to  the  most 

continued  on  page  4 
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BAI  Board  Profile: 

John  Rau,  Direclor-at-Latge 


John  Rau 
credits  his 
decision  to 
become  a 
banker  to  a 
senior  bank¬ 
ing  professor 
at  Harvard 
University. 

‘The  professor 
felt  my  wide-ranging  (which  was  his 
euphemism  for  eclectic)  interests  made 
banking  a  perfect  career  choice  for 
me,”  Rau  says. 

Rau  has  certainly  justified  his  men¬ 
tor’s  belief.  A  banking  career  that 
started  at  the  First  National  Bank  of 
Chicago  in  1972  brought  him  to  the 
presidency  of  Exchange  National 
Bank  in  Chicago  in  1983. 

In  addition  to  heading  that  $1.4  bil¬ 
lion  LaSalle  Street  institution,  Rau  is 
currently  Director-at-Large  of  BAI. 
And,  his  path  toward  these  positions 
certainly  indicates  wide-ranging  inter¬ 
ests  and  a  marked  willingness  to  take 
on  challenging  assignments. 

Rau’s  initial  post  at  First  Chicago 
was  in  corporate  development,  spe¬ 
cifically  in  directing  acquisitions  and 
startups  in  financially  related  fields  at 
a  time  when  this  was  still  a  compara¬ 
tively  new  activity.  He  then  supervised 
staff  \A«)rk  for  the  bank’s  first  asset/ 
liability  committee.  ’This  was  a  major 
undertaking,”  he  recalls,  ’’because 
the  ALCO  had  to  pull  together  funding 
that  originally  came  from  six  or  seven 
different  funding  centers.” 

After  a  ’’couple  of  overseas  assign¬ 
ments,”  Rau  was  assigned  to  working 
out  problem  loans  in  the  commercial 
lending  area  during  the  mid- 70s 
when  loan  problems  were  widespread 
throughout  the  industry.  This  task  was 
complex  and  demanding,  but  it  pro¬ 


vided  invaluable  insights  into  all 
aspects  of  loan  lending. 

In  1976,  after  some  more  time  in 
international  banking,  Rau  moved  on 
to  still  another  bank  area.  ’They  asked 
me  to  run  the  computer  services  divi¬ 
sion,”  Rau  remarks. 

’The  idea  that  was  offered  to  me,” 
he  recounts,  ”wr.>that  the  next 
generation  of  banxers  had  to  under¬ 
stand  how  to  manage  people  and 
technology.  That  made  sense  to  me, 
and  so  did  the  conclusion  of  the 
First’s  executives  that  they  wanted 
someone  who  understood  the  indus¬ 
try  to  provide  direction  to  the  techni¬ 
cal  departments.  I  was  young  enough 
to  be  willing  to  accept  the  challenge.” 

Rau  says  that  he  ’’spent  the  next 
two  years  two  levels  underground 
with  several  hundred  talented  com¬ 
puter  specialists.  It  was  a  great 
experience  because  it  forced  me  to 
figure  out  how  to  manage  without 
having  a  detailed  understanding  of 
the  specific  technology  and  having  to 
rely  on  basic  leadership  skills.” 

After  ’’resurfacing,”  Rau  ran  a  sec¬ 
tion  of  the  International  Banking 
Department  where  his  responsibilities 
included  trade  finance.  Edge  Act 
offices,  the  bank’s  international  docu¬ 
mentary  services  and  its  Eurodollar 
funding  and  foreign  exchange  opera¬ 
tions.  In  1979,  he  left  First  Chicago  to 
become  Executive  Vice  President, 
and  Director  at  Exchange. 

His  initial  assignment  at  Exchange 
beyond  running  a  lot  of  the  day-to-day 
activities,  included  the  strategic  plan¬ 
ning  and  staffing  that  helped  shape 
the  bank  into  the  substantial  presence 
it  now  enjoys  as  a  vigorous  institution 
serving  a  vital  market. 

Rau  says  he  has  some  modest 
reservations  about  advising  bankers 


to  follow  a  career  path  marked  by  as 
much  diversity  as  his  own.  ’’For  most 
people,”  he  comments,  ’’some  variety 
is  good.  But  you  do  want  a  specialty 
in  which  you  can  make  a  notable 
contribution.  I  took  some  unusual 
assignments  and,  without  senior 
sponsors  who  can  help  you  move  when 
its  time,  you  can  either  get  stuck  or 
build  a  record  that’s  too  diffuse.” 

A  serious  interest  in  professional 
development  led  to  Rau’s  involvement 
with  BAI,  which  includes  membership 
on  the  National  Nominating  Committee, 
participation  in  a  major  symposium 
and  writing  articles  for  the  Magazine 
of  Bank  Administration  as  well  as  his 
directorship. 

’1  was  intrigued,”  he  says,  ”by  BAI’s 
position  as  a  group  devoted  to  devel¬ 
oping  professional  skills  in  banking. 
The  attention  paid  to  managerial 
disciplines  is  increasingly  important 
because  deregulation  doesn't  allow 
banks  the  luxury  of  anything  but  first 
class  talent.  BAI  focuses  on  nurturing 
that  talent  in  any  number  of  ways  that 
work  together.  I  think  this  expresses 
the  essence  of  BAI’s  mission.” 

Rau  also  says  that  he  appreciates 
BAi’s  contribution  to  broad,  high-level 
research  ’that  helps  the  industry  think 
through  the  issues  and  to  face  change 
by  seeking  new  ideas  and  not  neces¬ 
sarily  driving  toward  a  political/ 
legislative  consensus.” 

Rau  is  convinced  that  the  most 
important  challenge  facing  bankers  is 
to  see  that  there  is  ’’enough  under¬ 
standing  and  talent  to  execute  the 
overwhelming  changes  in  game  plan, 
beliefs,  organizational  structure  and 
resource  deployment  needed  to  see 
the  industry  reach  1990  in  reasonable 
health.  I  don't  think  complete  consoli¬ 
dation  is  inevitable,  but  I  do  believe 
that  we  have  to  be  ready  for  the  time 
when  banks— at  their  various  size 
levels— no  longer  can  succeed  by 
following  ’me-too’  strategies.” 
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fragile  markets— agriculture  and 
downscale  retail  customers.  Nonper¬ 
forming  and  past-due  loans  of  these 
banks  have  grown  dramatically  and 
are  likely  to  continue  to  grow  while 
loan  loss  reserves  remain  relatively 
low.  Agricultural  loans,  in  particular, 
will  continue  to  pose  signficant  prob¬ 
lems  in  the  years  ahead,  and  no  relief 
is  in  sight.  Although  charge-offs  on 
agricultural  loans  have  increased 
substantially  (doubled  in  the  first  half 
of  1985),  nonperforming  loans  are  still 
trending  upwards. 

Small  banks  are  also  vulnerable  to 
a  slow-down  in  consumer  borrowing 
and  future  losses  on  their  existing 
loans  to  lower-income  consumers. 
Should  interest  rates  increase  as 
expected,  the  small  banks  will  have 
difficulty  protecting  spreads  on  these 
essentially  fixed-rate  loans.  Com¬ 
pounding  the  problem  is  the  break¬ 
even  asset  yield  for  small  banks:  It 
has  been  rising  steadily  along  with 
the  ratio  of  interest  expenses  to 
interest-earning  assets.  These  institu¬ 
tions  are  too  small  to  diversify  and 
realize  potential  economies  of  scale. 
Moreover,  if  limits  on  service  charges 
are  legislated,  this  would  hamper 
their  ability  to  generate  fee  income 
and  would  exacerbate  their  earnings 
problems.  On  the  other  hand,  small 
banks  in  metropolitan  markets  with 
more  balanced  portfolios,  strong 
capital  bases  and  sizeable  fee  income 
may  be  insulated  from  some  of  these 
proci'ems  and  able  to  participate  in 
the  merger  movement. 
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CHAPTER  HEWS 

An  attendance  “jump  from  60  to  285”  marked  a  joint  meeting  of  the 
Illinois  Valley  Chapter  and  the  LaSalle-Grundy-Kendall  Bankers  Associa¬ 
tion.  Chapter  secretary  Gary  McConnville,  Loan  Officer  at  Ottawa  National 
Bank,  Ottawa,  attributes  the  “biggest  Chapter  meeting  ever”  to  the  appear¬ 
ance  of  Special  Agent  Joe  Onduria,  head  of  the  Springfield  FBI  office,  who 
spoke  on  bank  robbery  response  procedures.  “We  stressed  attendance 
would  fulfill  the  Bank  Protection  Act’s  requirement  that  bank  employees 
handling  cash  participate  in  training  each  year,”  says  McConnville. 

In  Region  6,  three  chapters  experienced  growth  by  using  a  variety  of  tactics. 
Harry  Wheeler,  President  of  the  Kansas  City  Chapter,  and  vice  president 
of  MidAmerican  Bank  and  Trust,  Shawnee  Mission,  said  “Persistence  pays,” 
when  commenting  on  an  attendance  increase  from  67  to  149  people.  The 
Chapter’s  board  of  directors  was  expanded  to  achieve  more  industry  par¬ 
ticipation  and  provide  more  program  ideas  and  the  program  mailing  list 
was  limited  to  presidents/CEOs,  principal  representatives  and  alternates. 

Jack  Hinton,  president,  Denver  Chapter,  and  auditor.  United  Banks  of 
Colorado,  said  attendance  declined  over  a  six-year  period  as  the  dinner- 
program  meeting  format  continued.  ‘We  felt  bankers  were  unwilling  to 
spend  3V2  ‘after  work’  hours,”  he  said,  so  the  chapter  started  mini-course 
offerings  that  began  earlier,  with  a  flexible  schedule  of  alternatives.  Two  free 
concurrent  mini-seminars  now  convene  at  4  p.m.,  and  attendees  may  leave 
before  dinner.  The  featured  speaker  takes  the  podium  at  6  p.m.,  dinner  is 
served  at  7  p.m.  and  the  meeting  concludes  at  8  p.m. 

Reggie  Braselton  of  the  Internal  Operating  Office  of  Boone  County  National 
Bank,  Columbia  and  president,  Missouri’s  Little  Dixie  Chapter,  tells  how  a 
failing  chapter  turned  around.  Field  Representative  B.  J.  Hoitgrewe  is  a 
“super  resource....  Knowing  1  had  backing  from  BAI  kept  me  going,”  she 
said.  Her  Chapter  had  never  had  directors,  so  Braselton  drafted  a  board. 
She  also  overcame  the  problem  of  geography;  ‘We  are  in  a  narrow, 
120-mile-long  area  and  found  that  holding  meetings  in  a  central  location 
didnt  work.”  By  holding  meetings  close  to  banks  most  affected  by  a  pro¬ 
gram’s  subject  matter,  attendance  increased. 

Patty  Humphrey,  Eastern  Idaho  Chapter  president,  and  manager.  First 
Interstate  Bank,  Idaho  Falls,  says,  ‘We  took  a  chance,  and  it  paid  off.”  The 
chapter  hosted  a  panel  discussion  between  legislators,  farmers  and 
bankers  at  a  meeting  that  attracted  TV  and  print  media  coverage.  “For  the 
first  time,  we  had  bank  presidents  at  a  meeting,”  Humphrey  comments. 
Panelists,  who  discussed  ‘Current  Issues  in  Agricultural  Banking,”  included 
U.S.  Senator  Mark  Ricks,  Department  of  Agriculture  representative  Rick 
Phillips,  farmers  Richard  Polatis  and  John  Magelby,  and  commercial/ 
agricultural  banker  Steve  Houston. 

‘The  best  thing  the  meeting  produced  was  a  feeling  of  cooperation  and 
open  communication  between  all  the  groups,”  Humphrey  said.  “Banking  is 
a  business,”  she  continued,  “but  bankers  are  willing  to  work  with  all  interests.” 

The  Wlest  Texas  Chapter,  Abilene,  attracted  135  persons  to  its  first  Past 
President‘s  night.  Organized  by  President  Bill  Terry,  president.  First  State 
Bank  in  Tuscola,  the  program  featured  17  of  the  34  past  presidents.  ‘This 
was  a  good  experience  for  first-timers,”  BAI  Field  Representative  Gil 
McDaniel  said,  “because  they  got  a  picture  of  BAI  continuity.”  McDaniel 
said  keeping  past  presidents  active  in  elder  statesmen  roles  is  important 
since  they  have  the  most  experience  and  leadership  training. 
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NCR  ATMs  Spark  Success  in  Supermarkets 


By  Kenneth  R.  Phillips 

Vice  President 

Texas  Commerce  3ank-Houston 
Houston,  Texas 


balancing  and  servicing,  settlement 
between  different  banks  for  cash 
withdrawals,  problems  resolution 
when  a  discrepancy  occurs  in  a 
customer’s  account,  handling  cap¬ 
tured  cards  and  signage,  advertis¬ 
ing  and  promotion. 

Normally,  all  of  the  ATM  sup¬ 
port  functions  can  be  handled  by 
the  supermarket  staff.  Fewer, 
however,  might  be  handled  by  the 
personnel  in  a  chain  convenience 
store  who  are  for  the  most  part 
entry-level  employees.  Yet,  most 
of  these  functions  could  be  handled 
in  an  owner-operated  convenience 
store. 

Naturally,  store  f'ersonnel  would 
only  be  expected  to  do  ATM  first- 
line  maintenance  such  as  clearing 
receipt  jams.  More  in-depth  main¬ 
tenance  would  be  contracted-out 
by  the  stores  to  the  vendors.  Most 
of  TCB’s  retailers  use  NCR  as  their 
vendor  because  the  5070  ATMs  are 
cost  efficient  and  because  NCR 
provides  effective  support  func¬ 
tions.  For  example,  NCR’s  ATM 
Services,  Inc.  (ATMSI)  not  only 
provides  this  maintenance,  but  can 
also  function  as  a  courier,  with 
armed  guards  and  armored  vans. 
TCB  retailers  contract  for  these 
services  as  required.  The  bank, 
however,  could  provide  such  ser¬ 
vices,  but  in  most  cases  at  extra 
cost  to  retailers. 

Therefore,  ATMs  are  a  natural 
service  for  supermarkets  to  offer 
because  they  speed  customer  flow 
by  reducing  check-cashing  delays 
in  check-out  lanes.  (Surprisingly, 
however,  most  retailers  with  ATMs 
still  report  no  reduction  in  their 
check-cashing  volume.) 

And  although  food  retailers  share 
in  the  transaction-processing  fees, 
an  ATM  shifts  its  payment,  and 
thus  the  check-cashing  charge. 


each  retailer.  For  example,  while 
placing  more  than  150  ATMs  in 
Texas  supermarkets  and  conve¬ 
nience  stores,  TCB  talked  in 
slightly  different  terms  to  each  re¬ 
tailer,  or  at  least  to  each  retail 
chain. 

A  first  step  to  cost  containment 
begins  by  allowing  retailers  to  pur¬ 
chase  terminals  directly  from  ven¬ 
dors  rather  than  from  banks.  Then 
retailers  assume  many  of  the  ATM 
support  functions  banks  would 
normally  provide.  The  rationale 
behind  this  is  that  store  personnel 
can  often  handle  these  functions  at 
each  store  without  hiring  additional 
personnel,  while  banks  would  re¬ 
quire  a  personnel  increase  to  per¬ 
form  the  functions  for  all  of  the  re¬ 
tailer’s  stores. 

Such  ATM  support  functions  in¬ 
clude:  Currency  replenishment. 


Banks  wanting  to  install  ATMs  in 
retail  food  stores  must  begin 
by  recognizing  the  universal  cost- 
consciousness  of  that  industry:  A 
good  year  is  one  that  produces 
after-tax  profits  of  1%. 

Texas  Commerce  Bank — Hous¬ 
ton  (TCB),  has  found  ^hat  it  can  de¬ 
crease  costs  as  well  as  control  costs 
to  retailers  by  allocating  support 
functions  to  retail  participants  and 
by  using  new,  less  expensive 
ATMs  for  interior  installations 
such  as  the  NCR  5070s. 

Thus,  in  its  customer  contacts, 
banks  must  be  sensitive  to  the 
specific  needs  and  capabilities  of 


TC3  controls  costs  to  retailers  by  using  less-expensive  ATMs  for  interior  installa¬ 
tions  such  as  this  NCR  5070  pictured  here. 


II  nil  ^ 


as  major  as  total  branch  automation, 
you  need  a  second  opinion. 


Before  you  commit  to  anything  as 
critical  as  branch  automation,  don’t 
you  want  to  be  absolutely  certain 
you’ve  chosen  a  leading  expen  in 
the  field?  That’s  why  you’d  be  wise  to 
consult  with  Olivetti  Financial  Sys¬ 
tems.  The  worldwide,  branch  auto¬ 
mation  specialists. 

Olivetti  will  tell  you  that  suc¬ 
cessful  branch  automation  depends 
on  three  faaors:  fully  integrated  sys¬ 
tems,  tailored  customer  applications, 
and  total  commitment  to  customer 


satisfaaion.  Any  ^ 

system  that  de- 

livers  less  is  just  " 

a  Band-Aid  solution. 

With  Olivetti’s  flexible,  open-ended 
architeaure,  new  solutions  can  be 
integrated  as  your  needs  evolve.  Our 
special  capabilities  include  incorpo¬ 
rating  the  most  recent  PC  technology 
to  create  high-powered  produaivity 
centers.  And  responding  with  inno¬ 
vative  applications  that  solve  your 
panicular  problems. 


The  pro^osis? 

Your  outlook  for  increased  pro¬ 
duaivity  and  market  share  is  excellent. 

And  Olivetti’s  support  won’t  dis¬ 
appear  once  your  system  is  operational. 
Our  branch  autom^ion  specialists 
interned  in  banking.  So  nobody  under¬ 
stands  better  than  Olivetti  that  in  a 
fiercely  competitive  environment, 
today’s  cost-effeaive  solution  must 
often  adjust  to  tomorrow’s  challenges. 
For  the  most  important  consulta¬ 
tion  you  may  make,  call:  214  258-5400. 


Olivetti  QD^CR]  Financial  Systems  Division. 
Total  Commitment.  Total  Solutions. 


RQ  Box  660203,  Dallas.  Ibcas  75266^203 


For  more  infomration,  circle  No.  55  on  Reader  Service  Card 
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from  supermarkets  at  the  time  of 
cashing,  to  the  customers’  bank 
statements. 

From  the  bank’s  perspective, 
remote  ATMs  cement  relationships 
with  retail  customers,  make  ser¬ 
vices  even  more  convenient  for 
customers  and  provide  a  source  of 
steady,  low  overhead  revenue  from 


the  bank’s  share  of  the  processing 
fee. 

With  $11.9  billion  in  assets, 
TCB — Houston  is  the  flagship  bank 
of  Texas  Commerce  Bancshares,  a 
holding  company  with  70  member 
banks  across  Texas.  TCB  installed 
its  first  ATM,  an  NCR  1773,  in  its 
lobby  in  January  1981 .  And  it  began 


installing  ATMs  in  retail  stores  in 
the  fall  of  1983,  primarily  in 
supermarkets  and  convenience 
stores,  with  a  few  in  department 
stores. 

Retail  food  stores  are  among  the 
most  logical  sites  for  remote  ATMs 
because  supermarkets  often  cash 
more  checks  than  banks.  ■ 


New  Forms  Management  Software  Creates 
Savings  for  The  First  Nationai  Bank  of 
Chicago 


A  software  product  called  For- 
manager,  is  helping  The  First 
National  Bank  of  Chicago  manage 
more  than  4,025  forms  and  other 
printed  materials  it  produces.  First 
Chicago  has  already  made  some 
1 ,400  forms  obsolete  by  using  For- 
manager,  and  is  now  able  to  per¬ 
form  tasks  that  once  took  days  or 
even  weeks  in  less  than  15  minutes. 
In  addition,  the  bank  estimates  that 
Formanager  and  its  associated 
hardware  will  produce  a  37.4% 
ROI. 

As  with  many  large  organiza¬ 
tions,  First  Chicago  performed  the 
forms  management  tasks  manually 
before  purchasing  the  software 
from  Computerized  Forms  Man¬ 
agement,  Elmhurst,  IL. 

Its  principle  objective  was  to 
eliminate  unnecessary  forms  within 
the  corporation  by  finding  software 
that  had  the  ability  to  look  up  any 
piece  of  information  relative  to  a 
form  that  could  determine  at  a 
point  in  time  where  an  order  rests 
and  that  could  develop  groupings  of 
like  forms  for  contract  printing 
bids. 

Formanager,  a  UNIX-based 
software  product,  met  its  needs  by 


constructing  an  interactive  data 
base  for  all  printed  material.  The 
data  base  is  nothing  less  than  a 
complete  information  management 
system  for  forms  and  printing  pro¬ 
curement  and  production.  And 
available  at  the  push  of  a  key.  The 
software  gathers  and  centralizes 
virtually  every  possible  charac¬ 
teristic  about  each  form  and  every 
ply  in  it,  including  its  printing  ac¬ 
tivity  and  history.  It  then  permits 
analysis  based  upon  a  seemingly 
unlimited  array  of  criteria,  taken 
singly  or  together. 

The  bank  was  able  to  use  the 
system  almost  immediately.  Forms 
analysts  at  First  Chicago  began 
putting  data  into  the  system  a  year 
ago  and  were  able  to  use  it  pro¬ 
ductively  when  it  was  less  than 
50%  loaded. 

When  the  corporation  switched 
telephone  systems  prior  to 
software  installation,  for  example, 
it  took  one  person  a  month  to  iden¬ 
tify  all  of  the  forms  containing  a 
telephone  number.  Today  the  bank 
can  collect  the  same  information  in 
minutes. 

The  software  has  produced  re¬ 
sults.  For  example,  Formanager 


saved  $77,000  recently  by  helping 
to  group  envelopes  more  effi¬ 
ciently,  and  when  several  forms 
identification  numbers  changed,  it 
provided  a  complete  list  of  those 
using  the  forms.  In  addition,  the 
new  software  was  able  to  assist  in 
analyzing  personal  banking  forms 
and  was  “a  lifesaver”  when  new 
government  regulations  required  a 
change  in  certain  types  of  en¬ 
velopes.  The  system  automatically 
prints  complete  specification 
sheets  for  use  with  First  Chicago’s 
vendor: ,  who  do  an  annual  volume 
of  more  than  $2  million. 

Formanager’s  usefulness  will 
also  be  enhanced  when  it  is  able  to 
interface  with  First  Chicago’s  new 
inventory  system.  It  will  track  all 
printing  jobs  and  prevent  re-input 
and  errors  at  the  warehouse. 

First  Chicago’s  system  includes 
a  Plexus/35  (2Mb  RAM,  72Mb  hard 
disk)  minicomputer,  seven  WYSE 
50  intelligent  terminals  and  a  Cen¬ 
tronics  351  line  printer. 

With  the  help  of  the  software,  the 
bank  now  has  time  to  develop  ways 
to  make  forms  better  and  less  ex¬ 
pensive  rather  than  simply  tracking 
orders.  ■ 
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ft  Interstate  banking  is  closer 
an  you  think.  Which  is  why— 
if  you  plan  to  merge  with  or  ac¬ 
quire  a  bank— you  should  edit 
u^.  Instead  of  trying  to  do-it- 
yourself. 

“At  Citicorp,  we  have 
found  that  do-it-yourself  ap¬ 
proaches  can  cost  you  time, 
money-^and  even  your 
reputation.  .  «> 

“The  two  of  us  can  help 
you  minimize  risk  and  maxi¬ 
mize  return  on  your  holdings. 
And  our  specialized  skills  draw 
on  a  true  and  thoroOgh  un¬ 
derstanding  of  banking:  ^  ^ 


u  That's  because  we're  part  of  an  innovative  worldwide 
network  that  can  introduce  you  to  the  largest  pool  of  potential 
partners.  We  can  help  you  evaluate  the  broad  range  of  op¬ 
tions  available  in  the  market  today.  .Steer  you  around  both 
interstate  and  regional  banking  industries.  And  help  you 
negotiate^gulatory  and  legislative  stumbling  blocks  in  all 
50  states? 

“Don't  risk  dang  it  yourself.  Call  us  at  {212)  559-2691. 
Ask  for  Charlie  Williams  or  Elaine  Arnold.  And  we  ’ll  put  all  our 
expertise  and  the  resources  of  Citicorp  to  work  for  you.  y  j 


it. 


CITICORPOINVESTMENTBANK 

c  Citicorp  1985  SM  Citicorp  Invstmont  Bank  Is  a  sarvica  mark  ofVltlcoip 
K  Citicorp  Is  a  ragistarad  trademark  ^ 
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Budget  Computer 
Upgrades  Amortization 
Package 

Budget  Computer,  Inc.’s  loan 
amortization  package,  Ml-AMOR, 
now  supports  weekly,  bi-weekly, 
semi-monthly,  monthly,  bi¬ 
monthly,  quarterly,  semi-annual 
and  annual  payments.  New  options 
include  Rule  of  78’s  interest,  saving 
and  loading  of  variables  and  addi¬ 
tional  report  flexibility. 

MI-AMOR  is  a  specialized  appli¬ 
cation  designed  as  an  alternative  to 
amortizing  with  spreadsheets.  De¬ 
signed  for  the  IBM-PC,  the  soft¬ 
ware  performs  amortizing  and  loan 
functions  for  accounting,  banking, 
credit  union,  insurance,  invest¬ 
ment,  legal,  real-estate  and  other 
professionals. 

It  analyzes  loans  by  computing 
principal,  payment  rate  or  term  and 
gives  professional  amortization 


schedules  including  customized 
headings,  balloons,  negatives  and 
other  options.  It  handles  trillion 
dollar  amounts  with  1 1  digit  accu¬ 
racy.  Printing  options  include 
check  number  and  date  paid  col¬ 
umns,  page  length,  left  margin  off¬ 
set,  line  spacing  and  manual  pag¬ 
ing. 

Circle  No.  500,  Reader  Service  Card 

GuIfNet  Provides 
Nationwide  ATM  Access 

GulfNet,  the  Gulf  region’s  live 
network  of  shared  automated  teller 
machines,  has  announced  plans  to 
provide  its  membership  access  op¬ 
tions  to  the  Cirrus,  American  Ex¬ 
press  and  Pulse  automated  teller 
machine  networks.  MTech  Corp. 
will  provide  GulfNet’s  interface  to 
these  networks.  The  agreement  will 
enable  GulfNet’s  45  members  rep¬ 
resenting  250  ATMs  in  Louisiana, 
Mississippi  and  Florida,  to  expand 


ATM  coverage  to  other  major  na¬ 
tional  markets  via  Cirrus  with  8,200 
ATMs,  American  Express  with 
5,836  ATMs  and  Pulse  with  3,500 
ATMs. 

Circle  No.  501,  Reader  Service  Card 

Computer  Monitors  ATMs 

Gasper  Corp.’s  “Self  Service 
Monitor’’  is  a  “smart”  computer 
that  tracks  the  status  and  operation 
of  ATMs  and  reports  on  CRT  and 
hard  copy. 

The  monitor  can  differentiate 
between,  for  example,  a  temporary 
loss  of  communication,  daily 
balancing  and  an  emergency.  The 
system  will  flag  ATMs  that  are 
“down”  and  report  successful  au¬ 
tomatic  resetting. 

Color-coded  status  indications 
(red  for  out  of  service),  white  for 
loss  of  communication,  yellow  for 
low  on  supplies,  etc.)  facilitate 
mistake-proof  reading.  Alarm  in- 


IRA  ACCOUNTING  &  REPORTING 

Self-directed,  Regular,  SEP’s 

The  Nortridge  IRA  program  for  microcomputers  not  only  handles  fixed  and  variable 
rate  CD’s,  but  accommodates  stocks,  bonds,  mutual  funds,  real  estate,  etc. 


Reports  Include: 

•  Trial  Balances 

•  Customer  Statement 

•  Maturity  Schedule 

•  Rate  Sensitivity 

•  Security  Repricing 

•  Account  Value  Projection* 

•  Customer  Statistics 

•  Withdrawal  Map 

•  available  separately 


Also  Generates: 

•  5498,  W2P,  1099R  Forms 

•  Automatically  Renews  CD’s 

•  Fee  Notices 

•  Eligibility  and  Payout  Notices 

•  Account  Limits  Notices 

•  Monthly  Deposit  and  Offsetting  Debit  Slips 

•  Automatic  Dispersements  By  Check 
Or  Credit  Slip  To  Checking  Or  Savings 
Account 


For  More  Information,  Call  800-435-7240,  IL  815-233-2050,  CA  415-459-3843. 
Or  Write:  Nortridge  Software,  P.O.  Box  538,  San  Rafael,  CA  94901. 


FINANCIAL  SOFTWARE  FOR  MICROS 


For  more  information,  circle  No.  57  on  Reader  Service  Card 
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terfacing  is  possible  for  emergency 
circumstances.  The  monitor  can 
also  be  used  to  plan  for  peak  and 
low  cycles,  analyze  the  impact  on 
terminal  performance  of  critical 
periods  and  compare  the  uptime 
records  of  competing  ATM  ven¬ 
dors. 

Circle  No.  503,  Reader  Service  Card 

Tester  Troubleshoots 
Cable  Systems 

TSSI  has  developed  a  “smart” 
hand-held  tester  for  loop  and  coax 
cable  networks.  The  microproces¬ 
sor-based  tester,  “FIELDSCAN- 
1,”  tests  and  troubleshoots  loop 
and  coax  cable  systems,  including 
IBM  bank  equipment  networks.  It 


immediately  identifies  opens, 
shorts  and  crosses  and  displays 
simple  English  messages  on  its 
LCD  screen. 

The  product  is  pocket-size, 
weighing  1  lb.,  with  dimensions  of 
5"  X  3%"  X  1%".  The  tester  operates 
from  a  wall  transformer  or  re¬ 
chargeable  battery. 

Circle  No.  503,  Reader  Service  Card 

Personnel  Management 
System  Operates  on  LANs 

The  SPECTRUM  HR/2000 
NETWORK  is  a  personnel  ad¬ 
ministration  and  human  resource 
management  software  system  that 
operates  in  a  local  area  network 
(LAN)  mode. 

SPECTRUM  Human  Resource 
Systems  Corp.  claims  the  system 


increases  personnel  department 
staff  productivity  and  reduces  costs 
by  allowing  several  individuals  to 
simultaneously  share  access  to  per¬ 
sonnel  and  human  resource  man¬ 
agement  information,  as  well  as 
share  system  hardware  such  as  disk 
storage  and  printers. 

The  SPECTRUM  HR/2000 
NETWORK  is  compatible  with 
Novell  Inc.’s  Netware  Operating 
System,  IBM’s  Token-Ring  and 
PC-Network,  Nestar’s  Plan  3000/ 
4000  and  local  area  networks  from 
Banyan  Systems  and  Santa  Clara 
Systems.  The  SPECTRUM  net¬ 
work  supports  up  to  the  maximum 
number  of  users  designated  for 
each  individual  local  area  network. 
The  network  system  runs  on  the 
IBM/PC/XT/AT,  the  AT&T  PC 
6300,  ITT  Xtra  and  other  IBM- 
compatible  microcomputers  oper¬ 
ating  under  Microsoft  Corp.’s 
MS-DOS  3.1,  and  with  a  minimum 
of  5 12k  of  memory  and  a  10m. 

Circle  No.  526,  Reader  Service  Card 

ADC  Package  Runs 
on  Prime 

SMDS,  Inc.  now  offers  Aide- 
De-Camp  software  management 
system  on  Prime  50  Series  ma¬ 
chines.  The  ADC  package  gives 
storage  savings  due  to  an  incre¬ 
mental  change  control  system.  Du¬ 
plicate  copies  of  entire  files  are  no 
longer  needed  on-line. 

Key  information  necessary  for 
developers  is  accessible  through 
the  ADC  system.  Information  on 
software  entities,  changes,  ver¬ 
sions,  external  documentation  and 
internal  structural  relationships  are 
captured  and  maintained  inside  the 
ADC  database. 

Circle  No.  527,  Reader  5ervice  Card 

System  Speeds  Microfilm 
Retrieval 

The  MICROFILM  RETRIEV¬ 
AL  SYSTEM,  from  VIPS,  Inc.,  is 
an  electronic  back-office  system 
designed  to  service  customer  re¬ 
quests  on  demand. 

Microfilmed  documents  are  re¬ 
trieved  via  Kodak  IMT-150  mi¬ 
cro-image  terminals.  These  units 
are  interfaced  with  the  mainframe 
computer  through  a  CRT  terminal. 
The  on-line  system,  which  has 


multi-bank,  multi-branch  capabil¬ 
ity,  is  supported  with  a  full  com¬ 
plement  of  batch  reports  which 
provide  a  complete  audit  trail  and 
comprehensive  statistics. 

Circle  No.  528,  Reader  Service  Card 

Key  Chests  Give 
Better  Key  Control 

Metal  Products  Engineering,  Inc. 
has  introduced  a  line  of  key  control 
chests  designed  to  be  used  by 
banks  and  savings  and  loans  which 
utilize  keys  in  their  daily  opera¬ 
tions. 

The  MP  Key  Chest  system  iden¬ 
tifies  each  key  with  a  number. 


name  and  storage  location  inside  a 
locked  cabinet.  Access  is  limited  to 
authorized  personnel. 

A  key-out  system  accounts  for 
keys  in  use.  Numbered  key  tags, 
numbered  key  control  charts  and 
key-out  tags  are  included  with  each 
cabinet. 

The  MP  Key  Chests  are  of  20- 
gauge  steel  construction  and  de¬ 
signed  to  hang  on  a  wall,  stand  on  a 
shelf  or  recess  into  a  wall  opening. 
Chests  are  available  in  30,  40,  60  or 
80  key  capacity. 

Clrcl*  No.  529,  Roodor  5«rvico  Card 

Banking  Machines  Handle 
Variety  of  Transactions 

Interactive  Training  Systems 
Inc.’s  self  service  retail  banking 
machines  handle  a  variety  of  con¬ 
sumer  transactions  beyond  the 
capacity  of  Automatic  Teller 
Machines. 

The  self-service  systems  can 
help  customers  design  financial 
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Take  the  mystery 


out  of... 


SECRECY 

ACT 

COMPLIANCE  . 


- L _ \ - 

This  comprehensive  new 
book  details  bankers' 
responsibilities  vinder  the 
Currency  and  Foreign 
Transactions  Reporting 
Act: 

•  What  Congress 
intended; 

•  How  to  set  up  a 
compliance  program; 

•  When  and  how  to 
complete  reports; 

•  How  to  handle 
problems  and  protect 
your  bank's  image. 

Author  Robert  E.  Powis 
offers  experienced 
advice,  having  served  as 
Deputy  Assistant  Secre- 
teuy  of  the  Treasury  for 
Enforcement  of  the  Act. 

PLUS:  as  farm  4789 

A  special  appendix  de¬ 
tails  the  changes  related 
to  the  newly  revised  Cur¬ 
rency  Transaction  Report 
that  must  be  used  after 
July  1, 1986. 


$40  single  copy,  BAI  members 
($60  eacb,  nonmembeis) 


CALL  NOW  -  TOLL  FREE 
l-800m85S2 

(In  Illinois,  1-800-942-8861) 
Ask  for  Customer  Service 

BANK 

ADMINISTRATION 

m  institute 


planning  for  retirement,  taxes,  es¬ 
tates,  college,  investments,  insur¬ 
ance  and  loans;  purchase  IRAs, 
mutual  funds,  CDs,  insurance, 
travel  and  brokerage  services,  real 
estate  and  mortgage  products;  and 
transact  routine  business. 

Circle  No.  504,  Reader  Service  Card 

CompuServe  Offers 
Communication  Exchange 

The  CompuServe  Interchange 
gives  financial  services  organiza¬ 
tions  an  alternative  to  conventional 
processing  among  branch  offices, 
corresponding  banks,  member 
banks  of  ATM  networks  and  other 
organizations.  It  is  a  software  sys¬ 
tem  which  integrates  several  elec¬ 
tronic  communication  and  infor¬ 
mation  delivery  products  in  a 
single,  compatible  environment. 
Those  products  include  electronic 
mail,  private  videotex  and  elec¬ 
tronic  conferencing  and  can  en¬ 
compass  gateway  services  to  se¬ 
lected  databases. 

Circle  No.  505,  Reader  Service  Card 

Company  Provides  EFT 
Management 

MoneyMaker  EFT  Services  is  a 
full-service  management  company 
dedicated  to  operating  ail  aspects 
of  electronic  funds  transfer  (EFT) 
networks  and  similar  electronic  de¬ 
livery  systems.  Clients  are  re¬ 
tailers,  banks  and  other  financial 
institutions.  Services  MoneyMaker 
provides  include  installation,  ser¬ 
vicing  and  maintenance  of  con¬ 
sumer-activated  equipment,  as  well 
as  accounting,  data  processing, 
marketing  and  consulting  services. 

Circio  No.  506,  Reader  Service  Card 

Magnetic  Tape  Improves 
Card  Performance 

XL  Magnetic  Laminating  Tape  is 
designed  and  manufactured  by 
Malco  Security  Magnetics  for  ap¬ 
plication  to  plastic  transaction 
cards.  The  magnetic  tape  consists 
of  an  adhesive  substrate,  polyester 
backing,  magnetic  oxide  coating 
and  a  special  protective  overlac¬ 
quer.  The  adhesive  substrate  is  de¬ 
signed  for  adhesion  to  PVC  plas'  ic 
transaction  cards  during  the  lami¬ 
nation  process  of  the  plastic  cards. 

The  lamination  process  using  XL 


Magnetic  Tape  should  produce  a 
card  whose  magnetic  stripe  is  flush 
with  the  card’s  surface.  This  flush 
striped  card  is  said  to  perform  bet¬ 
ter  than  other  nonflush  magnetic 
striped  cards  using  Thermal 
Transfer  Magnetic  Tape  or  oxide 
applied  through  a  direct  wet  appli¬ 
cation,  due  to  the  more  intimate 
contact  of  the  magnetic  read/write 
head  with  the  magnetic  stripe. 

Circle  No.  507,  Reader  Service  Card 

Product  Bridges  Debit, 
Credit  Authorization 
Process 

MASCOT,  from  Omron  Finan¬ 
cial  Systems,  Inc.,  builds  a  bridge 
between  the  debit  and  credit 
authorization  process  that  offers 
economic  benefits  as  well  as  mar¬ 
keting  opportunities,  according  to 
the  company. 

MASCOT  is  a  “rotary  answering 
device”  that  attaches  to  one  of  the 
ports  on  the  Omron  ATM  or  retail 
cash  dispenser  (RCD).  The  unit  re¬ 
ceives  authorization  requests  from 
dial  up  terminals  and  transmits  the 
request  via  the  existing  ATM  or 
RCD  leased  line  to  the  authoriza¬ 
tion  center. 

The  product  introduces  the  ca¬ 
pability  of  bringing  a  debit  card  pur¬ 
chase  to  retail  locations  which  tra¬ 
ditionally  have  been  accepting 
credit  cards.  The  financial  institu¬ 
tion  can  provide  an  additional  ser¬ 
vice  to  merchants  and  consumers 
by  offering  them  multiple  forms  of 
payment.  The  MASCOT  concept 
also  offers  a  low  cost  entry  into 
POS  by  utilizing  existing  segments 
of  the  debit  and  credit  card  sys¬ 
tems.  The  leased  line  from  the 
ATM  or  RCD  already  exists,  thus 
becoming  the  path  to  the  authori¬ 
zation  centers.  System  costs  are 
dispersed  over  the  debit  and  credit 
networks. 

Circle  No.  508,  Reader  Service  Card 

Software  Secures  PC  Wire 
Transfers 

Atalla  Corp.’s  Funds  Transfer 
System  allows  financial  institutions 
to  transfer  funds  electronically 
through  personal  computers  in  a 
secure  environment.  The  applica¬ 
tion  supports  ANSI  X9.9  Message 
.Authentication  and  X9.17  Key 
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Management  requirements. 

The  Funds  Transfer  application 
includes:  Access  control,  ensuring 
that  only  authorized  users  log  on 
the  system;  customized  data  entry 
screens  to  meet  individual  cus¬ 
tomer  requirements;  and  dual  con¬ 
trol  of  all  transactions  for  increased 
accuracy  and  fraud  prevention. 

An  integrated  part  of  the  Funds 
Transfer  application  is  the  Personal 
Computer  Module  security  system. 
This  module  fits  into  an  expansion 
slot  of  an  IBM-PC  or  compatible.  It 
provides  authentication  for  positive 
user  identification  and  message 
integrity;  encryption  for  confiden¬ 
tiality  and  information  privacy;  and 
key  management  for  the  genera¬ 
tion,  exchange,  storage  and  de¬ 
struction  of  keying  material. 

Circle  No.  509,  Reader  Service  Card 

NORCOM  Offers  Line  of 
IBM-PC  Software 

NORCOM  Systems  offers  a  line 
of  over  25  IBM-XT/AT  software 
products.  The  high-capacity  sys¬ 
tems  work  with  other  optional  pro¬ 
grams  such  as  ACH  transmission 


interface,  1098/1099  reporting,  se¬ 
curity  systems  and  report  writers. 

Among  the  PC-based  products 
are  charged-off  loan  tracking,  sell¬ 
er-financed  mortgage  contract  col¬ 
lection  servicing,  safe  deposit  box 
billing  and  inventory,  payroll/per¬ 
sonnel  accounting,  integrated  ac¬ 
counts  payable  and  purchasing  in¬ 
ventory,  fixed  asset  accounting  and 
stockholder  accounting/reporting. 

Circle  No.  510,  Reader  5ervice  Card 

Leteron  Offers  Signage 
Products 

Leteron’s  VIS — Visual  Informa¬ 
tion  System — is  a  line  of  architec¬ 
tural  signage  and  display  cases. 
VIS  is  a  complete  system  which 
offers  desk  and  counter  identifica¬ 
tion,  directories,  announcement 
and  interest  rate  boards,  safety  and 
directional  signage,  parking  signs 
and  other  signs  and  display  cases 
needed  in  financial  institutions. 

VIS  “off-the-shelf’  products  are 
available  in  a  wide  selection  of  col¬ 
ors,  sizes,  styles,  mounting  and 
imprinting  options.  The  signs  ac¬ 
cept  a  combination  of  interchange¬ 


able  lettering  strips.  While  the 
strips  lock  securely  into  the  sign 
frame,  they  can  be  removed  with  a 
special  VIS  tool  so  that  the  letter¬ 
ing  strips  can  be  replaced  while  the 
sign  remains  mounted. 

Circle  No.  511,  Reader  Service  Card 

Triad  Expands  RPC  Line 


Triad-Utrad  has  expanded  its 
line  of  portable  regulated  power 
conditioners,  now  offering  15  mod¬ 


els  available  in  50  and  60  Hz  units, 
with  output  ratings  ranging  from  70 
to  2000  VA. 

Triad’s  portable  RPCs  protect 
computers,  point-of-sale  terminals 
and  word  processors  from  power 
surges,  short  power  disruptions. 


Perhaps  we  re  not  a  household  word  yet,  but  in  just  four 
years  we’ve  become  a  major  entity  for  turnkey  credit  card 
programs. 

No  matter  how  extensive  your  card  program  plans  are. 
Franklinton’s  system  expertise  and  flexible  program  op¬ 
tions  help  get  your  credit  card  program  up  and  running 
or  converted  with  a  minimum  of  expense  and  bother.  The 
reason?  Franklinton  is  comprised  of  ptmple  with  long-term 
experience  in  designing,  executing,  and  processing  credit 
card  programs. 

We  offer  service  packages  to  meet  your  needs,  from 
automated  customer  credit  review  to  plastics  issuance  to 
payment  and  statement  processing. 

It’s  all  here  at  Franklinton.  .And  all  backed  by  National 
City  Corporation  with  more  than  $12  billion  in  assets. 

Call  Joetle  K.  Kuharic  at  6141863-8434  today  to  find 
out  more  about  the  many  ways  we  can  help  you.  Franklinton 
Financial  Services,  a  division  of  BancOhio  National  Bank. 
4661  F,asl  Main  Street.  Columbus.  Ohio  43251. 

its  "‘Franklinljonr 
And  the  word  is 
^tting  around. 

•I  FRANKLINTON 

FINANCIAL  SERVICES 

A  MEMBER  OF  NATIONAL  CITY  CORPORATION 
C  1986  Franklinton  Financial  Services 


7  hear  that  for  the  most  flexible 
credit  card  program  in  the  industry, 
you  have  to  go  to  Columbus,  Ohio. 

A  company  called  Frank  Clinton,  /  think” 


For  more  information,  circle  No.  59  on  Reader  Service  Card 
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V  Peoples  Bank 
and  Trust  Company 
\Mountam  Home,  Ark. 

Farmers  State 
Savings  Bank 

Indepenoence,  Iowa 

Pensacola  Loan  ■ 
and  Savings  Bank 
Pensacola,  Fla. 


OMNI 

RESOURCES, 
INC. 

A  KIRCHMAN  COMPANY  j  ^ 

800/327-1892  < 

800/432-6610  (in  Florida) 

PO  aox  2269  •  Orl^do,  FL  32802  •  305/831-3001 
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transients,  noise  and  low  voltage. 
All  models  operate  at  45  dB.  The 
waveshape  is  sinusoidal,  with  less 
than  3%  harmonic  distortion. 

Circle  No.  512,  Reader  Service  Card 

Labeling  System  Uses 
Format  Cartridge 

The  CTSI  Execuport  2400  Series 
generates  bar  code,  human  read- 
ables  and  graphics  by  utilizing  a 
label  format  cartridge.  This  car¬ 
tridge  system  permi  a  variation  in 
label  selection  and  design  for  all  bar 
code  applications. 

CTSI  manufactures  two  Execu¬ 
port  2400  models.  The  Execuport 


2430  translates  alphanumeric  pa¬ 
rameters  from  a  computer  to  gen¬ 


erate  bar  code/graphic  labels.  It  ac¬ 
cepts  data  through  a  serial  RS232 
interface  or  a  parallel  Printronics 
interface  to  generate  bar  codes  at 
up  to  9600  baud.  A  user  label  for¬ 
mat  cartridge  permits  a  wide  varia¬ 
tion  in  label  selection  and  provides 
for  future  bar  code  design. 

The  Execuport  2450  is  a  self- 
contained  bar  code  label  making 
system  with  a  keyboard  and  a  two 
line  by  40  character  LCD  display. 
This  terminal  version  permits  in¬ 
teractive  conversation  with  the 
printer  by  using  a  menu  and 
prompts  and  thus  eliminates  the 
need  for  an  auxiliary  CRT.  Both 
bar  code  and  alphanumeric  data 
can  be  entered  through  the  key¬ 
board.  An  optional  carrying  case  is 
available. 

Circle  No.  513,  Reader  Service  Card 

NCR  Products  Link 
WorkSaver,  Tower,  PCs 

NCR’s  Office  Systems  Division 
is  introducing  a  series  of  products 
to  enhance  communications  capa¬ 
bilities  among  several  key  office 
devices.  These  communications 


/MIAMI  ; 

/iK; 

T£XA6 


LET  EXPRESSEND 
SHOW  THE  WAY 


Clear  your  checks  efficiently  and  cost-effectively  with  ExpresSend— the  check  clearing 
optimization  model  from  Samuel  G.  Davis  &  Associates  and  Chemical  Bank.  ■ 
ExpresSend  analyzes  check  destinations,  expense  data,  and  routing  timetables  to  give  you 
the  answers  you  need— right  at  your  fingertips.  ■  Whether  you  clear  50,000  checks  a  day 
or  500,000,  find  out  how  ExpresSend  can  help  you  reduce  check  clearing  costs  while 
increasing  net  income.  ■  For  more  information  call  Chemical  Bank  Information  Products 
(212)  701-6513.  ^  ^ 


CiemicalBaink 


For  more  information,  circle  No.  61  on  Reader  Service  Cord 
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products  will  allow  an  exchange  of 
information  and  interconnection 
between  clusters  of  NCR  Work- 
Savers,  DOS-compatible  personal 
computers  and  NCR  Tower  super¬ 
microcomputers. 

NCR  WorkSaver  Multi-Cluster 
Interconnect  Level  I  will  enable 
users  to  link  multiple  WorkSaver 
clusters  into  a  multi-system 
shared-resource  environment. 
WorkSaver  Multi-Cluster  Inter¬ 
connect  Level  II  provides  the  mul¬ 
ti-system  functionality  of  Level  I, 
plus  support  for  interconnection 
with  the  optional  Tower  Server  and 
NCR  and  other  DOS-compatible 
personal  computers.  The  Tower 
Server  allows  the  WorkSaver  Se¬ 
ries — and  optionally  the  NCR  PC4, 
PC6  and  PCS  personal  comput¬ 
ers — to  gain  access  to  Unix  appli¬ 
cations  and  services  running  on  a 
Tower  XP  or  Tower  32  supermi¬ 
crocomputer. 

CircU  No.  514,  Reader  Service  Card 

Emerson  Offers  UPS 
for  Minis 

Two  new  models  of  Uninter¬ 
ruptible  Power  Systems  (UPS) 
from  Emerson  Electric  Co.  are  spe¬ 
cifically  designed  for  the  growing 
minicomputer  market.  The  AP300 
Series  of  UPS’s  operate  in  15  and  30 
KVA  three-phase  power  ratings. 
The  unit  has  a  single  rotary  switch 
control  with  exclusive  micropro¬ 
cessor  diagnostic  displays. 

Circle  No.  515,  Reader  Service  Card 

Computer  Automates 
Capacity  Management 

An  expert  software  system  for 
computer  capacity  management 
has  been  introduced  by  Interna¬ 
tional  Systems  Services  Corp. 
(ISS). 

The  ISS  THREE  automatically 
considers  the  complex  inter¬ 
relationships  among  various 
hardware,  network  and  software 
components  and  assists  managers 
and  capacity  planners  in  identifying 
the  most  cost-effective  computer 
configurations,  consistent  with 
their  overall  equipment  strategy. 

The  system  consists  of:  Mi¬ 
crocomputer  software,  called  the 
Capacity  Planner,  that  houses  the 
expert  system,  forecasts  computer 


From  our  1886  begin-  Ibiision 
ning.  Tension's found-  Sc 

ers  were  dedicated  to 
making  their  enve-  Qlftd^llti 
lopes  stand  the  rigors 


chicks,  cigarettes 
and  even  marketing 
to  trappers  by  a 
^  tannery.  Every 
technique  ad- 


qf  mailing  and  handling  vacated  and  used  then 

and  still  look  good.  But  was  well  beyond  its  time, 

even  more,  they  perceived  yet  remains  a  standard 
that  the  envelope  could  best  practice  today, 

meet  the  needs  of  the  It’s  a  Today.  Tension 


mailer  if  it  also  con¬ 
tributed  to  the  com¬ 
munication  function. 
A  radical  idea  — but 
Tension  is  different 
then  and  now. 


difference 
you  see 
in  results. 


manufactures 
envelopes  to ful¬ 
fill  the  marketing 
and  mailing/pack¬ 
aging  needs  of 
American  business. 
Being  different  works  —it 
achieves  results.  That’s  why 
from  one  plant  we’ve  grown 
to  ten.  Why  we’ve  increased 
the  number  of  customers 
and  the  dollar  sales  every 
year.  That’s  why  one  out  of 
every  thirteen  business 
envelopes  is  Tension  made. 
Schooled  by  our  Innovative 
past  In  tune  with  your 
demandingfuture. 

pOBAT'"^ 

MAKING  ENVELOPES  WORK 
SINCE  1886. 


Many  innovations 
and  benefits  we  see  in 
envelopes  today  had  their 
roots  in  the  pioneering  work 
done  by  the founders  of 
Tension  Envelope. 

Yesterday’s  innovative 
communications  are  well 
illustrated  by  the  envelopes 
k  Tension  made for  the  mail 
^  marketing  of  whiskey,  baby 

MAJ 


_ FREE. 

The  story  of  Tension  Envelopes. 
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WE’VE  MADE  COMMUNICATIONS 
OUR  DUAL  MISSION 
FOR  100  YEARS 
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Texas  Gulfcoast  Bancorp 
Texas  City,  Tex. 

National  Bank  of  Commerce 
Starkville,  Miss. 

Faulkner  County  Bancshares 
Conway,  Ark. 

Citizens  Bank  and  Trust 
Beizoni,  Miss.  '  ‘ 

Security  State  Bank 
Starkville,  Miss.  ' 


KENCOM, 

INC. 


A  KIRCHMAN  COMPANY 


800/327-1892  ' 
800/432-6610  (in  Florida) 

PO  Bo«  2269  •  Orlando.  FL  32802  •  305/831-3001 
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workloads  and  runs  analytical 
capacity  models  of  any  computer 
system;  and  mainframe  software, 
called  the  MVS  Analyzer,  that 
reads,  analyzes,  reduces  and  re¬ 
ports  on  existing  on-line  and  batch 
computer  measurement  data. 

Circle  No.  516,  Reader  Service  Card 


Docutel/Olivetti  Enhances 
ATM  Software 

Docutel/Olivetti  has  enhanced  its 
5000  series  ATMs.  The  software 
enhancements  for  the  ATMs  allow 
the  machines  to  display  and  print 
banking  product  information  and 
customers’  account  information,  as 
well  as  print  and  dispense  coupons, 
tickets  and  scrip  in  retail  installa¬ 
tions. 

With  the  installation  of  the 
software  service  enhancements, 
customers  can  select  information 
on  products  and  services,  such  as 
money  market  accounts,  CDs, 
loans,  mortgages,  brokerage  ser¬ 
vices,  credit  card  accounts  and 
checking  and  savings  accounts. 
Specific  account  information,  such 


as  account  numbers  and  balances, 
may  be  checked  by  customers. 
Customers  may  also  choose  to  re¬ 
ceive  “snap  shot”  statements,  full 
monthly  statements  or  information 
to  locate  specific  check  numbers. 
The  enhanced  ATS  5000s  can  also 
handle  check  re-orders  and  pass 
along  requests  for  more  informa¬ 
tion. 

Circle  No.  517,  Reader  Service  Card 

“Bytebank”  Provides 
Storage  in  Portabie  Unit 

The  757  Bytebank  from  Techtran 
Industries,  Inc.  is  a  microproces¬ 
sor  based  data  recorder  and  re¬ 
trieval  unit  with  storage  capacities 
ranging  from  256k  to  1. 536m  of 
dynamic  random  access  memory. 
Connections  to  a  user  system  or 
computer  are  made  via  two  inde¬ 
pendent  RS-232C  serial  interfaces 
operating  at  1 10-9600  bps. 

The  unit  is  intended  for  perma¬ 
nent  or  portable  use  where  data 
storage  and  retrieval  are  required 
with  immunity  from  AC  power  line 
fluctuations  and  power  outages. 
Solid  state  256k  CMOS  memory 
chips  are  utilized  to  provide  long 
term  reliability  and  low  power  con¬ 
sumption.  Internal  batteries  allow 
for  use  in  portable  program  loading 
and  data  collection  applications 
with  operating  times  of  up  to  90 
hours  before  recharging,  depending 
on  the  amount  of  memory  and  bat¬ 
tery  type.  A  wall  pack  AC  power 
source/battery  charger  is  supplied 
with  the  unit. 

Circle  No.  518,  Reader  Service  Card 

Phone  System  Designed 
for  Small,  Mid-Size 
Businesses 


A  line  of  Renaissance  Series 
business  telephone  key  systems 
from  Harris/Lanier  is  designed  to 


meet  the  needs  of  small  to 
medium-sized  businesses. 


The  Renaissance  Series  is  a  fully 


programmable  key  system  and  of¬ 
fers  call  accounting,  least-cost 
routing  and  “SmartPhone”  capa¬ 
bilities  such  as  speed  dialing, 
speakerphone,  auto  redial  and 
message  waiting. 

Each  installed  system  is  con¬ 
figured  to  meet  the  needs  of  the 
customer.  The  system  can  be  con¬ 
figured  as  an  independent  tele¬ 
phone  network  or  it  can  be  used  in 
conjunction  with  a  PBX,  combining 
the  functionality  of  the  PBX  with 
soft  key  programmability. 

The  phone  systems  are  modular 
and  can  be  expanded  through  the 
installation  of  plug-in  circuit 
boards. 

Circle  No.  519,  Reader  Service  Card 

Desktop  Calculator 
Features  Computer 
Functions 

A  computerized  desktop  calcu¬ 
lator  designed  for  situations  where 
a  calculator  isn’t  enough  and  a  mi¬ 
crocomputer  is  too  much  power, 
the  Sharp  ZL-6500,  is  offered  by 
Sharp  Electronics  Corp. 

Software  written  for  Sharp  ZL- 
6100  calculators  can  be  run  on  the 
ZL-6500,  as  can  programs  written 


by  a  value-added  retailer  (VAR)  for 
specific  applications  like  insurance 
premium  or  loan  payment  calcula¬ 
tions.  Also,  programs  written  in 
BASIC  on  a  personal  computer  can 
be  compiled  to  run  on  the  ZL-65(X) 
with  a  PROM  cartridge. 

The  ZL-6500  has  a  maximum 
128k  program  capacity  and  48k 
data  storage  capacity,  roughly 
equivalent  to  64  double-spaced 
typed  pages.  Two  RS-232C  commu¬ 
nication  ports,  as  well  as  an  inter¬ 
face  for  an  IBM-PC  ASCII  key¬ 
board,  are  built  in. 

Circl*  No.  520,  Reader  Service  Card 
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Slide  and  Meeting  Material  Cat¬ 
alog.  A  full-color  slide  of  the  date, 
“1986”  and  a  48-page  catalog  of 
products  and  services  is  available 
from  Visual  Horizons,  a  producer 
of  meeting  aids  materials. 

The  meeting  material  catalog 
shows  the  latest  products  available, 
such  as  slides,  slide  projectors, 
slide  masks  and  an  entire  range  of 
audio-visual  systems.  A  special 
feature  of  the  catalog  is  a  feature 
article  on  how  to  produce  your  own 
slide  shows:  “Slide  Shows  Made 
Easy.” 

Circle  No.  521,  Reader  Service  Card 

Batter),  Lamp  Leaflet.  Teledyne 
Big  Beam’s  eight-page,  full-color 
leaflet  portrays  many  styles  of 
1.5-volt,  6-volt,  7.5-volt  and  9-volt 
dry  cell  primary  lantern  batteries, 
clamp-on  batteries,  ignition  bat¬ 
teries,  12-volt  rechargeable  batter¬ 
ies  and  12-volt  automotive  batter¬ 
ies.  It  also  shows  many  personal 
and  industrial  hand  lamps,  lan¬ 
terns,  spotlights,  flashers,  flasher/ 
flares,  searchlights  and  recharge¬ 
able  lights  made  in  the  United 
States  of  all-steel  construction  and 
carrying  the  “Big  Beam”  trade 
mark. 

Circle  No.  522,  Reader  Service  Card 

Execu'^ve  Guides  for  Overseas 
Expansion.  U.S.  companies  plan¬ 
ning  to  invest  or  operate  in  the  Ca¬ 
ribbean  can  receive  valuable  tax 
data  in  a  free  reference  book  from 
Arthur  Andersen  &  Co. 

Caribbean  Basin  ...  A  Tax 
Tour,  the  first  of  three  “Tax 
Tours”  books  to  be  released,  cov¬ 
ers  15  countries  and  includes  a  dis¬ 
cussion  of  the  influence  of  govern¬ 
ment-sponsored  incentives  to  de¬ 
velop  business  in  that  region.  The 
other  books  are  Asia  and  the  Pa¬ 
cific  ...  A  Tax  Tour  and  Latin 
America  ...  A  Tax  Tour. 


The  publications  are  written  in 
nontechnical  language  and  are 
helpful  to  a  variety  of  executives. 
In  addition  to  tax  considerations,  a 
description  of  the  economic  and 
business  conditions  is  included. 

Circle  No.  523,  Reader  Service  Card 


Desk  and  Wall  Signs.  Block  & 
Company,  Inc.  offers  a  catalog  de¬ 
scribing  its  Radius  Comer  Signs 
line  of  Interchangeable  Magnetic 
Desk  and  Wall  Sign  Systems. 

Inserts  are  magnetically  held  in 
place  and  easily  removed  for  name 
changes.  Supplied  complete  with 
copy,  or  blank  for  individual  appli¬ 
cation  of  graphics. 

Precision  molded  frames  and  in¬ 
serts  are  available  in  four  colors: 
Architectural  Bronze,  Satin  Black, 
Chocolate  Brown  and  Sahara  Sand. 

Circle  No.  524,  Roador  Service  Card 


Personnel,  OIHce  Forms.  V.  W. 
Eimicke  Associates,  Inc.’s  48- 
page,  Comprehensive  Personnel 
Forms  and  Office  Products  Cata¬ 
log.  The  1 1%"  X  9",  full-color  cata¬ 
log  contains  detailed  descriptions 
and  hints  on  how  to  use  the  inter¬ 
nationally  copyrighted  Eimicke 
Personnel  Forms,  Laurel  Aids  and 
“snap  ’em  apart”  forms. 

A  major  section  of  the  catalog 
describes  the  comprehensive  line 
of  Eimicke  Personnel  Forms.  The 
line  of  45  personnel  forms  was  de¬ 
veloped  over  a  period  of  three  de¬ 
cades  by  a  team  of  personnel  spe¬ 
cialists,  industrial  psychologists 
and  management  consultants,  and 
is  updated  and  revised  as  required. 
Personnel  forms  available  include 
Employee  Evaluation  Form,  Em¬ 
ployee  Attendance  Record,  Em¬ 
ployee  Warning  Record,  Personnel 
Envelo-File,  several  types  of  Ap¬ 
plication  Foims,  etc. 
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IT’S  BEEN  CALLED 

“THE 

WINNING 

EDGE” 

You've  been  searching  for  a  way  to  beat  the 
competition.  And  now  your  search  brings 
you  to  the  “winning  edge":  BROCK'S 
MICRO-OFFICER  CALL  II 
SALES  DEVELOPMENT  SOFTWARE. 

INSTANT  INFORMATION 

Instant  information  gives  you  the 
winning  edge  over  your  competition. 
With  THE  BROCK  SYSTEM,  you  know  in 
seconds  which  financial  services  are 
selling  and  which  ones  aren't  because 
you  have  access  to  your  officers'  sales 
reports  at  the  push  of  a  button. 

PROSPECT  INFORMATION 

In  less  time  than  it  takes  to  pull  a  file 
from  your  desk,  you  know  which 
prospects  your  sales  team  is  calling  on 
this  week,  this  month,  or  even  the  entire 
year.  And  you  know  which  services  they 
plan  to  present  to  the  prospect,  their 
strategy,  and  the  results.  That's  not  all. 

You  have  access  to  the  prospect's 
“profile”  that  tells  you  how  big  they  are. 
who  their  current  bank  is  and  how  long 
they  have  been  in  business. 

SALES  PERFORMANCE 
INFORMATION 

You  know  which  individuals  are  selling, 
which  ones  are  not.  Through  THE  BROCK 
SYSTEM  you  select  sales  figures  and 
number  of  sales  calls  by  month,  quarter. 

or  year.  THE  BROCK  SYSTEM  is  being 
used  profitably  by  community  banks  and 
large  money  center  banks. 

MANAGEMENT 

INFORMATION 

Because  sales  and  marketing  programs 
are  expensive,  you  have  information  at 
your  fingertips  that  will  help  you  decide 
which  prospects  are  the  most  profitable, 
which  market  segments  are  buying  your 
services.  You  know  the  best  course  of 
action  for  your  institution  at  any  given 
moment  and  you  save  valuable 
personnel  time.  With  more  information 
you  become  more  competitive.  With 
more  information  you  have  the  “winning 
edge"  BROCK'S  MICRO-OFFICER  CALL  II 
SALES  DEVELOPMENT  SOFTWARE. 


ORDER  TOLL  FREE 


1-800-654-4156 
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Bank  Administration  institute 
Board  of  Directors 


Executive  Committee 

Marc  J.  Shapiro  Chairman  of  the  Board,  Vice  Chairman  etnd  Chief  Financial  Officer,  Texas 

Commerce  Bancshares,  Inc.,  Houston,  Texas 


James  B.  Wiesler 

Donald  J.  O'Reilly,  CBA,  CPA 

Ronald  G.  Burke 

Robert  C.  Isban 

Michael  P.  Esposito,  Jr. 

Joseph  V.  Ciaburri 

Ashel  G.  Bryan 

John  Rau 

Dean  E.  Richardson 
Philip  F.  Searle 


Chairman-Beet,  Vice  Chairman,  Bank  of  America,  San  Francisco,  California 
Secretary /Treasurer,  Senior  Vice  President  and  Chief  Auditor,  Mellon  Bank, 
NA,  Pittsburgh,  Pennsylvania 

President  and  Chief  Executive  Officer,  Betnk  Administration  Institute,  Rolling 
Meadows,  Illinois 

Immediate  Past  Chairman,  Executive  Vice  President,  Manufacturers  Han¬ 
over  Tmst  Company,  New  York,  New  York 

Chairman,  Beinking  Services  Steering  Committee,  Executive  Vice  President 
and  Controller,  Chase  Manhattan  Bank,  N.A.,  New  York,  New  York 
Chairman,  Council  for  Educational  Services,  President  and  Chief  Executive 
Officer,  The  Bank  of  New  Haven,  New  Haven,  Connecticut 

Chairman,  Regional  Directors  Council  &  Director-at-Large,  Chairman  of  the 
Board,  Mid-American  National  Bank  and  Trust  Company,  Bowling  Green, 
Ohio 

Director-at-Large,  President,  Exchange  National  Bank.  Chicago,  Illinois 
Director-at-Large,  Chairman  and  Chief  Executive  Officer,  Manufacturers 
National  Bank  of  Detroit,  Detroit,  Michigan 

Director-at-Large,  Chairman  of  the  Board,  Sun  Banks,  Inc.,  Orlando,  Florida 


Regional  Directors 

Philip  W.  Seibold 
Edward  W.  Back,  Jr. 
Phillips  G.  Gay,  Jr. 

J.  Max  Smith 
Jay  B.  Walters 
Jean  E.  Naylor 
John  H.  DeJean 
Timothy  D.  Hickey,  CPA 
JaneJ.  Netherton 


Region  1,  Executive  Vice  President  and  Chief  Financial  Officer,  Delaware 
Trust  Company,  Wilmington,  Delaware 

Region  2,  Executive  Vice  President,  Central  Carolina  Bank  and  Trust  Com¬ 
pany,  NA,  Durham,  North  Carolina 

Region  3,  Senior  Vice  President,  Florida  Commercial  Banks,  Inc.,  Miami. 
Florida 

Region  4,  Vice  President,  Citizens  Fidelity  Bank  and  Trust  Company,  Louis¬ 
ville,  Kentucky 

Region  5,  President  and  Chief  Executive  Officer,  First  Bank  (NA),  Mil¬ 
waukee,  Wisconsin 

Region  6,  President,  United  Bank  of  Southwest  Plaza,  NA,  Littleton,  Col¬ 
orado 

Region  7,  President  and  Chief  Executive  Officer,  The  State  National  Bank 
of  New  Iberia.  New  Iberia,  Louisiana 

Region  8,  Senior  Vice  President  and  Chief  Financial  Officer,  First  Interstate 
Bank  of  Washington,  Seattle,  Washington 

Region  9,  Senior  Vice  President  and  Chief  Financial  Officer,  Harbor  Bank, 
Long  Beach,  California 


Commission  and  Councii  Chairmen 


Paul  L.  Hill 

C.  David  Lohri,  CPA 

Jack  M.  Meckler 

R.  Marie  Clutter 

Everett  C.  Geunbrell 

Robert  D.  Croskery 

Eugene  R.  Mason 
Douglas  E.  Price 

James  E.  O'Neill 


Accounting  and  Finance  Chief  Financial  Officer,  InterFirst  Corporation, 
Dailets,  Texas 

Audit,  Senior  Vice  President  and  General  Auditor,  NCNB  Corporation, 
Charlotte,  North  Carolina 

Corporate  Services,  Senior  Vice  President,  Wachovia  Bank  and  Trust 
Company,  Winston-Salem,  North  Carolina 

Human  Resources,  Senior  Vice  President,  BeuicOhio  National  Bank,  Co¬ 
lumbus,  Ohio 

Operations  and  Technology,  Executive  Vice  President,  Texas  Commerce 
Bank,  Houston,  Texas 

Security,  Vice  President  and  Chief  Security  Officer,  American  Secunty 
Bank,  NA,  Washington,  D.C. 

Tax,  Vice  President-Taxes,  First  Bank  System,  Minneapolis,  Minnesota 
Retail  Financial  Services,  Vice  President,  Central  National  Bank.  Cleve¬ 
land,  Ohio 

Washington  Liaison  Representative,  Senior  Vice  President  and  Comptrol¬ 
ler,  The  Riggs  National  Bank,  Washington,  D.C. 


ANTICIPATORY  AUDITING  USING 
KEY  INDICATORS 

This  new  manual  describes  in  detail 
the  concept  of  anticipatory  auditing  and 
helps  you  develop  and  implement  an 
anticipatory  auditing  program  using  key 
indicators.  The  manual  includes: 

•  Descriptions  of  an  integrated  audit 
approach 

•  Principles  of  a  key  indicator  program 

•  Steps  for  developing  key  indicators 

•  How  to  maintain  key  indicators 

•  Selling  the  key  indicator  concept  to 
management 

•  Sample  key  indicators  work  program 

•  Key  indicators  case  study 

•  Several  key  indicator  examples  in¬ 
cluding  completed  forms  and  charts 

•  Listing  of  possible  key  indicators 
(1985) 

Order  No.  208 

$50  member/$75  nonmember 

AN  ANALYSIS  OF  FLOAT  IN  THE 
COMMERCIAL  BANKING  INDUSTRY 

For  the  first  time,  a  publication  is 
available  that  documents  the  definitions 
and  the  operating  principles  that  are 
used  in  the  practice  of  float  manage¬ 
ment  in  the  commercial  banking  indus¬ 
try.  This  manual  provides  bankers  with 
a  comprehensive  reference  source  on 
float  and  covers  the  following  topics: 

•  Understanding  Float 

•  Sources  of  Float 

•  Accounting  for  Float 

•  Selection  of  Clearing  Agents 
(1982)  96  pp. 

Order  No.  672 

$18  member/36  nonmember 

PROCESS  AND  CONTROL 
GUIDELINES  FOR  WHOLESALE 
FUNDS  TRANSFER  SYSTEMS 

This  book  gives  you  a  good  under¬ 
standing  of  the  risks  involved  when  pro¬ 
viding  funds  transfer  services  and  helps 
you  properly  evaluate  the  true  risk  you 
are  assuming  within  your  environment. 

•  Get  guidelines  for  developing  the 
strategy  to  evaluate  the  funds 
transfer  system  at  your  bank. 

•  Identify  the  components  of  the  ideal 
risk-free  transfer. 

•  Learn  the  controls  you  can  imple¬ 
ment  to  minimize  your  risk  exposure. 

•  Read  about  the  importance  of  envi¬ 
ronmental  controls  and  contingency 
planning. 

•  Prepare  for  the  examiners  by  using 
their  new  regulatory  program. 

(1984)78  pp. 

Order  No.  634 

$24  member/$36  nonmember 

To  order  a  publication  from  the  BAI 
Bookstore  call  toll  free: 

800/323-5932  or 
800/942-8861  (in  IL) 
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■  Heavy  duty 
10'  steel  cable 
secures  computer, 
other  equipment, 
up  to  6  units. 


Prevent  Computer  Theft! 

mMH 

Systems 


Unique  Kablit  fasteners 
attach  to  equipment 
without  drillins,  usins  ex- 
istins  screws.  Cable 
passes  throush  fas¬ 
teners  preventins  re¬ 
moval.  Cable  is  then 
locked.  When  orderins 
multiples,  specify  locks 
keyed  differently  or 
alike.  Installs  in  10  min. 
Over  80  college  installa¬ 
tions. 


Kablit  works  with:  •Computers 

•Printers  •Disk  Drives  •Typewriters  •Stereos 
•Monitors  •Lab  Equip.  •Televisions  •Other 


EXCLUSIVE! 

Proprietary  compo¬ 
nents  prevent  removal 
of  mounting  screws. 
(Pat.  Pend.) 


$54.95  postage  paid.  Quantity  pricing  also 
avail,  for  schools,  institutions,  businesses,  etc. 

Send  P.O.  Money  back  if  returned  in  30  days. 

SECURE-rr  Inc  ♦  10  Center  Square  •  E.  Longmeadow,  MA  01028 

Phone  orders  413*525-7039  l/OQJ 

Dealer  Inquiries  Invited  USbJ 


The  employment  positions  offered  here  are 
carried  without  charge  as  a  service  to  the 
membership.  Bank  Administration  Institute, 
and  The  Magazine  of  Bank  Administration 
cannot  accept  responsibility  for  the  state¬ 
ments  made  in  the  listings.  This  column  Is 
intended  for  use  by  banks  seeking  job 
candidates  and  entries  from  individuals 
cannot  qualify.  Replies  to  these  listings 
should  be  addressed  to  the  box  number 
indicated.  The  Magazine  of  Bank  Adminis- 
truaon,  60  Gould  Center,  Rolling  Meadows, 
Illinois  60008. 


3602.  Consumer  Loan  Officer — Excellent 
opportunity  for  sales  and  customer  minded 
self-starter  to  join  a  central  Oklahoma  based 
state-wide  banking  organization.  Position 
requires  direct  consumer  lending  experi¬ 
ence  and  excellent  customer  relations  and 
communication  skills.  For  immediate  con¬ 
sideration,  send  resume  and  salary  history 
in  confidence.  An  Equal  Opportunity  Em¬ 
ployer  M/F. 

3601.  A  northeastern  Indiana  bank  with  de¬ 
posits  of  approximately  sixty  million  and 
three  branch  offices  is  seeking  an  individual 
to  organize  and  manage  an  internal  audit 


department.  Experience  or  knowledge  in 
bank  accounting,  bank  auditing,  data  pro¬ 
cessing,  and  budgeting  is  expected.  An  at¬ 
tractive  salary  and  benefit  package  awaits 
the  right  individual.  Send  your  resume  in¬ 
cluding  salary  history  and  current  require¬ 
ments.  An  Equal  Opportunity  Employer. 


1602.  Senior  Vice  President  Lending  and 
Loan  Administration — Key  lending  officer  to 
head  up  all  lending  functions  for  community 
bank  in  South  Florida.  Position  requires  a 
mature  well  experienced  commercial  lender 
who  is  self-motivated  and  capable  of  active 
participation  in  the  management  of  the 
bank.  Send  resume  and  salary  history  in 
confidence. 


1601.  A  National  Bank  in  Coral  Springs, 
Florida,  has  an  unusual  growth  opportunity 
for  a  person  to  further  develop  and  expand 
capacity  in  the  planning  and  internal  control 
functions  and  to  participate  as  a  member  of 
an  on-going  project  team.  Position  carries 
responsibility  to  assist  in  the  development  of 
the  Bank’s  business  plan,  primary  reports  to 
the  board,  and  to  regulatory  authorities.  This 
is  a  key  management  position  with  signifi¬ 
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cant  impact  on  policy  making  decisions. 
Prior  experience  together  with  educational 
background  in  accounting  essential.  Send/ 
current  resume  with  salary  history  in  confi¬ 
dence. 


12501.  Bank  Management — Profitable 
$30MM  southeast  Indiana  independent 
community  bank  seeks  an  outstanding  indi¬ 
vidual  to  assume  responsibility  for  the  day  to 
day  operations.  The  areas  of  responsibility 
include  proof  transit,  customer  service,  data 
processing,  bookkeeping,  personnel  and 
branch  supervision.  The  qualified  candidate 
possesses  excellent  communication  skills,  a 
proven  record  of  achievement  and  a  strong 
managerial  background.  The  ability  to  con¬ 
tribute  positively  to  the  bottom  line  is  essen¬ 
tial.  The  applicant  must  have  5-10  years 
banking  experience  with  a  minimum  of  3 
years  operations  experience.  Familiarity 
with  EDP  and/or  a  PC  environment,  along 
with  exposure  to  consumer  lending  is  also 
helpful.  College  degree  or  equivalent  bank¬ 
ing  schools  required.  This  is  an  excellent 
opportunity  to  join  an  aggressive  manage¬ 
ment  team.  Send  resume  and  salary  history 
in  confidence.  An  Equal  Opportunity  Em¬ 
ployer. 


Advertising  Offices 

Chicago,  NIinois 

W.  G.  Holdsworth  &  Associates.  Inc. 
lOCW  E.  Norttiwest  Highway 
Mt.  Prospect,  III.  60056 
(312)394-2022 

Dallas,  Texas 

Diamond  &  Associates 
Harvey  Diamond 
5025  Arapaho  Road 
Suite  400 

Dallas,  Texas  75248 

(214) 492-8856 

Los  Angeles,  California 

W.  G.  Holdsworth  &  Associates,  Inc. 
180  E.  Main 
Suite  270 

Tustin,  Calif.  92680 
(714)544-2555 

New  York  City 

C.  Lynn  Coy  &  Associates,  Inc. 

55  Forest  Street 
Stamford.  Conn.  06902 
(203)327-4626 

PNIadelphia,  Pennsylvania 

C.  Lynn  Coy  &  Associates,  Inc. 

288  Lancaster  Avenue — Roo.n  13 
Building  3 

Malvern,  Penn.  19355 

(215) 647-1611 

San  Francisco,  California 

The  Carter  Company 
5206  Bela  Drive 
SanJose,  Calif.  95129 
(408)725-8713 

Tampa,  Florida 

C.  Lynn  Coy  &  Associates 
Steve  Currie 
14316  Knollridge 
Tampa.  Florida  33625 
(813)968-5857 

Hong  Kong 

Headway  f^ia  Services  Limited 

1 08  Ling  Ying  Building 

28YunRngRoad 

Hong  Kong 

Phone  5-768002 

Telex  780^1584 

London,  England 

Andrew  Gillanders 
1 1  Lynton  Rd. 

Chesham  Bucks 
HP52BU  England 
Phone  0-494-775-444 
Telex  837784.  WESFOR  G 


110  The  Magazine  of  BANK  ADMINISTRATION 


Video  Voice  Data. 
Introducing  the  Datapoint  MINX. 


For  those  tiri.  ..  when  tomonow’s 
too  late.  Datapoint  introduces  the 
MINX™  system. 

Full  color,  full  motion  interactive 
voice  and  video  conferencing  puts 
you  in  touch  with  fellow  decision 
makers-wherever  they  are. 

D  DATAPOINT 

Information  Management  Tools 
You  Can  Use  Today. 


whenever  you  need  them.  From 
the  same  desktop  workstation,  you 
can  access  and  transmit  the  personal, 
departmental  and  corporate 
information  you  need  to  formulate 
and  communicate  your  decisions. 

Video.  Voice.  Data.  Together 


at  last  in  a  truly  integrated  decision 
support  system. 

For  a  color  brochure,  write: 
Datapoint  Corporation,  Marketing 
Coimnunications,  9725  Datapoint 
Drive  M.S.  K-39.  San  Antonio, 

TX  78284. 


The  "D"  logo  and  DATAPOINT  are  registered  tradenurks  of  DATAPOINT  Corporabon  MINX  t$  a  bademark  of  DATAPOINT  Corporation  IBM  is  a  registered  nademark  of  Intemabonal  Business  Machines  Corporabon 

For  more  information,  circle  No.  65  on  Reader  Service  Card 


BOATMEN’S  MIDWEST  ACCESS 


BOATMEN’S  IS  YOUR  ALTERNATIVE  IN  THE 
8th  AND  10th  DISTRICTS  AND  HERE’S  WHY: 


•  Large  clearing  operations  in  both 
districts 

•  Both  banks  have  excellent  availability 
schedules  (ask  for  your  copy!) 

w- 

•  “Unique  ”  regional  availability  schedules 

•  Both  banks  are  members  of  the  largest 
clearing  houses  in  the  8th  and  10th 
districts 


•  Direct  sends  based  on  your  volume 
and  needs 

•  Largest  combined  correspondent 
network  covering  the  8th  and  10th 
districts 


4?. 

Visit  Boatmen’s  boot^  #206  at  the 
BAI  Check  Processing  Conference. 
Also,  be  sure  to  register  for  the 
valuable,  limited  edition,  original 
litho  print  “The  Race.” 


THE  BOATMEN'S 
NATIONAL  BANK 

OF  ST.  LOUIS 

Rodney  Hollenbeck  ^ 
314-425-7829 


BOATMEN'S 

FIRST  NATIONAL  BANK 

OF  KANSAS  CITY 

e  \ 

Jim  Thorpe 
.  816-234-7052 


^  For  more  information,  circle  No.  66  on  R^adCr  Service  Card 
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